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IF TY vears ago, in the basement of a growing demand for Webster products of course 





small house in Malden, Massachusetts, an in- ecessitated plant and branch office expansion, 

vention was born which was to revolutionize the There is no need to trace here the successive 

manufacture of typewriter ribbons. With a hand steps from that humble cellar to our present up | 
machine for grinding ink and a clothes wringe1 to-date plant in 1931, with the most modern 
for machinery, F. S. Webster made the first equipment in the industry, and with a nation 
non-filling typewriter ribbons. As the vears have vide svstem of warehouses and branch offices 

rolled past, this modest beginning has always to give fast delivery to our dealers. The object 

stood before us as filled with symbolic meaning. of these changes has always been better service 

For our very beginning was based on a new idea, and improved products for our customers. 

on progress, on a service to users of our products In 1930, Admiral Byrd selected Multikopy 
Our policy of honest dealing and fair play with Carbon Paper and Star Brand Typewriter Rib 

our dealers was also early established, and our ons for the most gruelling tests in history. 

growth has always rested on this tirm toundatio1 Needless to sav, MultikKopy Carbon Paper and 


In our march to national leadership in dealer 
representation, 1n oul struggle to build our pre 


ent largest and most modern plant in the indus 


trv, there are a few dates and incidents which 
stand out as especially significant. 

In 1895 our young company, which had al 
ready grown in six short years to employ 100 
people, found a new way to manufacture carbor 
paper. Until that time, MultiKopy had bee 


} 


made by hand, one sheet ata time. Mr. Webster 


ee 


invented a machine that would make carbo 





paper from rolls in one continuous process. From 
that day to this, MultikKopy has dominated the 
quality teld. 


These and other technical advances, and the 








honorary award of the Irwin D. Wolf Package 





Competition for “The most effective visible 
display developed and placed on the market”’ 


j 


in the United States during the previous vear. 





No company can progress so steadily over a 
fifty vear period by technicalimprovement alone. 
As responsible for our growth has been the loy- 
alty of people. Six emplovees still with us have 
worked a total of 260 vears for the F. S. Webster 
Company — or an average of over 43 vears each. 

Our dealers, too, have been loyal. Five of 
them have carried Webster products consistently 
for a total of 210 years — or an average of more 
than 40 vears each. 

On this anniversary, we want once more to 
extend to you dealers our heartiest thanks for 


this lovalty which has helped us grow. And you 





} Since the first, the F. S. We r Company ha 1) 
! 

| { 1 / } / ( nd material f 
| ” } )} f } y 


Star Brand Typewriter Ribbons came through 


with tlying colors. 





Again in 1933, our research laboratory pro 





the first to manufacture non-ty pe- 


no ee oe 


duced an idea which was to revolutionize typing filling typewriter ribbons. A quality product is reflected 
Micrometric Carbon Paper. Typical of the in smart packagin 

record of F. S. Webster, manufacturing econo 

mies permitted us to sell this sensationally im can rest assured of one thing: A company which 

proved carbon paper at no increase in price. has been in business as long as we have is likely 

Thus the value of this invention was passed on to be a stable, reliable one with which to deal. 

to our dealers, to help them increase profits. Beyond that, our past record points the way to 


In 1934, the F. S. Webster Company won the even greater progress in the years ahead. 
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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in 
dustry of office equipment 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap 
ing its policy, which has in 
view at all times the best in- 
terests of the fleld it serves 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its tield to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
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Acco Products, Inc. 74 
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Supply Co. 


N 
Nat’l Blank Book Co. 
Nat’l Brief Case Mfg. Co. 


Nat’l Manifold Products Co. 
Nat’l Vulcanized Fibre Co. 
Neva-Clog Products, Ine. 
Neverknot Co., The 
New Indiana Chair Co. 
0 

Oakville Company Div. 
Old Town Ribbon & Carbon 

Co. 


Oxford Filing Supply Co. 
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of its various 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 


this bureau calls upon 


S. A. lines, and in many 


turers, 





143 
166 
147 


147 


139 


They do, however, offer their services in resolving any disagreements which result from relations established 
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Postindex Co. 87 
Pronto File Corp. 138 
Pruitt Co., The : 177 
Q 
Quality Park Envelope Co. 92 
R 
Raphael Shops, Ince................. 164 
Reliable Tw. & A. M. Corp. 175 
Rite-Rite Mfg. Co.....................-...163 
Rivet-O Mfg. Co. : 175 
Roberts, Weldon, Rubber Co...160 
Rockwell-Barnes Co. 133 
Ross-Gould Co. 106 
Royal Metal Mfg. Co. 110 
Royal Typewriter Co..... 178 
s 
St. Johns Table Co.....................123 
Sanymetal Prodicts Co., Inc.....155 
Scat, Dr., Chemical Co...............163 
Shaw-Walker Co. ......... . 67 
Sheaffer, W. A., Pen Co. 130 
Shelbyville Desk Co........ 124 
Sheppard, C. E., Co.. : 100 
Sherman-Manson Mfg. Co.. 68 


Shipman-Ward Mfg. Co... 131 


erat. Cig Tai incsensneesennacs 169 
Smith, L. C.,_ & Corona 
Typewriters Inc. . 61 
Speed Key Mfg. Co.. 167 
Speed-O-Print Corp. .... 109 
Spencerian Pen Co........ 127 
Stationers Loose Leaf Co...........144 


Stationers Manufacturing Co...174 


Storms, H. M., Co....... ‘ 158 
Sturgis Posture Chair Co.........115 
Sundstrand seveseeeeeeeee back Cover 
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For the benefit of the subscribers the lines advertised are here classified. 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Guide System & Supply ¢ Is 
Oxford Filing Supply Co 129 
Pronto File Corp 138 
Weis Mfg. Ce 77. 78. 79. 80 
File Boxes, Metal 

Art Metal Constr ion ¢ & 
Art Steel ¢ 14 
Corry-Jamest Mfg. Cory 95 
Peerless Steel Equipment Co ( 
Pronto File Cory s 
Rockwell-Barnes Co l 

( 102 


Victor Safe & Equipt 
Filing Cab. Ball & Roller Bearings 

Kilian Mfg. Cory 120 
Filing Cabinets, Insulated 

Shaw-Walker ¢ 


Victor Safe & Equiy ‘ 02 
Filing Cabinets, Metal 
All-Steel-Equip. (Ce 
Anderson-Hick ( 
Art Metal Cor it ‘ XN 
\ St ( 1" 
Autr I & Index ¢ 
tentson Mfg. ¢ 
trow Mor ‘ 7 
( ia St Equ ( 
( r lame 4 Mire ( 
( al Fi » ‘ 
G Wernicke ¢ 
I ible Metal Fur ( i 
M al Office Furr ( 
re s Steel Eq ( 
I File Cory g 
Ss s-Walk ar 
Victor Safe & Equipt. ¢ 
Yawman and Erbe Mf ( 
Filing Cabinets, Wood 
Globe-Werr ke ¢ 
Imperial Methods ¢ 
Wagenmaker ( 108 
W s Mfg. ¢ 77. 78, 79. 80 
Yawman and Erbe Mf ‘ 107 
Filing Supplies 
\ Pro i. 2 
\ Met Cor r n ¢ x 
I - ( I & | 
l Morse ¢ 
I ll, A h, ¢ 
‘ la tow M { 
( } wfing ¢ 


THE CLASSIFICATIONS 


Continued on page 





THE CLASSIFICATIONS 


Continued from page 


Wernicke Co 
System «& 
Imperial Methods (¢ 
Metal Office Furni 
Oxford Filing Supply (+ 
Pronto File Corp 

Park Envelope ¢ 


tarnes Co 


Guide Supply ¢ 





Quality 
Rockwell 


Shaw-Walker Co 
Veit Co., The 

Victor Safe & Equipt. ¢ 

Warshaw Mfg. Co. 

Weis Mfg. Co .; 376. %9 
Yawman and Erbe Mfg. Co ] 
Finger Pads 

Parrot Speed Fastener ¢ p 


Filing Supy 


Folders (See 


Forms, Special Prtd 
Stationers Mfg. ¢ 


Fountain Pens 
Esterbrook Steel Pen ¢ 
Sheaffer, W \ Pen Cc 
Spencerian Pen (¢ 
Gummed Cloth Rings 
Graff, Geo. B Co 


Warshaw Mfg. Co 


Index Card Signals 
Cook, H. C., Co., Inc 





Graff, Geo. B., © 
Victor Safe & Equipt. ¢ 
Index Tabs 

Barkley, C. L., & Ce 
Cel-U-Dex Corp 
Globe-Wernicke Co 

Guide System & Supply ¢ l 
Markilo Co 

Parrot Speed Fastener ¢ 
Shaw-Walker Co 

Veit Co., The 

Victor Safe & Equipt. Co 
Inks, Adhesives, Ete 
Harriman-Welts Prod. ¢ 
Ink Specialties Co 
Rivet-O-Mfg. (« 


Sheaffer, W. A., Pen ¢ 
Inkstands 


Cushman & Denison Mf ‘ 


Intercommunicating Systems 
Webster Electric Co 

Knives, Office 
\utopoint Co 

Leads for Mechanical 
Autopoint Co 
Faber, A. W Ir l 
Rite-Rite Mfg. Ce 
Sheaffer, W \ Pen ¢ 


Pencils 


Charles, & C¢ 





M Frank, & Co 
National Brief Case Mf ‘ 
Varat, Murray C¢ 
Leather Upholstered Furniture 
Bri Chair Co 
Jasper Chair Co 
New I na Chair ¢ 
Raphael Shops, Ir 
Letter Trays (See Desk Tra 
Letterheads 
Goes Lithographing ¢ 
Stationers Mfg. ¢ 
W ns, John B., ¢ 


Library Equipment 
All-Steel-Equip. ¢ 
Art Metal Construction (C¢ 


Art Steel Co 





Corr Jamestown Mf i 

General Fireproofing ¢ 

Globe-Wernicke C¢ 

Peerless Steel Equipment ¢ 

Shaw-Walker Co 

Yawman and Erbe Mfg. ¢ 
Lockers and Storage Cabinets 

All-Steel-Equiy ( 

Anderson-Hicke ‘ 

Art Metal Constr n ¢ 

\ Stee ‘ 

Br Mi ( 

( y-J WW Mi ( 

DD It Steel Lock ( 

General Firepro« ‘ 

Glot Wernick ‘ 

I ble Metal I ( 

Metal Office Furniture ¢ 

Shaw-Walker ¢ 

Yawman and Erbe Mfg. ¢ 
Loose Leaf Books & Systems 

ams, Henry T., Mfg. ¢ 

(srar Rapids L. L. B ler ¢ 

Nat'l Blank Book ¢ 

Sheppard, The ¢ } ( 


Loose Leaf ¢ 
Trussell Mfg. 
Loose Leaf Envelopes, 

Markilo (¢ 
Loose Leaf Metals and Devices 
Henry T.. Mfg. ¢ 
Grand Rapids L. L. Binder ¢ 
Loose Leaf Metals ¢ 
Loose Leaf ¢ 


stationer 


Celluloid 














Mail Bags 
Canvas Products Corp 174 
Mail Distributors 
Bristow, Stanley R lf 
Globe-Wernicke Co 125 
Victor Safe & Equipt. Co 102 
Map Tacks 
Graff, George B., ¢ 128 
Moore Push-Pin Co lt 
Matched Office Suites 
Art Metal Construction Co. SS 
General Fireproofing Co t 
Globe-Wernicke Co 125 
Le id Co., The 1 HE 
Ro Metal Mfg. ¢ 110 
Troy Sunshade Co 
Memorandum Books 
National Blank Book (< 121 
Rockwell-Barnes (¢ l 
Tru Mfg. Co Lif 
Memorandum Devices 
Autopoint Co 81 
Bates Mfg. Co 101 
Bristow, Stanley R 16 
Mending Tape 
Warshaw Mfg. ¢ 
Moisteners 
Rivet-O-Mfg. Co 17 
Numbering Machines 
Amer. Numbering Macl a 164 
Bates Mfg. Co 101 
Office Partition and Railings 
Globe-Wernicke ¢ 125 
Pads, Figuring 
Nat Blank Book Co 121 
Rockw Barnes Co 133 
Paper 
Rockwe Barr Co. 
Paper Clamps 
Acco Products, Inc 74 
Pencil Sharpener Co 12¢ 
an & Denison Mfg. Co 7 
I brook Steel Pen Mfg. Co 175 
Hunt, ¢ Howard, Pen Co 132 
Oakville Co. Di 157 
Paper Clips 
Acco Products, Inc 74 
Cook, H. ¢ Co 168 
Cushman & Denison Mf Co 17 
Fulton Specialty ¢ 136 
Graff, George B., Cc 128 
Oakville Ce Div i 
Va Manufacturing Co a4 
Paper Fastening Machine 
\ Fastener Corp 162 
Au if Pene Sharper ( 12 
B Mf ‘ 0 
Fastene ( Dp 
Hotchkiss Sales (« 6g 
Markwell Mfg. (« 136 
Neva-Clog Products, Inc ‘ 
Parrot Speed I ner Corp ' 
\ ‘ Safe & Equipt. ¢ 02 
Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 
\ ! Pencil Sharpener ¢ 1 24 
Graff, George B., C« 128 
Hu ( Howard, Pen 132 
Pencils, Wood Cased 
Faber 4. W Ir 7 
Pencils, Mechanical 
\ l ! ( &1 
Ester k Steel Pen ¢ 7 
Rit Rit Mfg. ¢ ) 
Sheaffer, W. A.. Per Co 130 
Pen & Pencil Clips 
Oak le Co. Di 157 
Pens 
Esterbrook Steel Pen (« 7 
Hunt, ¢ Howard, Pen ¢ l 
Spencerian Pen C« 12 
Picture Hooks 
Moore Pus Pin €¢ 
Pins and Pin Containers 
Oral or D 7 
\ M facturing Co ) 
Platens, Typewriter 
\ r. Writing Machine (Ce 7 
Ame Supply Co 
Shipman-Ward Mfg. Co 
Postal Seales 
Hanson Scale (¢ 
Pp e Mfg. Co } 
Shipman-Ward Mfg. ¢ 
rr r S§ e & Mf ( s 
Price Card Holders 
hak ( 1) 
Punches 
\ Pr rf 
B Mf ( 
G We k ( 2 
M I ‘ 
N i I k ( 
Push Pins 
Moore P Pin ¢ 
Oak ( I) 7 
Ribbons and Carbons 
\ & 
\ \\ ' Machine ¢ 
I R & ( 4 
Mfe, Cory 144 











Columbia R. & C. Mfg. ¢ 117 
Crown Ribbon & Carbon Co 167 
Imperial Mfg. Co 88 
Little, A. P., Ir 14 
Ma l I 82 
Mi 165 
Na 139 
Old far Rr 
Pa Co 9 
Philliy ” 
Royal Typewriter Co., In 178 
Shipman-Ward Mfg. Co 131 
Smith, L. ¢ Corona Tws 61 
Spencerian Pen Co 127 
Storms, H. M Co 158 
Tybon Corp 177 
Underwood Elliott Fisher 
Co tack Cover 
I S. Typewriter Rit Mfg. Co 168 
Webster. F. S Co 3, 3 
Rubber Bands 
Faber, A. W Ir 17 
Roberts, Weldor Rubber Co 180 
Shipman-Ward Mfg. C« 131 
Rubber Stamps 
Bankers & Merchants St. Wk 159 
Meyer & Wenthe 132 
Rubber Type Outfits 
Fulton Specialty Co 136 
Safes 
Art Metal Construction ¢ Q5 
General Fireproofing Co 63 
Globe-Wernicke Co 125 
Meilink Steel Safe ¢ 104 
Shaw-Walker C<« 67 
Victor Safe & Equipt. Cc 102 
Yawman and } Mf ( 107 
Salesbooks 
Stationers Mfg. ¢ 174 
Scrapbooks 
Globe-Wernicke ¢ 125 
Weis Mf car 77. 73 73. = 
Secretary Desks 
rt Metal { t truct t t¢ gy 
General Fireproofing ¢ 63 
Globe-Wernicke ¢ 125 
Peerless Steel Equipment ( ! 
Shelving 
All-Steel-Equip. 70 
(or tr t { s 
( 146 
p a. 
Mf ( I ’ 
, ! ( ‘ 
rnick Co 12 
Smoking Stands, Office 
Royal Metal Mf ( 110 
Stamp Pads 
Sates Mf Co 101 
Fulton Spe ty ¢ 136 
Meyer & W 132 
Phillips Process ¢ 90 
Rivet-O-Mfs ( 17 
Rockwell-Barnes ( 1 
Victor Safe & Equipt. Co 102 
Stands for Office Machines 
All-Steel-Equip (Ce 70. 118 
Ames Suppl ( 66 
Anderson-Hickey ( 166 
\ Steel ¢ 14¢ 
Cor Tame vn Mf Co. 9 
Gay Mf ("¢ The 140 
General Fire f ( 63 
Globe-Wernicke ¢ 27 
Harter Cor 14? 
Peer Ste I Co ) 
Pre ( I 7 
Sher M n Mf ( G8 
Ss} Wa M ( 
I lo Me I ( 17 
Tubular S$ M ( 7 
Staple Extractors 
Ace Fastener Cor 162 
Markwell Mf ( 13¢ 


Staples and Stapling Machines 
Ace Fastener rT 





Bat Mi ( 11 
Cc} i r I Ps ) 151 
Fastener ¢ 

Hotchk Ss ( 69 
Markwell Mf ( l 
Neva-( Prod I 7 
Oak e Co TI 157 
Parrot Speed } ner Cort 9 
Va Manufacturir ( 94 


Stenographers’ Note Books 
National Blank Book ¢ 





Rock Barnes ¢ 1 
Ty , Vi ( 11f 
Storage and Transfer Cases 
All-Steel-Equip ¢ 0 
Art Metal ¢ : n ( « 
Art Ste ( 14 
rs Box (¢ 7, 98 
( I & ( 1h 
n M ( f 
M ( 7 
Ss Eq ‘ } 
{ i VI ‘ T ; 
(; eral I ‘ 
Globe-We ke ( 
i. = & 8 ( 8 





Imperial Methods Co 156 
Invincible Metal Furn. Co 154 
Metal Office Furniture Co. 134 
Oxford Filing Supply Co 129 
Peerless Steel Equip. Co 165 
Pronto File Corp 138 
Rockwell-Barnes Co 133 
Shaw-Walker Co. 67 
Wagemaker Co 108 
Weis Mfg. Co 77, 78, 79, 80 
Yawman and Erbe Mfg. Co 107 
Swinging Typewriter Stands 
Amer. Writing Machine Co 76 
Globe-Wernicke Co 125 
Weis Mfg. Co 77, 78. 79, 80 
Tables 
Art Metal Construction Co. 85 
Art Steel Co 146 
Browne-Morse Co. 177 
Corry-Jamestown Mfg. Co 95 
General Fireproofing Co 63 
Globe-Wernicke Co. 125 
Mutschler Bros. Co 161 
Peerless Steel Equipment Co 165 
Shaw-Walker Co. 67 
St. Johns Table Co 123 
Victor Safe & Equipt. Ce 102 
Telephone Accessories 
Bates Mfg. Co 101 
Neverknot Co., The 17¢ 
Victor Safe & Equipt. Co 102 
Telephone Stands 
Art Metal Construction Co 85 
Art Steel Co 146 
General Fireproofing Co 63 
Globe-Wernicke Co 125 
Peerless Steel Equipment Co 165 
Shaw-Walker Co 67 
Yawman and Erbe Mfg. Co 10 
Thumb Tacks 
Graff, George B., Co 128 
Moore Push-Pin Co 143 
Oakville Co. Div 157 
Vail Manufacturing Co 94 
Ticket Holders 
Oakville Co. Div 157 
Type, Typewriter 
Amer. Writing Machine Co 76 
Ames Supply Co 6 
Shipman-Ward Mfg. Co 131 
Typewriter Cleaning Material 
Amer. Writing Machine Co 76 
Ames Supply Co 6f 
Clarotype Co 135 
Mittag & Volger, Ine 16 
Rivet-O-Mfg. Co 175 
Seat, Dr., Chemica! Co 163 
Shipman-Ward Mfg. Co 131 
Webster, F. S. Co 2, 3 
Typewriter Cushion Keys 
Amer. Writing Machine Co 76 
Ames Supply Co bE 
Munson Supply Coa 52 
Peerless Key-Imperial Mfg. Co 8S 
Shipman-Ward Mfg. Co 131 
Speed Key Mfg. Co 167 
Typewriter Cushion Knobs and Bases 
Amer. Writing Machine Co Te 
Ames Supply Co 6 
Bickett, L. M., Co 128 
Peerless Key-Imperial Mfg. Co RN 
Shipman-Ward Mfg. Co 131 
Typewriter Parts and Tools 
Amer. Writing Machine Co 76 
Ames Supply Co 66 
Shipman-Ward Mfg. Co. 131 
Typewriters, Mfrs. of 
Corona Typewriter 61 
Royal Typewriter Co 178 
Smith, L. C., & Corona Tws 61 
Underwood Elliott Fisher 
Co Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Machine Co 76 
Internat'l Office Appliances 172 
Morse Typewriter Co 172 
Pruiit Co., The 177 
Reliable Tw. & A. M. Corp 175 
Shipman-Ward Mfg. Co 131 
Visible Systems Equipment 
Acme Card System Co 149 
Art Metal Construction Co &5 
Automatic File & Index Co 141 
Globe-Wernicke Co 125 
National Blank Book Co. 121 
Postindex Co 87 
Ross-Gould Co. 106 
Shaw-Walker Co 67 
Sheppard, C. E., Co 100 
Vietor Safe & Equipt. Co 102 
Yawman and Erbe Mfg. Co 107 
Wardrobe Racks 
Vogel-Peterson Co. 13 
Waste Baskets 
American Can Co 72 
Art Steel Co 146 
Corry-Jamestown Mfg. Corp 95 
General Fireproofing Co 63 
Globe-Wernicke Co. 125 
Metal Office Furniture Co 134 
National Vulcanized Fibre Co 127 
Peerless Steel Equipment Co 165 
Walker Co 57 


shaw 








WANTS AND tOR SALE 


eight cents a word, minimum charge, $1.60. 


The rate for classified advertisements is 


SITUATIONS WANTED 
FACTORY SALES CONNECTION in Southwest territory by successful 
salesman having had several years experience in industry. At present 
employed by large manufacturer of complete line of steel office equip- 
ment, filing supplies and stationers’ goods Best of references furnished 
Address A-152, care Office Appliances, Chicago. 
THOROUGHLY COMPETENT typewriter service man 
record and references is open for new connection, preferably in 
Will be interested to hear from dealer, branch office of manufacturer 
or large user maintaining its own service department. Address A-151, 
care Office Appliances, Chicago. 
COMBINATION SALES and service man experienced on typewrite! 
and adding machines is open for new connection. Interested in any 
location east of the Mississippi whether north or south. Good references 
Address A-149, care Office Appliances, Chicago. 
SITUATION WANTED 


with excellent 


Chicago 


Salesman with over 20 years’ experience in 
21 states with typewriters, adding machines, filing systems, all office 
equipment including bank forms. Intelligent, hard worker teferences. 
Address A-153, care Office Appliances, Chicago 

MECHANIC—An all around man, 15 years’ experience on all makes 
selling, servicing. Capable of managing, opening shop Age 36. Em- 
ployed but desires change for better future. Address A-155, care 
Office Appliances, Chicago. 

TYPEWRITER MECHANIC thoroughly experienced desires permanent 
with reliable firm in the East. Address A-156, care Office 
Chicago 


position 
Appliances, 


SALESMEN WANTED 


IF YOU SELL QUALITY—here’s the most profiitable sideline in the 
field. Ames filing and mailing supplies direct to banks, lawyers 
accountants, offices, etc. Liberal commission, exclusive territory Our 
representatives chosen carefully—send full particulars about yourself 
Ames Safety Envelope Co., Boston, Maas. 


NEW—RIGHT NOW—NEW! 
New, drastic Federal and State Tax Laws create immense forced 
demand for Tax Record every merchant must have to protect himself 
against fines and penalties. Our 21st big successful year. Thousands 
established repeat-users of our Liberty Tax Record everywhere pot 


cash repeaters now Millions new prospects Leads furnished Up 
$4.10 profit per sale. Repeat commissions without 
territories going fast Big season now. Commonwealth 


508 South Dearborn St., Chicago, Ill. 


callbacks Choice 
Publishing Co., 


REPUTABLE EASTERN CORPORATION specializing in Loose Leaf 
Equipment including a full line of Visible Record Books has opening for 
experienced Office Appliance men, selling direct to the consumer. Either 
full or part time Liberal commissions. Address N-158, care 
Office Appliances, Chicago. 


basis 


EXECUTIVE 
OFFICE FURNITURE SALESMAN 


ONE OF LARGEST office furniture manufacturers desires service f 
exceptionally successful salesman. Enthusiasm, loyalty, and ability 
produce will be amply repaid. Full details in first letter if you are t« 
be considered. Fully confidential. Write N-167, care Office Appliances 
Chicago. 
SELL “KOIL-O-MATIK” to dealers. Only RUBBER COVERED in- 
vention that coils telephone and electric cords out of the way Pre- 
vents Kinks and Snarls. Can't scratch. Abolishes dangers of shocks 
and shorts Dandy side line with liberal] commissions Mention terr 
tory covered and lines handled. Neverknot Co., Dept. I-K, 4525 Ravens- 
wood Ave., Chicago, Ill 
WANTED: Salesman for New L. C. Smith's and Rebuilt Machines 
Salary and Commission. Must have car. Box N-162, care Office Appli- 
ances, Chicago 
SALESMAN WANTED to sell high quality line Artist Gum Eraser 
Vortexol 


to jobbing and retail trade, priced right, commission basis 
Company, Saugus, Mass 

Salesman and Mechanic Give References 
Salary and Commissions. Box N-163, care 


WANTED: Combination 
and qualifications in letter. 
Office Appliances, Chicago 
INDUSTRIAL ENGINEER WANTED 

INDUSTRIAL ENGINEER WANTED, familiar with processing paper 
celluloid and printing. Must have sufficient initiative to act on his own, 
yet diplomatic enough to get what he wants. Knowledge of basic rats 
are essential Give full details of experience, training, salary and 
reference. Address N-168, care Office Appliances, Chicago 


MECHANICS WANTED 
MECHANICS WANTED—typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 425 North LaSalle Street, Chicago 


WANTED a good Royal Mechanic 
and adding machines. Good personality 
City fifty thousand Address N-161, care Office Appliances 


experience other makes typewriters 
Replies strictly conf 


Chicas 


dentia 


REPRESENTATIVES WANTED 


MANUFACTURER high grade office appliance nationally used seeks 
sales agents selling similar noncompetitive specialty to users in large 
cities Valuable exclusive franchise Opportunity add teady 

stantial earnings to present income. References Address N-160, care 


Chicago 


Office Appliances, 


manufacturer of popularly priced 
Envelopes, ete., selling successfully 
from coast to coast Has a few choice territories open for men with 
good following. Commission Address N-157, Appli- 


Chicag 


reputable 
Zipper Cases, 


OLD ESTABLISHED, 
Zipper Ring Binders, 
basis care Office 
ances, 
GOOD PROPOSITION to duplicator supply and office supply salesmen 
If you have the contacts, we have the right price for you. State expe- 
handled as a sideline, also Special 


proposition can be 
Pengad Manufacturing Corp., 


rience Our 


prices to office supply dealers Jayonne, 


N. J. 
MEN NOW SELLING TO OFFICES ean sell our office specialty 
successfully. A thoroughly tested and simplified selling plan makes out 


ery attractive and profitable. Write for complete details. 


Address N-171. care Office Appliances, Chicago 

LUCRATIVE SIDE LINE for Agents selling specialties to users 
Valuable territories Manufacturer of high-grade office appliance, 
nationally used by leading firms. State present connections and terri- 
tories covered. Box N-169, Office Appliances, 100 E. 42nd St., New York. 


proposition 


open 


REPRESENTATIVES AVAILABLE 


ering Iowa, Nebraska, North and South Dakota, and 


SALESMAN co 


a few Mississippi River cities in Illinois, seeks an additional line to 
sell to commercial statione and office supply dealers. Representing 
stee] file manufacturer Interested in desk and chair pads, pins, clips, 
filing supplies or other non-competing line for office use Excellent 


before starting out on 


Would like to arrange for new line 
Chicago 


Address A-154, care Office Appliances, 
REPRESENTATIVE who ha 
record in Pacific Coast territory over a period of 
idditional line. Covers 
Favorably 
doing 


references. 
trip through territory 
MANUFACTURERS’ excellent 
fifteen 
Oregon, 


made 
more than 

California, 
known to commercial 
with f 


years is open for one 
Washington and Arizona thoroughly 


throughout the section and business most of 


stationers 


them. Equipped to give first-class representation to some manufacturer 
seeking better coverage of the western market Addres A-150, care 
Office Appliances, Chicago 

NEW ENGLAND MANUFACTURERS’ REPRESENTATIVE with 


excellent background in office furniture now elling wood desks desires 
to add steel furniture, chairs or some other product—possibly a supply 
line—to dealers. Besides New England, also covers parts of New York 
State and Pennsylvania. Top references Well acquainted with trade 
through long particulars to A-148, care Office 
Appliances, Chicago 
MANUFACTURERS 
manager of nationally 
establish manufacturers’ 
without investment for retail, whole- 
references Address 


association Send 


CHICAGO AGENCY 
known firm will give up 


Experienced sales 
agency for 


present position in near 
established lines or items with or 
sale or industrial accounts Bank and 
4-147, care Office Appliances, Chicago 


future to 


business 


BUSINESS 


business in a thriving 
occupy his time 


FOR SALE—RETAIL 
FOR SALE—Offic 
New York State city 
Address N-166, care Office 

FOR SALE, Office Supply and Equipment business, established 25 years 
and located in the selling Typewriters, Adding Machines, 
and other lines. For particulars write N-170, care of Office Appliances, 


Chicago. 


stationery 
interests to 


equipment and 
Owner has other 
Appliances, Chicag« 


Southwest 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that 


pull sales. You need them more than ever now Send me your data 

letters, or unsuccessful letters r reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave Santa Fe, 
New Mexico 


f 
f« 


Tor new 


ADDING MACHINE PARTS, TYPE, ETC. 
NEW PRICE LIST of adding machine parts, ribbons and type now 
ready Send for yours The Pioneer Adding Machine Parts Man 


I. A. Dehn, Jr 1643 10lst Avenue, Oakland, Calif 


DICTATING MACHINE PARTS 


IF YOU BUY, SELL OR SERVICE dictating machines, write for late 
model replacement parts list Central Dictating Service, 2632 N 
Western Ave., Chicago, III 

FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens Vaku- 


Mail all makes to 
We feature Gold 


State St., 


Repaired at standard prices. 
better service (Established 1904.) 
Welty Pen and Repair Co., 38 S 


Um” Pens, Pencils, etc. 
ONE place for 
Pen Points and Repairing 
Chicago 


RENT 


DESIRABLE CHICAGO OFFICE space for rent. Particularly desirabl 
( Middle 


OFFICE SPACE FOR 








as headquarters for salesman calling upon stationery trade in the 
West. Located close to the loop, general ffice room, private office, 
secretarial service Entire space is leased by stationery manufacturer 


to share with some one 
address N-165, care 


needed and prefer 
particulars 


who has more space thar 
calling upon the same trade For 
Office Appliances, Chicag: 
PATENTS FOR SALE OR LICENSE 
THE STOLL MFG. CO. of 
turers of posture chairs, etc. w 
Will sell outright or license See display 
American Trading Co 1 Fulton St 


Switzerland and Great Britain, manufac- 
sh to introduce their products in U. S. A 
advt. page 176 or write Swiss 
Maca 


Brooklyn 


WANTS AND FOR SALE—Continued on page 9. 





JANUARY, 1939 


WANTS AND FOR SALE—Continued from page 8. 
COLLECTION FORMS 
20 Forceful 


All for One 
Company, 


COLLECT YOUR OWN ACCOUNTS—Save 35 to 50%. 
ial Collection Forms and envelopes Service 20 accounts. 
Dollar. Money Refunded if not State Collection 
Youngstown, Ohio. 


Spec 





satisfied. 


FOR SALE AND WANTED TO BUY 


Moon Hopkins—Adding 
Chicago Office Ap- 


ELLIOTT-FISHER MACHINES—Burroughs 
Machines—Calculating Machines—bought and sold. 
pliance Co., 533 S. Dearborn, Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 


Remington Account- 
State model, 
International 


BURROUGHS, MOON HOPKINS, 
ing Machines, and everytning in the 
erial number and we will quote 
Office Appliances, Inc., 326 Broadway, New 


Elliott-Fisher, 
office machinery line. 
highest cash prices. 
York City. 


DICTAPHONES, EDIPHONES—all 
deliveries, profit-making prices. Sole 
cylinders being granted to dealers 
1141 Broadway, New York City 


select machines, prompt 
rights to our Cleartone 
Dictating Machine Co., 


models, 
distributor 
American 





9 


ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wis 

BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, 
Kardex. All types office machines bought and sold. Fort Pitt Type- 
writer Co., 644 Liberty Avenue, Pittsburgh, Pa. 

DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought, sold—-Wholesale, Retail—-Write us. Chicago Dictating Machine 
Co., 28 S. Wells St., Chicago. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money 
Making Circular. Pruitt, 527 Pruitt Bldg., Chicago. 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 395 Broadway, New 
York City. 

KARDEX, ACME, RAND, Post Index Visible Cabinets, Book Units and 
Panel Equipment Bought and Sold. Largest stock in the world. 
Universal Office Equipment Co., Inc., 561 Broadway, New York City. 
MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 North 4th Street, Milwaukee, Wis. 





Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,138,151. Typewriting and Like Machine. George 
G. Going, Utica, N. Y., assignor to Remington Rand, 
Inc., Buffalo, N. Y., a corporation of Delaware. Ap- 
plication December 20, 1934, Serial No. 758,358. 
Granted November 29, (938. 

2,138,233. Mechanical Pencil. Paul S. Hauton, At- 
lanta, Ga. Application September 15, 1936, Serial No. 
100,808. Granted November 29, 1938. 

2,138,337. Accounting Machine. James W. Bryce, 
Bloomfield, N. J., and George F. Daly, Johnson City, 
N. Y., assignors, by mesne assignment, to Inter- 
national Business Machines Corporation, New York, 
N. Y., a corporation of New York. Application Jan- 
vary 24, 1930, Serial No. 423,000. Granted November 
29, 1938. 
2,138,433. Caster. Kari Henrik Sunden, Lindes- 
berg, Sweden. Application February 20, 1937, Serial 
No. 126,894. In Sweden February 22, 1936. Granted 
November 29, 1938. 

2,138,482. Accounting Machine. John T. Davidson, 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. 
Application August 2 1937, Serial No. 156,865. 
Granted November 29, 1938. 

2,138,650. Fountain Pen. John WN. Whitehouse, 
Camden, N. J. Application January 6, 1938, Serial 
No. 183,565. Granted November 29, 1938. 

2,138,682. Sheet Margin Stop for Duplicators 
Frederick W. Storck, Arlington, Mass., assignor to 
Standard Mailing Machine Company, Everett, Mass., 
a corporation of Massachusetts. Application Septem- 
ber 16, 1937, Serial No. 164,194. Granted November 
29, 1938. 

2,138,848. Upright Loose-Leaf Catalogue or File. 
Hurley D. Ralston, Oak Park, and Otto Felix, Chi- 
cago, IIl., assignors to Sears, Roebuck and Co., Chi- 
cago, Ill., a corporation of New York. Application 
September 22, 1937, Serial No. 165,004. Granted 
December 6, 1938. 

2,139,045. Fountain Pen. Milford Guy Sypher, 
Belleville, N. J., assignor to The Chilton Pen Com- 
pany, Inc., Long Island City, N. Y., a corporation of 
New York. Application December 22, 1937, Serial No. 
181,080. Granted December 6, 1938. 

2,139,084. Fountain Pen. Gabriel Larsen, Spring- 
field, N. J., assignor to L. E. Waterman Company, 
New York, N. Y., a corporation of New York. Appli- 
cation April 5, 1935, Serial No. 14,779. Granted 
December 6, 1938. 

2,139,092. Ink Composition. Samuel A. Neidich, 
Burlington, N. J., assignor. by mesne assignments, to 
Underwood Elliott Fisher Company, New York, N > 
a corporation of Delaware. No Drawing. Application 
November 23, 1935, Serial No. 51,202. Granted De- 
cember 6, 1938. 

2,139,095. Typewriting Machine. Jacob Fritz Pteif- 
fer, Zurich, Switzerland, assianor to Wanderer-Werke 
vorm. Winklthofer & Jaenicke Akt.-Ges., Schonau, 
near Chemnitz, Germany. Application November 16, 
1934, Serial No. 753,381. In Germany November 18, 
1933. Granted December 6, 1938. 

2,139,131. Calculating Machine. Robert L. Muller, 
Detroit, Mich., assignor to Burroughs Adding Ma- 
chine Company, Detroit, Mich., a corporation of Mich- 
igan. Application June |, 1937, Serial No. 145,718. 
Renewed May 28, 1938. Granted December 6, 1938. 

2,139,159. Loose Leaf Binder. Charles B. Ham- 
men, East Orange, N. J., assignor to National Blank 
Book Company, Holyoke, Mass., a corporation § of 
Massachusetts. Application August !, 1936, Serial No 
93,750. Granted December 6, 1938. 

2,139,177. Combination Drawing Board and Draw- 
ing Tool. Frank Stanley Schade, Holyoke, Mass., as- 
signer to National Blank Book Company, Holyoke. 
Mass., a corporation of Massachusetts. Application 
October 18, 1937, Serial No. 169,570 Granted De- 
cember 6. 1938. 

2,139,205. Chair. Dwight Powell, Youngstown, Ohio, 
assignor to The General Fireproofing Company, 
Youngstown, Ohio, a corporation of Ohio. Application 
October 12, 1937, Serial No. 168,658. Granted De- 
cember 6, 1938. 

2,139,218. Fountain Pen Packing. Hitoshi Asai, 
Tokyo. Japan. Application December 21, 1935, Serial 
No. 55,515. Granted December 6, 1938. 

2,139,257. Centering Device for Typewriting Ma- 
chines. Elizabeth L. Burnett. Boston, Mass. Appli- 
cation November 25, 1936, Serial No. 112,729. Granted 
December 6, 1938. 

2,139,283. Filing Drawer or the Like. Walter F 
Reaenhardt, Cleveland, Ohio Application June 19, 
1935. Serial No. 27,283. Granted December 6, 1938. 

2,139,342. Staple Driving Machine Lester L. 
Wheeler, Norwalk, Conn., assignor to The E. H. Hotch- 
kiss Company, Norwalk, Conn.. a corporation of Con- 
necticut. Application July 31, 1937, Serial No. 156,710. 
Granted December 6. 1938. 

2,139,480. Loose Leaf Binder. John Wesley Young, 
Jamaica, N. Y. Application July 10, 1935, Serial No 
30,648. Granted December 6, 1938. 

2,139,552. Tynewriting Machine Alfred G F 
Kurowski, Brooklyn, N. Y., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application October 19, 1935. Serial 
No. 45,790. Granted December 6, 1938. 

2,139,566. Comhined Tynewriting and Computing 
Machine. Otto Thieme, West Hartford, Conn as- 
signor, by mesne assianments, to Underwood Elliott 
Fisher Company, New York, N. Y., a corooration of 
Delaware Continuation of application Serial No 
504,501. December 24, 1930 This application July 
12. 1933, Serial No. 680,036 Granted December 6 
1938 


2.139.700. Tyoewriter Action Harry W Slavin 
Los Angeles. Calif Application January 27, [934 
Serial No. 708,610. Granted December (3, 1938 

2,139,743. Caleulating Machine Jesse R. Ganoer, 
Dayton, Ohio, assignor to The National Cash Reaister 
Company, Dayton. Ohio. a corporation of Maryland 
Application July 26, 1937. Serial No. 155,595. Granted 
December 13, 1938 

2,140,057. Inkstand Hoy E. Rhinehalt. Pauldira, 
Ohio Application September 1{3. 1937, Serial No 
163,563. Granted December 13, 1938 

2,140,092. Portable Typewriter. Giuseppe Prezioso, 
Yverron, Switzerland, assignor to E. Paillerd & C 
S. A., Yverdon, Switzerland. Application July 20 
1935, Serial No. 32,464 In Germany July 30, 1934 
Granted December 13, 1938. 

2,140,136. Tabulating Machine. William W. Lasker 
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938. Surety Co., Hartford, Conn., a corporation o 
13, 140,330. Typewriter. Winifred M. Patton, Chi- necticut. Application May I!, 1937, Serial No. 141,903. 
cago, Ill. Application August 19, 1937, Serial No Granted December 20, 1938. ‘ ‘ » 
159,954. Granted December 13, 1938. 2,141,061. Combined Poeketknife and Pencil or Pen. 
2: 140.482. Art of Duplicating. August E. Schutte, Richard J. Dodson, Chicago, ill. Application Decem- 
Northboro, Mass., assignor to A. B. Dick Company, ber 6, 1937, Serial No. 178,325. Granted December 
h » Bhs corporation of Iilinois Application 20, 1938. } ¥ : 
} pete od 19, 1935, Serial No. 7,156. Granted Decem- 2,141,064. Manifolding Mechanism for _ Typewriters. 
ber 13, 1938. James W. Fader, Dorchester, Mass. Application April 
a corporation of Illinois. Application December 13, 5. 1937, Serial No. 134,930. Granted December 20, 
2,140,483. Stencil. August E. Schutte, Northboro, 1938. 
Mass., assignor to A. B. Dick Company, Chicago, IIl., _ DESIGN PATENTS sieit 
a corporation of Illino’s. Application December 13, 112,401. Design for a Fountain Pen or imilar 
1935, Serial No. 54,242. Granted December 13, 1938 Article. Anatol N. Andrews, Los Angeles, Calif. Ap- 
2.140.554. Fountain Pen Ink Guard and Cap. Sol- plication ae fs, Sam Serial No. 78,222. Granted 
i. M. Sager, Hubbard Woods, II! Application November . 1938. 
poy 28 1937" Serial No. 150,670. Granted December 112,456. Design for a Desk _Penholder. Herman 
20, 1938. Bohme, Oakland, Calif. Application March 19, 1938, 
2,140,588. Stapling Machine. Edward Krantz, Chi- Serial No. 75,978 Granted December 6, 1938. 
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The two buildings that will house the office equip- 

ment exhibits in the New York and San Francisco 

World's Fairs this year. At the top is the Business 

Systems and Insurance Building at New York. To the 

left in the lower picture is the Hall of Electricity 

where electrically operated office equipment will be 
on display at the San Francisco exposition. 
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HAPPY NEW YEAR! 


M4 Y the year 1939 be glorious in history for the happiness of mankind. 
May greed for gain, avidity for place, and lust for power give way 
to justice, mercy, and humility, and may good will bring peace within and 
between the nations. 

For a New Year’s thought we again present Mrs. Hageman’s inspiring 
lines: “I expect to pass through this world but once; any good thing there- 
fore that I can do, or any kindness that I can show to any fellow being, let 
me do now, let me not neglect it nor defer it for I shall not pass this way 
again. 


ACKNOWLEDGMENT 


OUR good wishes, friends, at the Christmas and the New Year cheer 

us on our way. With gratefulness we view and contemplate the cards 
and letters from near and far—from Orient and Occident—bearers of your 
friendly sentiments. They stimulate our desire to be more useful to our 
fellowmen. To have your wishes for our happiness increases the joy of our 
day's work. And the good you have desired for us we do heartily hope may 
come to you in full measure. 


OFFICE SPECIALTIES SECTION 


FFICE APPLIANCES presents in the following pages its Fourteenth 

Annual Specialties Section. To some, the discussions will serve as 
stimulating comparisons with practices similar to their own, and perhaps 
offer a few suggestions for continued progress. To others, striving to 
enhance their position in the trade through extended activities, the articles 
will set forth genuine profit opportunities to which full consideration may 
well be given. 

The manufacturer, the dealer, and the salesman—whose interests are one 
—have generously contributed from their experiences and observations ideas 
that have built sales with specialty lines. 

Specialization has become the drivewheel of modern business progress. 
The idea which dates as far back as the origin of the ancient craftsmen— 
when the practice of preparing for the professions by specialized training 
was applied to the trades—is even more potent today: the man equipped 
with special knowledge and training is better qualified for his field of 
service and he forges ahead. 

Today, entire industries are devoted to specialization; and factories 
within industries to even more intensified specialization. The result: finer 
products, giving more satisfaction at lower cost, are selling in greater vol- 
umes. So it is in distribution and salesmanship: specialization expands the 
possibilities for service, bolsters selling skill, and ups the sales volume. In 
the words of a contributor to this section last year, “the man with the most 
knowledge and training will show the greatest earnings.” 

With specialties, and office furniture, dealers and their salesmen have 
extended the very boundary lines of the stationery and office equipment 
business, enhanced its prestige, and made it outstanding in the field of 
retail distribution. We commend to your attention the Specialties Section. 





Adding Machines 

Adding and Calcu- 
lating Machines, 
Used 

Adding Machine 
Rolls and Paper 


Adding Typewriters 
Addressing Ma- 


chines 
Autographic Regis- 
ters 
Bookkeeping Ma- 
chines 
Bundling Machines 
Calculating Devices 
Cash Registers 


Calculating Ma- 
chines 


Check Endorsers 


Check Protectors 
and Writers 


Check Sorters 
Coin Changers 
Copy Holders (Me- 


chanical) 
Dating Stamps 
Desk Lamps 
Dictating Machines 
Duplicating Ma- 
chines and Sup- 
plies 
Envelope Sealers 
Envelope Openers 
Eyeletting Devices 
Fans (Electric) 
Filing Systems 
Folding Machines 
Gum Tape Machines 
Indexing Systems 
Inserting Machines 


Intercommunicating 
Systems 
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Office Specialties 


CONTENTS 
Merchandising Methods for Office Specialty Lines 15 
Typewriters Require Segregation 16 
Open Display Aids Specialization in Loose Leaf 17 
"Better Selling'’ Movie Features Office Specialties 18 
Selective Mailings Clear the Way for Effective Personal Selling 20 
2\ 


Specialty Selling 
"Package" Air Conditioners Fit the Office Specialty Pattern 22 


Service Department Makes Office Machine Sales Possible 24 
Small Stationer Puts Specialties on Display 25 
Individual Line Experts Qualify as Specialty Salesmen 26 
Specialties Important Sources of Profit 27 
Ribbon and Carbon Volume Raised by Specialization 28 
It Pays to Emphasize Postal Scales 29 


Specialties Open Poors 
to More Profits 


is PECIALTIES and specialized selling have become factors of 
most interesting importance in the merchandising programs of 
enterprising dealers and their salesmen. Interesting because of 
their infinite sales possibilities. Important because of the gratify- 
ing profits they produce and the entré they afford to previously 
closed sales doors in other lines. Every day specialties are build- 
ing sales and profits for office equipment tradesmen. 

Specialties are long-profit items, usually not in competition 
with products sold on price only. They broaden the dealer’s 
scope of service, enabling him to become known as a complete 
office specialist. They provide the salesman with attention-get- 
ting and interest-arousing selling procedure. They help to build 
accounts through the confidence and satisfaction created by the 
specialty. 

The profit opportunities are vast, for the variety of lines is 
so extensive. There are products inherently specialized in func- 
tion and performance, requiring specialized sales technique. Then 
there are scores of common items that lend themselves to special 
selling treatment. 

Varied also are the sales programs in their methods of featur- 
ing specialties. Some dealers specialize on certain lines the year 
around. Others select items for specialization during .campaign 
periods. Some limit their intensified efforts to lines for which 
they have the exclusive franchise in their marketing areas. 
Others will concentrate on any suitable line offering profitable 
returns. Some dealers assign their specialty lines to special sales- 
men. While others encourage each salesman to specialize on a 
line of his own choice. For both the dealer and the salesman, 


specialties open doors to more profits! 





Letter Distributors 
Library Furniture 
Line Indicators 

Mailing Machines 


Numbering Ma- 
chines 


Paper Cutters 


Paper Fastening 
Machines 


Pencil Sharpeners 


Perforating Ma- 
chines 


Postal Scales 
Posture Chairs 
Punches 
Seals 
Sorting Devices 
Stamp Affixers 
Stapling Machines 
Storage Boxes 
String and Cord 
Cutters 
Telephone Acces- 
sories 


Time Stamps and 
Recorders 


Trimming Boards, 
Paper and Card 


Typewriter Cleaning 
Brushes 

Typewriter Cleaning 
Material 

Typewriter Cushion 
Keys 

Typewriter Cushion 
Knobs and Feet 

Typewriters, New 

Typewriters, Rebuilt 

Ventilators, Office 

Visible Record Sys- 
tems 

Water Coolers 





Merchandising Methods for Office 


‘hae stationer who hopes to real- 
ize the maximum advantages resi- 
dent in handling office specialties 
must give primary consideration 
to the various kinds of specialties 
available. One obvious group in- 
cludes those lines that are dis- 
tinctly apart from staple products 
in usage and require a specialized 
selling technique. In the Horder 
sales set-up, the following lines 
are placed in this category: 
Visible record systems, (both 
card and loose leaf type), visible 
indexing equipment, filing cab- 
inets and systems, furniture with 
office planning and interior dec- 
orating, office pictures, lamps and 
special accessories, safes, maps 
and maps systems, machine book- 
keeping equipment, catalogue cov- 
ers, blue print and plan files, 
display fixtures, duplicating ma- 
chines and devices, typewriters, 
adding and calculating machines, 
check writers, and bulletin boards. 


According to common practice, 
a second group of items includes 
such merchandise as might be 
termed staple, general line prod- 
ucts. Occasionally new products 
are developed for new require- 
ments, or established, staple prod- 
ucts are improved to serve old re- 
quirements more adequately. 
When that occurs, the lines might 
be given specialty treatment for 
a short time at least. New items 
are being added constantly in the 
specialty division—and as con- 
stantly they are being moved over 
to the general line. 


Specialty Items Frequently Trans- 
ferred to General Line 


On the premise that there would 
be no end to the process of choos- 
ing staple items to push as spe- 
cialties, we reverse the general 
practice and aim to transfer to the 
general line many items originally 
featured as specialties. For in- 
Stance, some item with a special 
characteristic that has been con- 
Sidered as unsuited for sale by 
general line men, may be taken 
on as a specialty and so handled 
until it proves itself as a good or 
poor seller. If the item takes, the 
general line men evince an inter- 


Specialty Lines 


Choosing the Items, Organiz- 

ing the Sales Plan and Putting 

the Plan Into Function Through 

Selling Campaigns Are Steps 

in the Specialties Merchandis- 
ing Scheme 


By C. H. CARLSON 


Chicago Sales Manager, Horder’s, 
Inc., Chicago, Illinois 
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est and are given the opportunity 
to sell it. Naturally, this method 
is not applied to the products 
listed in a preceding paragraph, 
as they are classified permanently 
as specialties. 

Items added on an experimental 
basis are purchased independently 
by the specialties department. The 
stock is controlled by the depart- 
ment and the initial sales work is 
naturally a specialties function. 
Should this experiment result in 
success and the item transferred 
to the general line, all records are 
turned over and the specialties 
department seeks new fields to 
conquer. 

The choice of lines to sell on 
a specialty basis is important, but 
without its concomitant, an or- 
ganized selling plan, profitable re- 
sults are difficult if not impossible 
to achieve. Of the several plans 
extant in the industry, the one in- 


volving exclusive concentration of 
special men on _ specialty lines 
seems to be the most logical. 


Salesmen Are Specialists 


For fifteen years we have oper- 
ated a Systems and Furniture Di- 
vision whose salesmen are special- 
ists, each in a particular line. 
They are referred to aS members 
of the Advisory Staff and their 
primary function is to counsel and 
advise customers and prospects 
concerning equipment and _ sys- 
tems best suited to the particular 
needs. None of these men make 
cold canvass calls. They have no 
assigned territories. Calls are 
made on appointment only. The 
result is no time loss, every man 
scheduling his day carefully to 
avoid spending precious minutes 
traveling in divergent territories. 

Leads come from general line 
salesmen. When they see an op- 
portunity to sell one of the spe- 
cialty lines—let us say visible 
equipment—they do not try to sell 
an installation. Instead, they sell 
the skill and ability of the visible 
record expert on the advisory 
staff. The regular salesman ad- 
mits his lack of complete knowl- 
edge and paves the way for the 
specialty man. 

Sometimes a member of the 
advisory staff originates a sale, 
but for the most part he is a fol- 
low-up man. He closes the deal 
uncovered by the general line 
man. He checks installations after 
they are made to be sure they are 
satisfactory. The department rec- 
ords provide him with an accurate 
picture of installations, particu- 
larly of visible records, so that he 
can include inspection calls in his 
daily schedule of appointments. 


In assigning a man to a sales 
job, we like to go as far as possi- 
ble in letting him choose the line 
or lines in which to specialize. If 
he has some particular aptitude 
or interest, he is encouraged to 
concentrate upon the desired line. 
If a man chooses for himself, he 
is more satisfied in his work and 
more likely to be successful. 


While it is advisable for 2 sales- 
man to be sufficiently acquainted 
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with all the specialties offered so 
as to be able to sell any item in an 
emergency, he should concentrate 
on one line and have an exhaus- 
tive knowledge of that line and 
its applications. Related items can 
be grouped and effectively sold 
by one person. 


Credit for Order Goes to Discov- 
erer of Lead 


Salesmen need incentives to 
stimulate them to genuinely pro- 
ductive effort. Credit for every 
order goes to the salesman who 
originated the negotiations. Thus 
the specialty man may do most of 
the work, but the general sales- 
man who uncovered the opportun- 
ity gets the credit. Quotas are not 
assigned to specialty men. Rec- 
ords are kept of their work, but 
sales volume is not a primary 
factor. 

Specialty campaigns should be 
in operation constantly. We have 


drives on furniture, visible records, 
machines, etc., regularly. Meet- 
ings are held at frequent intervals 
with both special and general line 
men present. The purpose of the 
meetings is to keep every mem- 
ber of the sales staff aware of the 
activities of the specialty division. 

Campaigns on any one line can- 
not last very long. because of the 
number of items to be covered. 
One week of concentrated drive 
with a gradual tapering off will 
keep the specialty men busy han- 
dling the leads developed by the 
general sales staff. 

The frequency with which spe- 
cialty drives should be held de- 
pends largely upon the product. 
For instance, we feature furniture 
about every six weeks. Visible rec- 
ords campaigns are conducted 
every month and a half also. Such 
seasonal items as lamps and filing 
supplies are emphasized twice a 
year at appropriate periods. 





OFFICE APPLIANCES 


Bulletins are potent sales stimu- 
lators. They serve the dual pur- 
pose of purveying factual informa- 
tion and stimulating the men to 
greater effort. We back up all spe- 
cial campaigns with bulletins. And 
at times when meetings are dif- 
ficult to hold, as during the 
Christmas shopping season, bul- 
letins serve excellently as substi- 
tutes. 

In essence, our specialty selling 
program involves first, the search 
for leads by the general line sales- 
man; second, passing on of in- 
formation to the specialty man; 
third, making a definite appoint- 
ment with the prospect; fourth, 
having an interview and subse- 
quently analyzing, advising, sell- 
ing. These steps, backed by vigor- 
ous advertising and general pro- 
motion work, have made our ven- 
ture in the office specialty field a 
profitable undertaking. 


Cypewriters Require Segregation 


Ax interesting test concerning 
the advisability of selling type- 
writers in with, or apart from, 
office supplies in office equipment 
stores was made recently by the 
Coleman Typewriter & Office Sup- 
ply Company, Wichita, Kan. 

W. W. Coleman, who reports the 
experiment, describes the sales 
rooms of his store as being in two 
units, side by side, with separate 
entrances for each. The type- 
writer unit had occupied one, of- 
fice supplies and furnishings the 
other sales room. Purely to vary 
merchandise arrangement and 
give public and sales people some- 
thing new to look at, the type- 
writers were moved over into the 
office supplies section and furni- 
ture lines were segregated into the 
vacated space. 

But it was found that scattered 
displays of the typewriters, made 
necessary by putting them in with 
office supplies, was detrimental to 
typewriter selling. The other mer- 
chandise seemed to be distracting 
to typewriter prospects. “It is 
necessary, with the _ typewriter 
customer, to give him a chance to 
concentrate,” says Mr. Coleman. 


“We felt a lack of suitable privacy 
for closing typewriter deals. Peo- 
ple didn’t like to discuss the price 
problem, and terms of purchase, 
out in a sales room where others 


Experiment Proves Basic Value 
of Separate Sales and Display 
Room for Office Machines 


were coming and going all the 
time. So we changed back, collect- 
ing typewriters into a front posi- 
tion unit in the old location, where 
only typewriters are shown.” 

Finer pieces in office furniture, 
for much the same reasons, were 
segregated into a separate unit at 
the back of the sales room for 
typewriters—where “closing pri- 
vacy” was assured customers. Less 
expensive articles in office furni- 
ture were given front position dis- 
play on the supplies side of the 
store. 

In speaking of sales problems, 
Mr. Coleman referred to the fact 
that typewriters, along with other 
office supplies, are listed in budgets 
of business organizations as over- 
head. The circumstance is a 
plague to his typewriter salesman, 
particularly during “hard times.” 
But constant use of the “two per 
cent of cost to do ninety-eight per 
cent of the work” argument has 
been found effective by his men in 
breaking down customer inertia 
due to the overhead situation. 


“One must figure the actual cost 
of the typewriter, compared to 
the cost of a stenographer in the 
department. We use the generally 
accepted assertion that type- 
writers represent about two per 
cent of the cost of a stenographic 
department. 

“One must show such a business 
executive that asking a $900 a year 
stenographer to operate an old 
machine is inefficient. Convincing 
the prospect that his two per cent 
machine is called upon to handle, 
or involve, ninety-eight per cent 
of the department’s business, and 
that every time the machine goes 
bad, ninety-eight per cent of the 
department’s enterprise is held up, 
is the most convincing way of 
meeting the overhead-increase ar- 
gument.”’ 

Another point emphasized by 
Mr. Coleman concerned service. 
“The service that gces with the 
merchandise, if not the merchan- 
dise itself,” he says, “offers the 
independent office supplies dealer 
a foothold with his trade difficult 
to-replace. There is still room for 
the independent dealer who offers 
a specialized, competent service. 
There are a great many firms who 
wouldn’t think of buying from 
anyone other than the dealer who 
makes office supplies and furnish- 
ings his specialty.” 
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Open Display Mids Specialization in 


Loose Leaf 


Merchandise in Full View Sim- 


plifies Sales Work and Builds 


Volume for St. Louis Dealer 


By HOWARD BARMAN 


Tan placement of its 
loose leaf systems equipment in 
specially constructed cases for 
open display of the samples, the 
S. G. Adams Company, St. Louis, 
Mo., has achieved definite in- 
creases in unit sales and general 
volume. The lines were formerly 
displayed in housing units. 

This special display arrange- 
ment was worked out by F. K. 
Adams, vice-president, and Walter 
Ruedy, manager of the stationery 
department of the company. 


“This adaptation of the success- 
ful open display plan of merchan- 
dising simplifies selling,’ observed 
Mr. Ruedy. “The customer has a 
better opportunity to contrast the 
lines. He can stand at one spot 
and see all of the display of ring 
and post binders, visible and 
ledger outfits and allied merchan- 
dise. 

“The open display arrangement 
gives the salesman an opportunity 
to sell better priced goods—the 
leather rather than the imitation 
leather, and so on. 

“Showing the line in an open 
arrangement tends to make the 
customer feel that he is being 
shown everything worthwhile in 
loose leaf systems; that he won’t 
have to go elsewhere to satisfy his 
needs.” 

The loose leaf system display 
cases were built of pine wood in 
the cabinet shop of the S. G. 
Adams Company. There are six 
cases, each four feet long, making 
a total display twenty-four feet in 
length. As there are three tiers to 
a case, this provides a total of 
seventy-two feet of display space. 
Thin plywood was used on the top 





OPEN DISPLAY UNITS USED BY S. G. ADAMS COMPANY.—There are six cases, 
each four feet long and with three tiers to a case in this showing of loose leaf 
systems equipment. Above is a close-up of the special loose leaf systems’ cases, 
which are built of pine wood, finished in green linoleum and trimmed with chromium. 


and bottom of the cases. The dis- 
play side of the cases are finished 
in green linoleum, trimmed in 
chromium. 


Illumination of the display is 
obtained by the use of six goose 
neck desk lamps. The base of 
each lamp was removed and the 
remainder of the light unit in- 
stalled in a bracket. The lamps, 
placed at intervals of four feet, 
are equipped with bulbs of a watt- 
age sufficient to give adequate 
display illumination two feet in 
each direction. 

The loose leaf systems equip- 
ment is fully exposed. The ledgers 
on the top shelf are displayed ver- 
tically. The binders and memos 
on the first and second tiers are 
placed horizontally. 

Provisions were made for dis- 
play of sectional post binders, 
chain post binders, visible record 
storage binders, solid post storage 


binders, screw top transfer bind- 
ers, grip files, sheet holders, loose 
leaf sheet holders, student note 
books, price books, ring binders 
and loose leaf memo books. 


The new Adams display ar- 
rangement is an open invitation 
to the customer to examine all 
merchandise. Time is saved in 
selling because this system elimi- 
nates the need of removing mer- 
chandise from the case tiers for 
customer examination. Compari- 
son of the construction and ap- 
pearance of the different priced 
ledgers, ring binders and other 
items is easier. The customer can 
see the different sizes and special 
features at a glance. 


The Adams management has al- 
ways favored the open display 
method, and the adoption of the 
plan for loose leaf systems is sim- 
ply carrying out the company’s 
general merchandising policy. 








Getter Selling” Movie 
Features Office Specialties 


Elaborate Talking Motion Picture 


Dedicated by Bates Manufacturing 


Company to Help Improve Selling 


Technique of Stationery Salesmen 


WM xs years ago, Lao Tai Sun, 
a wise old Chinaman, said, “One 
picture is worth ten thousand 
words.” More recently, Kenneth 
M. Goode and Zenn Kaufman, in 
their book, “Showmanship in 
Business,” declared, “Motion pic- 
ture films are the perfect vehicle 
for training salesmen.” 

Now comes The Bates Manufac- 
turing Company with a 30-minute 
talking movie, done by ranking 
Broadway actors; produced by one 
of the leading producers of com- 
mercial cinemas; dedicated to 
“better selling” in general, and 
featuring the sales of office spe- 
cialties in particular. 

Entitled, “It’s the Little Things 
That Count,” the film was just 
recently completed at a cost of 
approximately $15,000. It is the 
first talking movie of its kind 
ever offered to the retail office ap- 
pliance trade. Starting with the 
first of January, Bates’ represen- 
tative will show it at meetings ar- 


ranged with dealers for. their 
salesmen 
Representatives of the trade 


press were guests of the company 
at a special showing of the pic- 
ture in December, following a 
luncheon at which S. M. Babson, 
vice-president and_ director of 
sales, announced the picture and 
explained the company’s purpose 
in making it. He said that after 
months of trial and error, through 
the services of Caravel Films, 
Inc., they had developed a scen- 
ario designed to help stationery 
salesmen in all the fundamentals 
of selling. “Of Mr. Bab- 
son interjected, ““‘we must be for- 
given for using Bates’ products in 
illustrating the main idea, but,” 
he continued, “aside from that, I 
believe you will agree with me 
when you see the picture that it 


course,” 


should be helpful to any salesman 
selling merchandise.” 

Employing the full bag of tricks 
of the show-business to put the 
ideas over, the film is built around 
a dramatic sales skit in playlet 
form. It relies upon the power of 
suggestion to convey to the audi- 
ence the principles involved in 
the right way versus the wrong 
way of selling. Thus through the 
playlet, rather than by the straight 
lecture method, favorable atten- 
tion is drawn to the points to be 
impressed upon the salesmen. 

The presentation is full of 
sound, brass-tacks selling phil- 
osophy and common sense. Bits of 
humor are woven into the situa- 
tions to give relief and savour. 
With an appealing script, the cast 
of ten, all professional talent—in- 
cluding an attractive young secre- 
tary—puts the show over in a 
big way. 

The picture starts 
prologue featuring Charles P. 
Garvin, general manager of The 
National Stationers Association, 
and Mr. Babson of the Bates com- 
pany. Mr. Babson asks Mr. Gar- 
vin’s opinion as to the salesman's 
greatest need. His answer in sub- 
stance is, help from the manufac- 
turer in how he may cope with 
price buying. Also how to sell the 
manufacturer's wares intelligently. 
Mr. Babson exclaims that this is 
what they @@we tried to do in 
their new movie. He invites Mr. 
Garvin to see it, whereupon he ac- 
cepts and declares, “If you have 
made a movie that’s going to do 
that job, you have made a real 
contribution to sales education.” 

The plot of the drama hinges 


off with a 


upon the performance of two 
salesmen—Jim Harding and Phil 
McDonald both representing 


Bronson & Company, a stationery 
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concern. The thread of the story 
concerns their attempts to sell Mr 
Blakeley, a successful but impetu- 
cus executive heading a substan- 
tial firm. Jim Harding serves as 
the bad example. After Jim fails, 
their Sales Manager gives the ac- 
count to Phil. 

An enterprising chap, in the 
words of the Sales Manager, “he’s 
on the street by nine o’clock—usu- 
ally gets in a couple of interviews 
before ten.” Phil McDonald is an 
exponent of the Sales Manager’s 
philosophy on several points, but 
especially on the central theme of 
the picture: Little things—office 
specialties—pave the way for big 
orders. 


Selling Points Dramatized 

Phil not only wins Jim’s five- 
dollar bet by selling ‘“‘that bluster- 
ing old buzzard, Blakeley,’ but he 
skillfully shows how a specialty 
serves as an entrée. After the 
salesman proves he knows his 
business and is capable of pro- 
viding a service in the form of the 
specialty product, the door is 
opened for selling other lines. 

Here are some of the points on 
effective salesmanship which the 
film emphasizes: the sales ap- 
proach, the interview, the demon- 
stration, overcoming the _ price 
complex, closing the sale, and the 
importance of making the most of 
selling hours. 

Despite the supposed fact that 
“stationery salesmen are Mr. 
Blakeley’s pet peeve,” this is Mc- 
Donald’s approach: 

“Thank you for seeing me, Miss 
Lewis. My firm is trying to Select 
a Stapling machine to feature in 
its advertising. They seem to think 
that this Bates Stapler meets all 
the requirements, but they asked 


me to visit a number of impor- 
tant offices and get some opinions.” 

Other salesmen in the cast do 
some good work, too. Bob John- 
son increases his volume in one 
territory by 26 per cent. “All I 
did was to plan my day a little 
better, I got in a half-dozen more 
calls in the same number of hours. 
The good old law of averages did 
the rest,” he tells the other boys 
in the sales meeting. 

“Time is the essence!” declares 
the Sales Manager, in a Saturday 
morning sales meeting, as he gal- 
vanizes the men into action for 
the remaining two hours of call- 
ing on customers. 

Bob Severns has made himself 
an expert on loose-leaf records 
and filing problems. Thus he is 
continually bringing his customers 
new ideas for saving time and 
money. The others are encour- 
aged to make use of their spare 
time to improve their own capa- 
bilities. 

Some pithy advice on the ad- 
vantages of selling specialties are 
given during a scene when a meet- 
ing is in progress in the sales of- 
fices of Bronson & Company. The 
Sales Manager speaks: 

“Today I want to take up the 
subject of specialties. Of course, 
printing and our other standard 
items are still an important part 
of our business. But the margin is 
small, and the competition is ter- 
rific. Yet it seems to me a lot of 
salesmen just talk their standard 
items. 

“Now I want to talk about spe- 
cialties. There are three advan- 
tages to you: 

“First, they’re long-profit items 

they’re profitable business in 
themselves. 

(Turn to page 28, please) 





CAST IN BATES MOVIES.—M. S. Babson, sales director of the Bates Mig. Co., 
seated at left, with cast of Broadway actors and staff which produced the impressive 
new Bates talkie film dedicated to “better selling.” 
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Selective Mailings Clear the Way 
For Effective Personal Selling 


Note.—Although the accompany- 
ing article makes no specific refer- 
ence to office specialty selling, the 
ideas presented are particularly 
applicable to a specialty sales pro- 
gram. Supporting and comple- 
menting the salesman’s activities 
with approaches by mail enables 
the man “on the firing line” to 
take full advantage of the oppor- 
tunities for sales interviews and 
demonstrations which are essen- 
tial factors in the distribution of 
office specialties. Mr. Goldthwait’s 
discussion compresses a large fund 
of practical information into a 
short article. 


Decr mailings may be used 
on a broad scale to build good 
will, or find a greater usefulness 
in sales development in restricted 
selective mailings by building defi- 
nite prospects into definite sales 
supported by personal foilowings 
of the salesman. 

Direct mailings are non-com- 
petitive with other advertising 
means of reaching buyers. They 
enable you to conduct sales cam- 
paigns without letting competitors 
know your moves. They are ex- 
clusive connections between you 
and your prospective customers. 
The measure of resulting success 
depends wholly on the experienced 
‘judgment you will use. 

In spite of much publicity about 
the use of direct mailings many 
still think that broadcast circular 
mailings are getting into direct 
mailing in a big way. Broadcast- 
ing is chiefly valuable as a builder 
of good will with a comparatively 
small percentage of sales returns, 
if they may be identified, depend- 
ing on the offering. Manufactur- 
ers’ circulars usually are built 
around a definite sales thought 
and the salesman may reinforce 
his call by using them and shaping 
his talk on them. Surely it is good 
practice to inclose a proper circu- 
lar with all possible letters as well 
as the monthly statement mailing. 


The Salesman’s Responsibility 


Selective mailings should be at 
the front of every organization's 
selling effort. The responsibility of 
making them effective is the sales- 
man’s responsibility. He is the in- 


Detailed Suggestions Concern- 
ing the Plan of Sending Ad- 
vance Messengers by the Post- 
man to Orient the Prospect 


and Simplify the Work of the 


Salesman 


By H. M. GOLDTHWAIT 
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vestigator, the instigator, and upon 
the results of his investigations of 
a concern’s management, duly re- 
corded for analyses purposes, de- 
pend the effectiveness of the se- 
lective mailing system. Selective 
mailing so handled makes the 
complete sales program. 

First, it is necessary to plot the 
field you will cover, whether 
the salesman handles an individ- 
ual territory or handles a definite 
kind of prospects. The latter is 
usually possible only in the larger 
fields. Adapt mailings to the lines 
you handle but not including the 
immediate merchandising class 
which comes under buying of cur- 
rent supplies. You will send the 
selected prospects a series of let- 
ters graduated in application, pre- 
sumably three before the personal 
call is made or until the return 
card is received. These in the 
fields selected should cover equip- 
ment not used, or, if used, obso- 
lete in form or method. This situ- 
ation will have been discovered 


by the salesman in his calls. He 
will tabulate the information on 
his prospect slip preferably in 
triplicate, so the management has 
one copy to file by name, and the 
salesman one to file by name and 
one by followup date, which he 
has set to meet the circumstances. 

The alphabetical and followup 
guides are merely the mechanical 
means to keep the movements of 
your sales attack in order. The 
system will fall or stand in the 
measure that competent sales 
analyses and judgment are ap- 
plied to the situations discovered. 
Properly used this simple system 
is infallible in enabling the sales- 
man to organize his time to the 
best advantage. He does not wait 
until he gets into the field to judge 
what he will do. He will be able 
when he gets in for the night to 
plan definitely every move, except 
special calls, so that when he 
starts out in the morning he gets 
to work first on closable pros- 
pects. A survey of some 3,000 
salesmen showed a total of but 
fourteen hours in actual selling in 
a forty-four hour week. Did not 
that result indicate a deplorable 
lack of planning? 


Postman Precedes the Salesman 


Under selective mailings the 
postman has been doing the foot- 
work of one, two or more calls, so 
that when the salesman arrives 
before his prospect he is reinforced 
by the comfortable feeling that the 
prospect will have been posted on 
the purpose of his call. If the call 
is in response to the return card 
he goes in on a personal appoint- 
ment. And every salesman knows 
what a grand and glorious feeling 
that is. He gets an immediate re- 
sponse from the reception clerk. 
And most of all the prospect is in 
the mood for the presentation. 

Most dealers sell visible record 
systems. An outfit should be set 
apart for recording the valuable 
data secured by the salesman, 


“whatever systems or machines 


used, his own or a competitor’s. It 
is not usually necessary to post 
the calls from the prospect slip 
unless resultful, but most cer- 
tainly the history of equipment 
and systems in the prospect con- 
cern should be posted. At the same 
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time the salesman should be not- 
ing features of the setup for re- 
cording against future calls and 
mailings. This information is the 
basis of planning future sales cam- 
paigns and if management is 
fully cooperative it is certain that 
territory is going to be fully cov- 
ered. Some deference is to be ap- 
plied to differences in territories, 
whether large cities, or small cities 
and towns where movement is not 
so fast. 


Type Letters in Spare Time 


Selective mailings should be 
just enough to keep the salesman 
in good working prospects. This 
may vary from one to five or more 
letters a day with inclosures. The 
expense becomes immaterially rou- 
tine in using the spare time of a 
stenographer. The prospect gets a 
genuine letter. He is impressed by 
the courtesy, and if the letter and 
inclosure have been convincing 
and informative, preferably brief 
in this field, he will, if a forward 
looking executive bent on effi- 
ciency, return your post card, even 
phone you to call. Begin at the 
top with executives who can buy. 
The reference to a department 
head will come quickly enough if 
the executive is convinced. 

Consider the time saving in 
reaching live prespects, in not 
wasting so much time in the ini- 
tial stages of convincing slow buy- 


ers. Note the varying points which 
return cards may have come from 
and then estimate how much time 
it would have taken to reach them 
in routine calling. The saving in 
planning the day’s work is im- 
mense. First, there are the orders 
to be closed, then informative 
calls on partially developed pros- 
pects, then, if time permits, inves- 
tigation of further possibilities for 
extending the direct mailings. Al- 
ways there is an amount of new 
information to be analyzed and 
recorded for future work. If the 
salesman is allowed to pursue a 
consistent development of the ter- 
ritory an unbeatable sales front 
has been set up. But you must 
understand that selective mailing 
is only the opening wedge. 


Lift Sales Volume 


The ultimate benefit will be to 
raise the level of sales. That means 
above the current level of every 
day demand. Much observation 
has convinced me that if the aver- 
age dealer is fully occupied with 
the current demand he is not in 
a position to take on the selective 
mailing and its development, if 
indeed, he is not actually antago- 
nistic to it. He is for the immedi- 
ate order and has not perceived 
that some more wide-awake com- 
petitor willing to expend the time 
and effort is skimming the cream 
from the sales field in which he is 
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at least entitled to share, provided 
he sets up the extra effort. It is 
becoming increasingly necessary 
to refine sales plans for less waste 
of time and for greater efficiency 
in covering a field. We hear much 
of the so-called great changes in 
selling technique but after some 
analyses of varying situations I 
am almost convinced that the only 
difference is, that many of us older 
men in past days were much more 
thorough. If anything greater 
thoroughness is the immediate 
need. 


The final consideration is the 
raising of business above present 
levels. If a dealer is overloaded 
with the mechanics of every-day 
merchandising he will find the 
transition to higher sales levels to 
be difficult. It will be a matter of 
readjustment, better posted men, 
full support of them, and keeping 
the effort on a continuing basis. 
Well equipped, the dealer might 
make reasonably quick returns; 
others might take three, six or 
twelve months to register. In any 
event there should be some re- 
turns to assure the value of the 
plan. If all men are born free and 
equal they finally do not emerge 
equal when they get into the sta- 
tionery and office equipment field, 
hence the varying periods needed 
to organize for results. It is a 
matter of getting one’s second 
sales wind if one can hold out. 


Specialty Selling 


S pecranty selling is entirely 
different from regular selling. One 
does not have to sell himself in 
order to close the sale. This is the 
exact antithesis of regular selling. 
The item is sold on the basis of 
application, and the skill of the 
salesman in applying the item to 
the prospect’s particular business 
determines his success. Therefore, 
it is essential that the office spe- 
cialty salesman be versatile in his 
knowledge of the various types of 
businesses on which he calls. 


Specialty selling is more effec- 
tive if the item is left with the 
customer when the sale is made. 
Usually cash can be obtained at 
the same time, thus closing the 
entire transaction. 


Because he Knows his line and 
its applications so well, a spe- 
cialty salesman may put a little 
more steam into his activities 
than the regular office supply 
salesman. The latter calls on the 


A Brief Outline of Differences 
Between Regular Sales Meth- 
ods and the Specialty Ap- 


proach 


By HOMER B. RUFFNER 


Sterling Ofiice & School Supply 
Company, Johnstown, Penna. 


same customer repeatedly, gradu- 
ally building up a profitable rela- 
tionship with his customer. 

A specialty salesman _ usually 
sells only one item over a long 
period of time. Naturally he knows 
this item very thoroughly, and is 
familiar with all the “questions 
and answers.” Such is not the case 
with the regular : office supply 
salesman. His specialty item is 


used as an entrée in his territory 
just once. It will be replaced by 
a new item on his next trip. There- 
fore, his knowledge of the item 
will not be entirely complete, and 
could not meet the competition of 
a specialty salesman on the same 
item. 


The best method of acquiring 
knowledge on the new item or spe- 
cialty to be introduced is by means 
of a sales school. If possible, fac- 
tory representatives should be 
present to conduct the school. The 
item should be given to the sales- 
man several days in advance of 
the school, thus enabling him to 
think the item over and ask the 
factory representative questions 
concerning its merits, applica- 
tions, and even weaknesses. This 
method, if diligently followed, will 
enable the regular office supply 
salesman to compete on a fairly 
even basis with the exclusive spe- 
cilalty salesman. 








THE SELF CONTAINED AIR CONDITIONING UNIT IS A LOGICAL PIECE OF 


OFFICE EQUIPMENT. 


(Illustration Courtesy of Carrier Corporation) 


Package’ Air Conditioners Fit the 
Office Specialty Pattern 


« 

LTHOUGH our. experience 
with office equipment dealers was 
rather limited last year, we sold 
enough units through them to 
Satisfy us definitely that this type 
of dealer is a natural outlet for 
us on self-contained air condi- 
tioning units. Because of the en- 
frée these firms have to business 
offices, they are in a more friendly 
position to present and sell air 
conditioning than many of our 
standard dealers. We think office 
supply companies can handle 
package air conditioning equip- 
ment satisfactorily because it does 
not require a lot of technical en- 
gineering.” 

The preceding paragraph is 
quoted from a letter signed by 
J. W. Bostwick, manager of the 
air conditioning division, Fair- 
banks, Morse & Company, Chi- 
cago. He says further, “Prospects 
for 1939 business look extremely 
good. We have a rising market, 
and now all that we need is some 
real air conditioning weather 
about the first of May. With these 
two factors favorable, self-con- 
tained air conditioner sales this 
year should easily double the vol- 
ume of 1938. Taking on this type 


Handled on a Specialized Basis, 

Single Unit Air Conditioners, 

Circulators and Ventilators 

Offer Office Equipment Deal- 

ers an Opportunity for Profit- 
able Sales Activity 


of merchandise should be a profit- 
able venture for office appliance 
dealers. In fact, it appears to be 
a necessary activity, if they are 
to maintain their prestige as com- 
plete office outfitters.” 


Special Preparation Necessary 


To engage adequately, and con- 
sequently with profit, in the sale 
of package air conditioners, a cer- 
tain amount of special training is 
essential. The specialty technique 
must be applied by the salesman 
and a service department must be 
maintained to keep installations 
in function. Like other office ma- 
chines, self-contained air condi- 


tioners do not sell themselves, 
and, possessing moving parts, they 
occasionally require service. Deal- 
ers in this industry have proved 
their skill in the merchandising of 
mechanical office equipment, to 
their profit. Similarly, they may 
profitably specialize in unit air 
conditioning equipment. 

Another believer in office supply 
dealers as potential sellers of air 
conditioning, is Walter A. Bowe, 
advertising and sales promotion 
manager, Carrier Corporation, 
Syracuse, N. Y. He says, “Office 
equipment dealers, because of 
their established contacts with 
business offices, should become an 
increasingly important outlet for 
the distribution of room ventila- 
tors, portable air conditioners, and 
self-contained air conditioners, 
larger than the portable.” 

Supporting the preceding state- 
ments is a comment by K. G. Pat- 
rick of the General Electric Com- 
pany, New York, N. Y., who says, 
“It would seem to be logical that 
office equipment dealers in large 
cities might be franchised as deal- 
ers of cooling equipment in the 
near future.” 

Closely allied to the type of air 
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conditioning units referred in pre- 
vious paragraphs, are devices with 
a more limited function, such as 
window fans or ventilators, and 
inside-the-room fans or air re- 
circulators. This type of equip- 
ment requires practically no serv- 
icing and installations are usually 
made by the purchasers them- 
selves. C. W. Dexter of the Ilg 
Electric Ventilating Company, 
Chicago, points out that the great 
interest on the part of the public 

1 “better air condition,” opens to 
the office supply dealer a good 
market for these limited condi- 
tioners. Relatively low cost and 
economy in operation enlarge op- 
portunities for sales, is the essence 
of a statement by M. Havlick of 
the Kisco Company, Inc., St. 
Louis, Mo. 

Manufacturers of air condition- 
ers, ventilators, and circulators 
have developed numerous dealers 
helps in the form of suggested 
sales procedures, printed matter, 
window and store displays, etc. 
Consumer advertising maintains 
the public interest, opening the 
way for the personal sales ap- 
proach. The time seems ripe to 
participate in the opportunities 
for specialized sales activity in air 
conditioning equipment for the 
office. 


Package Equipment Now 
on Market 


Following are descriptions and 
illustrations of some of the air 
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conditioning and circulating units 
on the 1939 market: 

Carrier Portable Air Conditioner. 
This unit, illustrated in the left 
background of the picture at the 
top of the opposite page, is a prod- 
uct of the Carrier Corporation, 
Syracuse, N. Y. It is designed for 
both summer and winter use. Dur- 
ing warm weather, this air condi- 
tioner cools, dehumidifies, circu- 
lates, and filters air. In the winter 
it heats, humidifies, circulates and 
filters air. Housed in a well de- 
signed, nicely finished cabinet, the 
Carrier unit makes an attractive 
piece of furniture. Its portability 
is a feature appreciated by pur- 
chasers, whether in the office or in 
the home. 

General Electric Unit Air Con- 
ditioner. Designed primarily for 
small restaurant, store and office 
applications, the new unit made by 
the General Electric Company, 
Schenectady, N. Y., provides the 
functions of cooling, dehumidify- 
ing, air circulation, air cleaning 
and ventilating. Finished in gold 
bronze, it occupies only five square 
feet of floor area. The conditioner 
is divided into two separate match- 
ing sections. The condensing unit, 
driven by a 3-hp motor, is housed 
in the soundproofed lower section. 
The compressor - condenser - motor 
assembly is spring mounted, with 
flexible connections, to prevent 


transmission of vibrations. The air 
conditioner is housed in the upper 
section. All refrigerant connec- 
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floor level 


Right: 


SINGLE UNIT AIR CON- 
DITIONERS, 
TORS AND CIRCULA- 
TORS ON TODAY’S 
MARKET. — Extreme left: 
Westinghouse Unitaire 
for offices 


VENTILA- 


and small 
Immediate left: 
Circulair, 
draws cool air from the 
ee and distrib- 
xy utes it through the room. 
Above: Filter type Ilgair- 
ator, which 
drawn from the outside. 
General 
unit air conditioner. 


cleans air 
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tions are internal to the unit, and 
tactory fabricated, minimizing in- 
stallation expense. 

Westinghouse Unitaire. Pictured 
is one of the five new Unitaires 
made by the Westinghouse Electric 
& Manufacturing Company, Mans- 
field, Ohio. Factory engineered 
and built, the new unit is a com- 
plete air conditioning system 
packaged in a compact enclosed 
cabinet. All that is necessary for 
operation are electric power, water 
and drain connections. The new 
unit employs Westinghouse her- 
metically sealed compressors. Two 
switches permit maximum flexi- 
bility of operation, one controlling 
the entire cooling mechanism and 
the other the blower motor so that 
air circulation may be enjoyed 
when cooling is not desired. 
Adaptation to winter air condi- 
tioning is possible by installation 
in the cabinet of a heating coil 
and a humidifier. 

Filter Type Ilgairator. The Ig 
Electric Ventilating Company, 
Chicago, Ill., is marketing this unit 
which is composed of an electric 
fan and an air filtering device. 
The filter prevents dust, soot, plant 
pollens, etc., from being drawn 
into the room with the fresh air. 
The unit is portable and can be 
used with any sliding sash win- 
dow. An air flow regulator pro- 
vides for introduction of air in the 
exact volume desired. The maxi- 
mum capacity is 250 cubic feet of 

(Turn to page 28, please) 
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Service Department Makes Office 
Wachine Sales Possible 


t- BUSINESS of the dealer 
specializing in certain types of of- 
fice machines, notably registers 
and adding machines, is just as 
good as its service department. 

It might run better for a while, 
but in the end the customer will 
“find the dealer out” by the class 
of work his shop does in support 
of the sales he has made. And the 
customer will, in the end, go to 
the dealer who can give the 
“right” class of service. 

This is one way of accounting 
for the “best month” of the Hard- 
ing Mechanical Service, of Joplin, 
Mo., during a two year period, in 
its service department work on 
registers and adding machines 
at a time when other businesses 
were complaining about “reces- 
sion.” 

“Our business has, in fact, been 
built on just one policy,” reported 
Joe Harding, who, with Paul Davis, 
operates this office and store ma- 
chine specialty business. “This is 
that the merchandise, and the 
service job that goes with it, has 
got to be right. The service de- 
partment backs this up.” 

Among the shop improvements 
which have contributed to better 
service, the Joplin dealer finds, 
are equipment for crystal and 
-nickel plating of office appliance 
parts, including the oven; equip- 
ment for doing the shop’s own 
welding, and compression equip- 
ment needed for cleaning. 


Parts Cabinet with Colored Labels 


One of the most useful installa- 
tions for the benefit of the service 
department has been a large steel 
filing cabinet, for parts. Labels, 
marking the drawers, are in dif- 
ferent colors: red for register 
parts, blue for refrigeration case 


Seller of Mechanical Equipment 
Must Have Adequate Facilities 
for Repair and Maintenance of 


Products Handled 


By DWIGHT ABBOTT 


parts, yellow for safes and locks, 
pink for ribbons, white for scales, 
etc. Each colored tag marking 
each drawer has typed on it the 
names of the stock articles inside 
the drawer. 

Another useful feature of the 
service unit is the shelf area for 
open mouth glass jars, in rows, in 
which are kept screws of various 
sizes. The bottles need not be la- 
beled; they are kept uncapped; 
the service man can see at once 
about the size of screws inside the 
bottle and take down the one he 
wants. This has been a time saver 
of considerable importance to the 
shop—it eliminates handling box 
lids and other containers. 

A further time saving feature of 
the repair shop is the use of vari- 
ous tool bags, kept ready, for out- 
side service—one for each of the 
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different types of machines serv- 
iced out of the shop. Thus, one 
tool kit is kept at hand for regis- 
ters; another for adding ma- 
chines, and one for auxiliary 
equipment, screws, etc., needed on 
odd jobs. 

The service shop should be 
looked upon as a sales aid, essen- 
tial to a dealer intending to stay 
in business any length of time, 
Mr. Harding insists. It is not a 
profit item in itself; but the Hard- 
ing shop has more than paid its 
way during the past two years. 
Such a shop requires about $900 
worth of tools and equipment. Its 
space problem is slight, since it is 
a suitable adjunct of any appli- 
ance sales room. Its overhead, 
outside of wages of the service 
man, is seldom greater than with- 
cut it. 


Importance of Used Parts 


A feature of economical service 
shop operation and repair so often 
overlooked by the dealer is the 
used parts department, the Joplin 
dealer finds. “This department is 
the result of buying up old equip- 
ment about to be discarded, at a 
low price, aS one makes a new 
sale,” Mr. Harding said. 

“Equipment such as this is 
likely to get in the way, if not well 
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SPECIALIZING IN SPECIALTIES BRINGS 4, 
RESULTS.—This window of the Crane's ATS 
Book Shop, on the campus of the Univer- <a ‘ 
sity of Minnesota, was devoted exclu- - 
sively to Corona portable typewriters and 
brought about the sale of several ma- 
chines according to Proprietor Joe Crane. 
In addition to the display Mr. Crane also 
displayed a poster put out by the maga- 
zine “This Week” showing a Corona 
Zephyr advertisement. 
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handled. It takes lots of storage 
space and, to the dealer, has only 
a questionable value. But there is 
always a call for parts from such 
sources, and such a department 
should be made to pay its own 
way. 

“For instance, a man may need 
a register part to replace a broken 
one. He may not be willing to pay 


the price for a new part or wait 
for it—perhaps his register is so 
old he doesn’t feel warranted in 
doing so. 

“We are much more likely to 
hold the customer until he is 
ready for a new Sale if we can dig 
such a part out of old stock in the 
used department.” 

In fact, the chief problem with 
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such a department, Mr. Harding 
finds, is that of keeping such stock 
“torn down” sufficiently to know 
without search whether he has a 
part on hand, or not. “One should 
make sure by breaking down all 
used machines taken in and not 
resold, and putting them up prop- 
erly in stock bins, or drawers,” is 
his concluding advice. 


Small Stationer Puts Specialties 


on Display 


Customers Serve Themselves 

and Approve the Time Saving 

Feature of Merchandise Open- 
ly Presented 


By PAUL A. JONES 


Paul Jones Office Supply Company 
Hobbs, N. Mex. 


T0 MAKE each customer feel 
that our store is partly his is the 
purpose behind our method of dis- 
play. With the present arrange- 
ment of fixtures, he may wait upon 
himself, if he so desires, saving 
his own time and feeling free to 
select merchandise without the 
slightest indication of sales pres- 
sure. 


It will be observed in the ac- 
companying illustration that there 
are no counters in front of the 
Shelving, converting what is nor- 
mally considered only as storage 
space into effective open display 
racks. The only counter in the 
store is a small one at the rear for 
wrapping and _ special displays. 
Filing cabinets, desks and chairs 
on display back of the counter, 
are automatically brought to the 
attention of purchasers when they 
trail along to watch their pack- 
ages being wrapped. 


We find that our customers en- 
joy helping themselves. And it 
doesn’t take them long to learn 
the location of the various items 
in stock. Under this circumstance 





WHERE CUSTOMERS HELP THEMSELVES.—Mr. and Mrs. Paul A. Jones of the 

Paul Jones Office Supply Company, Hobbs, N. Mex., have arranged their store so 

that all merchandise is in view and accessible to customers who will “wait 
on themselves.” 


two people in the store can serve 
several customers at one time. 
Old customers help themselves 
while we (Mrs. Jones and myself) 
attend those not familiar with the 
set up. 

My experience has been that if 
customers can see and handle 
items in a store, they will buy ex- 
tra items more readily. A counter 
in front of shelving seems to be 
considered an impassable barrier 
by most shoppers. 


Specialty Display Extensive 


We display specialty lines the 
full length of the shelving on both 
sides of the store. The tops of the 
display parts of the shelving are 
painted red to provide a back- 
ground against which merchandise 
will show up and attract atten- 
tion. 

Special displays are featured at 
two focal points in our store—the 
window and the one counter at 
the back. Changes are made 
weekly. Items for window showing 
are carefully selected and artis- 
tically arranged for display. The 
items taken from the window to be 


replaced by the new display are 
shifted to the counter for a week 
of follow-up exhibiting inside the 
store. The visual reminder to the 
customer of the items he observed 
in the window the week before is 
a productive procedure. After a 
week of service, the merchandise 
in the counter display is put back 
in stock. 


Our theory of customer-treat- 
ment is based upon the belief that 
the man or woman who visits our 
store has done us a big favor and 
paid us a real compliment. Con- 
sequently we try to deserve his 
or her custom by giving of our 
best in ability and service. Mrs. 
Jones and I stay inside all the 
time. We have one salesman who 
spends all of his time on the out- 
side. 

Hobbs is an oil field town where 
rents are high. Therefore our 
store is small and we are under 
the necessity of arranging it so 
that we can get the best turnover 
and serve customers with special 
despatch. Our efforts thus far have 
met with success. 
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Individual Line Experts Qualify As 
Specialty Salesmen 


« 

: FUTURE of the station- 
ery business, we believe, lies in 
specialty selling by men who es- 
tablish themselves as experts with 
individual lines of merchandise 
they are interested in and enjoy 
selling.” So says A. H. Pembroke, 
sales manager for the Pembroke 
Company, stationers at Salt Lake 
City, who is now doing better than 
eighty per cent of his volume 
through outside men operating in 
this way. 

This organization works on the 
theory that the hardest commodi- 
ties to sell are usually the most 
profitable. With this thought in 
mind, the company has concen- 
trated its attention on a dozen or 
so specialty items such as posture 
chairs and desk lamps. The shelf 
goods business isn’t neglected but 
it’s made very largely to take care 
of itself. Worth of the policy may 
be judged from the fact that in 
recent months the firm has sold 
several jobs running more than 
$4,000 each and has had a good 
many which topped the $1,000 
mark. 


Exclusive Agencies Preferred 


“We believe in getting a few 
really good lines in various classes 
of merchandise on an exclusive 
basis and then really working 
them,” continues Mr. Pembroke. 
“The size of the unit sale well jus- 
tifies the effort put into this type 
of selling. Naturally you don’t get 
orders nearly as often as you do 


PROSPECTS WERE FOUND AND 
SALES STIMULATED FOR DUPLI- 
CATORS AND SUPPLIES BY THIS 
ATTRACTIVE WINDOW DISPLAY.— 
O. G. Bayless, vice-president of the 
Lowman & Hanford Company, Seattle, 
Wash., says that the display stirred up 
several line prospects for machines 
and increased the sale of accessories. 
The window. with a frontage of ap- 
proximately twenty feet, is three feet 
deep. Similar office specialty displays 
are put in about every five or six 
weeks, a high record of frequency in 
consideration of the many other lines 
of merchandise carried and deserving 
of display space. The two large cards 
in the window measure 20x36 inches 
in size and were covered with silver 
foil. Lettering guides were mounted 
on one and styli and other accessories 
on the other. 


Eighty Per Cent of the Pem- 

broke Company's Total Volume 

Secured by Men Concentrat- 
ing on Office Specialties 


By L. H. SANDERS 


on shelf goods but when you do 
get one you have something. 
“Not that we're getting away 
from the regular stationery busi- 
ness. It’s a staple line to which 
we'll always give a due amount of 
attention. But as that trade is di- 
vided up among more and more 
stores, it’s necessary to branch out 
and get some large unit business. 
The stationery trade goes right 
along with the specialty business.” 
In working out his program on 
specialty lines, Mr. Pembroke has 
applied the theory that to be 
really successful in selling any 
major article a salesman must 
have a strong interest in it and be 
thoroughly sold on it himself. Ac- 
cordingly, his firm permits its 
salesmen to select their own lines 
and requires that they concen- 
trate on the lines they select. 
One man devotes his attention 
primarily to carbons and ribbons. 
Another is a specialist on visible 
indexing systems. A third works 





shelf goods almost exclusively. A 
fourth concentrates on desk lamps, 
and so on all through the sales 
force. 

Since the firm has one shelf 
goods specialist, the other sales- 
men leave this business to him on 
customers he contacts. However, 
they are encouraged to cultivate 
new accounts and receive proper 
credit for whatever business they 
produce. 


Full Cooperation with Salesmen 


The Pembroke Company backs 
up its efforts to produce specialty 
business by cooperating with the 
salesmen in every way possible. 
Factory men are brought to the 
store to provide the salesmen with 
information every time they come 
to town. Each salesman is 
equipped with the latest type car- 
rying cases for his particular 
equipment—noteworthy are beau- 
tiful cases recently given the men 
for lamps and visible index sam- 
ples. Bonuses are offered on spe- 
cialty goods and prize contests are 
held periodically. And finally, Mr. 
Pembroke devotes most of his own 
time to actually working in the 
field with the men. 

When a Salesman is having dif- 
ficulty on a deal, Mr. Pembroke 
helps him close it and credits the 
salesman with the commission. 
And from time to time he makes 
the complete rounds with the 
men, watching their methods and 
making helpful suggestions. 
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Bonuses are based on sales of 
individual items and are paid im- 
mediately. On major items the 
minimum single unit bonus is fifty 
cents. For example, that amount 
is paid as a special commission or 
bonus on every desk lamp sold. 

Since each salesman concen- 
trates on a different line, it is dif- 
ficult to arrive at a fair standard 
of comparison in a contest. So the 
firm bases its contests on the ex- 
cellence of the job done rather 
than an actual volume of sales 
and awards prizes accordingly. 
One man featuring a compara- 
tively small unit item might read- 


ily have done the best job in the 
bunch and still have less dollar 
volume to show than others who 
sold larger units less skilfully. 

Another thing that has entered 
into the success of the Pembroke 
Company in specialty selling has 
been the attention of its execu- 
tives to new ideas in merchandise. 
Every piece of literature that 
comes to Mr. Pembroke’s desk is 
carefully examined. Every line is 
investigated thoroughly. 

“We find that it pays to be on 
deck first with new specialties as 
they come out,” says Mr. Pem- 
broke. ‘And the only way to do 
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that is to be thoroughly open 
minded in investigating every 
piece of merchandise of which one 
hears. We believe that any article 
that has merit has a good possi- 
bility of being put across. We feel 
that we can’t go far wrong in tak- 
ing a small trial order of it and 
seeing how it sells. 

“After all, nobody’s judgment is 
infallible. Sometimes what ap- 
pears to you or me as a potential 
‘dud’ will become a big seller, or 
vice-versa. If the article is good 
it’s worth a try. Every now and 
then that method of buying will 
mean a real ‘hit’.” 


Specialties Important Sources of Profit 


Connect merchandising meth- 
ods applied to specialty lines bring 
increasing satisfaction and profit 
to the dealers therein. This we 
know from experiences covering a 
period of years. To obtain the 
fullest advantage from the several 
lines it is necessary to discover 
what lines are available for han- 
dling as specialties, requiring spe- 
cialty technique; items from the 
general lines which may _ be 
treated as_ specialties in sales 
drives, and new products devel- 
oped for new requirements, or es- 
tablished products for require- 
ments well understood. 

At times we have followed all 
the methods outlined. In filing 
devices, for instance, where the 
items are many and cover a great 
range of utilities, it is necessary 
for the salesman to be the master 
of a special technique. I spend a 
considerable part of my time plan- 
ning and putting over specialty 
drives. Our salesmen are expected 
to be close observers. If, on mak- 
ing a call, they find that the pros- 
pective customer, or the customer 
in fact, needs a new desk, a new 
file, or could use with profit a 
visible filing system, the salesman 
makes note of the fact and turns 
the information over to me. This 
applies to all our salesmen. Every 
man in whatever department 
must train himself to observe. The 
trick is not hard to acquire, and 
it is of inestimable advantage. The 
result is that I am Kept busy fol- 
lowing up these leads. 

From the foregoing it is evident 
that all the salesmen of our house 
are expected in one way or an- 
other to be specialty men, and I 
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Office Appliances. 


am kept busy keeping up with 
them. Personally I sell the lines 
which run into money, such as 
office furniture, safes, visible 
equipment, etc., in which activity 
I spend most of my time apart 
from the general direction of the 
department. It is both interesting 
and important to know that nine- 
ty per cent of the leads brought in 
by the sales staff result in sales, 
later on, if not immediately. This 
is illuminating, for it proves that 
customers did not know we had 
the goods or the service; or we 
did not know about their require- 
ments. The last sentence is hard- 
ly fair, for ninety per cent is 
a very high figure. Some lower 
figure might be taken; still, there’s 
that ten per cent to wonder about. 


Leads From General Line Sales- 
men Keep Specialists Busy 


A wide-awake crew of salesmen 
can always bring in leads enough 
to keep a specialty man busy and 
practically guarantee the success 
of any specialty sales drive. 

Last November we put on a cal- 
endar pad contest, the result be- 
ing that we sold nearly twice as 
many pads as we sold last year. 

There are two ways of selling: 
One is to await the customer’s 


coming. One sometimes waits 
quite a spell. The other is to call 
on the customer and by judicious 
selling talk and demonstration 
create in his mind a desire for the 
merchandise offered. 

The remark about ninety per 
cent of created sales applies par- 
ticularly to visible equipment, 
which offers something for the 
salesman who knows his business 
to get his teeth in. He can prove 
that the customer can use the 
system with profit. 

There are three ways to in- 
crease sales: 1. Get new customers 
or sell new devices to all cus- 
tomers, if you have any such de- 
vices. 2. Increase sales to old 
customers (present customers) by 
analyzing what they are purchas- 
ing and finding out if they are 
not buying some goods elsewhere 
that they might be buying of us. 
3. Devise some way of knowing 
when a customer quits buying, 
and why. Be sure to correct the 
situation before he gets estab- 
lished with another house. 

When it comes to commissions 
on sales above a certain volume, 
or extra commissions during cam- 
paigns or contests, practically all 
of us collect! 


Some items, of course, appeal 
more than others. 

The best time to sell filing sup- 
plies is just preceding the semi- 
annual transfer periods on De- 
cember 31 and June 30, or when 
the lines are first introduced. Sales 
drives should be at least thirty 
days apart. If a shorter time in- 
tervenes people may think the 
house is more for specialties than 
for downright business. 








Ribbon and Carbon Volume Raised by 
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Specialization pee 


Sales Training by Factory Rep- 
resentative, Visible System of 
Records for Follow-up, and 
Constant Calls on Prospects 


Build Business 


By F. H. WISMAN 
J. P. Bell Company, Lynchburg, Va. 


S pectauizine in typewriter 
ribbons and carbon paper has lifted 
our volume considerably in the 
last few years. For quite a period 
we kept on our shelves only a few 
boxes of carbon paper in several 
grades and mostly standard 
weight, medium finish, with a few 
boxes of light weight for an oc- 
casional customer who insisted on 
having a carbon for manifold 
work. We also carried a fair as- 
sortment of typewriter ribbons in 
one price group. Then we began to 
realize that every office in the city 
used ribbons and carbons and that 
we were getting a very small share 
of that business. Our sales were 
limited to across-the-counter busi- 
ness when an occasional customer 
“came in the store and asked for 
carbon paper or a_ typewriter 
ribbon. 

The problem was how to meet 
the competition from salesmen 
who specialized in this particular 
line. Our men found most of our 
customers satisfied with the car- 
bon and typewriter ribbons they 
were using and they had coupon 
books on hand covering, in many 
cases, a year’s supply of this mate- 
rial. Besides, our salesmen ap- 
parently did not know how to 
meet this specialized selling. 

We began to investigate a num- 
ber of ribbon and carbon paper 
lines and interviewed representa- 
tives from some of the companies. 
Finally we worked out a plan 
whereby we would stock a good 
assortment from one of the larger 
lines and their representatives 


would work with our salesmen for 
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RETAIL STORE OF J. P. BELL COMPANY, LYNCHBURG, VA.—Among the unusual 
specialties displayed are radios and refrigerators. This enterprising firm recently 
achieved success in applying the specialty technique to ribbons and carbons. 


one week about every sixty days 
The primary purpose of this pro- 
cedure was to help us train our 
salesmen in this particular line of 
selling and to help us close the 
more difficult accounts. We set up 
a visible record sales follow-up Sys- 
tem and in this way kept a close 
check on ribbon and carbon users 
The record under each account 
includes the kind of typewriters 
used, the approximate number of 
machines, the kind of carbon and 
ribbons being used, and as far as 
possible the date when they would 
be in the market for a new supply 

By keeping in close touch with 
these accounts and with the as- 
sistance of the trained salesmen to 
guide us, we gradually added one 
account after another to our list 
of customers. We sell coupon 
books to the larger accounts and 
keep an exact record of each book 
as the coupons are redeemed. Be- 
fore the books are entirely used up 
we send a salesman out to sell a 
new one 

By applying the specialty tech- 
nique we have built up this line 
tc a good volume, so that ribbons 
and carbons are now a most satis- 
factory part of our commercial 
stationery business. We wish we 
had other lines that could be de- 
veloped as satisfactorily. 

o —_ © 
“BETTER SELLING” MOVIE FEA- 
TURES SPECIALTIES 
(Continued from page 19) 

“Second, and more important, 
they’re door-openers—they give 
you something new and different 
and interesting to talk about, in- 


stead of ‘Got any printing today?’ 

“Third, and still more important, 
they help you get closer to an ac- 
count—they help you set up as an 
office expert, rather than just a 
stationery salesman. And _ that 
means they help you get all the 
standard business anyway.” 

The film, of course, carries 
through to completion the experi- 
ences of Phil McDonald in win- 
ning Mr. Blakeley’s confidence 
and landing sizeable orders for 
standard equipment. All this de- 
spite Blakeley’s very price-minded 
buyer, Mr. Hellinger, who has an 
erroneous conception of the mean- 
ing of “cutting down expenses.” 

The talkie —entertaining and 
stimulating to the final fade out 
ends with the Sales Manager’s 
final speech accompanied by 
music, which swells in volume. 
With force and persuasion, he 
scores with the following: 

“To all you salesmen—and to 
every salesman eager to make 
more money—I’ll say this: Take 
care of the little things that go 
over BIG with the BUYER—and 
the BIG ORDERS will take care of 
themselves! IT’S THE LITTLE 
THINGS THAT COUNT! 


—- 


“PACKAGE” AIR CONDITIONERS 
FIT SPECIALTY PATTERN 
(Continued from page 23) 
air per minute. Revolvable no- 
draft grille permits the deflection 
of fresh air in any desired direc- 
tion. The motor is floated for 
quietness and does not cause radio 
interference. The filter is replace- 
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able. The cabinet is made of fur- 
niture steel finished in natural 
walnut grain. The unit requires 
only a screw driver and a few 
minutes’ time for installation. It 
does not interfere with opening 
closing or locking the window. 
Kisco Circulairs. Made by the 
Kisco Company, St. Louis, Mo., the 


It Pays to 


= some prominence to 
postal scales in the merchandising 
program nets dealers who make 
the effort an excellent return on 
the money and time invested. 
Special emphasis in displays, ad- 
vertising through envelope stuf- 
fers, and occasional newspaper 
advertisements lead to increased 
volume accompanied by a sub- 
stantial percentage of profit. 

The methods used by the Mar- 
shall-Jackson Company, Chicago, 
are outlined as follows by Eric H. 
Behmer: 

“Our scale line is composed of 
merchandise produced by three 
manufacturers. We major in one 
of these lines and fill in with 
merchandise from the other two 
lines to the extent that we deem 
it necessary to have as reasonably 
complete a line of scales as might 
be demanded by the consumer. 
Also, if there are any outstanding 
numbers in lines other than our 
major line that might be fre- 
quently demanded, they are also 
added to our line. 

“Although we have no partic- 
ular sales promotion plan on 
scales either for our outside men 
or our store men, we do have a 
spot in the store in which every 
scale is sampled. This is a lighted 
wall display case enclosed by slid- 
ing glass doors. Here every scale 
is shown and labeled with the 
number and price. 


Circulair line includes severa] 
models of air circulators. Table, 
ceiling and standard floor models 
are all equipped with Circulair 
units which are described as pro- 
viding circulation of cool air with- 
out blasts or drafts. Air is drawn 
up from the floor area and dis- 
tributed in all directions. Circulair 
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units are compactly designed for 
usé where space is limited. Motors 
run quietly and dependably with 
little attention. The 5M29 Circu- 
lair unit is shown on page 23. It 
lists at $26.00 in single speed, and 
$29.50 in three speeds. Finishes 
available include ivory, green, 
brown and black. 


Emphasize Postal Scales 


Permanent Displays in the 

Store Supported by Occa- 

sional Featuring in Windows 
Attracts Trade 


“We use a ‘Kum-kleen’ label 
which has an adhesive similar to 
that used on Scotch cellulose tape. 
This makes it possible for the 
sales person who might find it 
necessary to sell the sample 
(which, by the way, we encourage 
so as to cut down the loss from 
shopworn merchandise) to remove 
the label from the scale and stick 
it on the glass door of the case. 
This immediately becomes a sig- 
nal for the clerk who is handling 
that particular stock either to re- 
sample the scale from the reserve 
stock or to turn in a ‘short’ to the 
purchasing department signifying 
that the stock of that particular 
item is exhausted. 


Effective Labeling Scheme 

“This system serves two basic 
purposes. First of all, it keeps the 
scales before the public at all 
times and makes them available 
for easy and convenient selling. 
Second, it provides a convenient 
spot where the outside men can 
come and see the entire assort- 


ment of scales carried in stock. 
In some measure it might be said 
that merchandise which can be 
shown in this manner permanently 
helps to make the outside sales 
force conscious of that particular 
item.” 


Displays Sell Scales 


From G. C. Lipp of The W. H. 
Kistler Stationery Company, Den- 
ver, Colo., comes the comment, 
“Most of our scale business is 
done through our wholesale de- 
partment. What business is done 
at retail is achieved mostly 
through display. We keep scales 
on display in the store about ten 
months of the year. Special dis- 
plays are put in our windows twice 
a year, each exhibit being main- 
tained for one week. Without any 
particular drives, our outside 
salesmen do a fair job of keeping 
our volume up.” 


William Schmiederer, manager 
of the stationery department of 
Buxton & Skinner Printing and 
Stationery Company, St. Louis, 
Mo., says, “Our postal scales are 
exhibited in a fairly prominent 
spot on our sales floor. The dis- 
play is maintained permanently. 
At intervals we show scales with 
other items in our window, aug- 
menting the publicity with occa- 
sional newspaper advertisements. 
The majority of our sales are 
made in the store.” 


Here Endeth the Fourteenth Annual Office Specialties Section 
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Sweden 





Industrial Production Off Slightly But Consumption of Office Machines and Equipment Holds Steady 


(This statement was received 


Conran signs of weakening of 
the Swedish market were notice- 
able in the fall of 1937, although 
not in a very marked degree. It 
could, of course, not be avoided 
that this weakening which, during 
1938, more or less put its stamp 
on the economic development in 
most countries, should also be felt 
in a country with so intimate and 
different relations to the world 
market as Sweden. It can not be 
said, however, that business has 
suffered in this country. It is 
characteristic that unemployment 
continues to be at a low point, 
thus the number of unemployed 
seeking assistance at the Govern- 
ment Employment Bureau has 
amounted to about 10,000 per 
month during the late summer 
and early fall. 

Altogether, the economic situa- 
tion in Sweden is still remarkably 
stable. The state finances are 
sound. There is an abundance of 
ready capital seeking investment 
at a low rate of interest which 
has to a large extent contributed 
to a very lively building activity. 


Industrial Production Declined 
in 1938 


After having reached its high 
point during the fall of 1937, the 
volume of industrial production 
declined rather gradually during 
1938. The index established by 
the Swedish Society of Industry 
gave, for September, 1938, the fig- 
ure 115 (in August 114), against 
124 in October 1937. This decline 
is mostly due to the considerably 
poorer state of things within the 
principal exports of Sweden, 
namely wood pulp, paper and tim- 
ber industries. Even such an im- 
portant branch as the iron indus- 
try shows a considerable decrease 
in the production. The machine 
industry has succeeded in keeping 
up its former position fairly well. 

True enough it may be inferred 
from the above that the situation 
has been less favorable in Sweden 
during 1938 than the _ previous 
year. In general the _ situation 
does not, however, seem to have 
given cause to any feeling of crisis 
and the nearest future is judged 
quite optimistically. The visible 
signs of improvement of the mar- 
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ket which have been noticeable 
especially in the United States, as 
well as the tendency of a stabil- 
ization of production and price 
levels which has been felt lately 
in Sweden, may justify such an 
optimistic view. 


No Recession in Office Machines 


In regard to the market situa- 
tion of office machines and equip- 
ment, it can truthfully be said 
that it has in general been about 
the same in 1938 as in 1937 and 
at present there seems to be no 
tendency of a slow down. The 
development of mechanization of 
office detail and modernization of 
offices seems to progress all over 
the world rather independently 
of temporary changes of market 
conditions. The yearly consump- 
tion in Sweden of typewriters is 
estimated at between 15,000 and 
20,000, of which more than 75 per 
cent are of foreign make and 
manufacture. During the period 
January-October 1938 typewriters 
to the value of 2.22 million Kronor 
and adding-calculating and other 
office machines to the value of 
1.06 million kronor were imported 
to Sweden, against 2.39 and 1.47 
million kronor respectively, during 
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the same period of 1937. The de- 
cidedly largest part of the import 
in question consists of American 
machines. The table printed below 
shows the extent of this import 
from the U. S. A. during the last 
years. 

As may be seen, the import of 
standard typewriters has rather 
well kept up of late and book- 
keeping machines have increased 
considerably, while a certain de- 
crease of other type of office ma- 
chines has taken place. 


Sweden Heads List of U. S. 
Adding Machine Importers 


It is interesting to note that of 
the approximately fifty countries 
which import office machines 
from the United States, Sweden 
held first place in 1937 as to add- 
ing and listing machines and this 
in spite of the fact that the coun- 
try itself manufactures two makes 
of such machines, thus going 
ahead of such countries as for 
instance England and “France. 
Though the importance of Sweden 
as an importer of typewriters 
from the U. S. A. is comparatively 
more moderate, still, our country 
took fifth place in portables before 
Belgium, Czechoslovakia, Holland, 
Argentina and Brazil, and, with 
regard to office typewriters, the 
seventh place, before, among oth- 
ers, Belgium, Czechoslovakia and 
Holland. 

The above figures show the im- 
portance of the Swedish office 
machine market to the United 
States as well as the ability of 
Swedish business to appreciate 
modern office equipment. 

As is known, Sweden has also a 
considerable export of office 
machines. During the period Janu- 
ary-October 1938 the Swedish ex- 
port of calculating machines, add- 
ing machines and typewriters had 
a value of 5.05 million kronor 
against 5.49 million kronor during 
the same period of 1937. By far 
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the largest portion of this export 
consists of calculating and adding 
machines, but as a Swedish con- 
cern which manufactures and 
sells office machines also on the 
foreign market has acquired the 
interests of the only plant manu- 


facturing typewriters in Sweden, 
greater efforts and _ possibilities 
may be expected for the next 
years to come in order to place a 
comparatively larger share of the 
Swedish production of typewriters 
abroad. Finally, may be men- 


Belgium 
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tioned that, during last fall, an 
agreement was made between the 
Swedish sellers of typewriters in- 
volving a regulation of selling 
prices, the object being to stabil- 
ize the market and to prevent 
unfair competition. 


Field of Sales Restricted; European Trained Resident Export Manager Recommended 


(This statement was received too late for presentation with the “Round the World Forecast” section last month) 


I, ONE examines a map of the 
world, the small area covered by 
Belgium is hardly visible; consid- 
ered from this angle, our country 
might be neglected. But a visit or 
even perusal of statistics pertain- 
ing to Belgium will rapidly modify 
such an opinion. 

While its territory is only some 
11,750 square miles, it has a popu- 
lation of 8,500,000 residents, i.e. 
723 per square mile. Belgium has 
thus the most dense population in 
the world. 

It is crossed by a network of 
roads, canals and railways which 
reach the most outlying points of 
the country. There are in Belgium: 
1,000,000 radio sets, i.e. one for 
every eight inhabitants; 2,000,000 
cycles, i.e. one for every four in- 
habitants; 250,000 automobiles, i.e. 
one for every thirty-two inhabi- 
tants. 

Statistics for office machines, if 
available, would be equally elo- 
quent of the spirit of progress 
which animates our country. Till 
1914, Belgium imported about 
eighty per cent of her require- 
ments from the United States; the 
World War considerably modified 
this position and today it is not 
difficult to believe that the market 
is divided and that imports from 
America represent fifty per cent, 
the remaining fifty per cent com- 
ing from European countries. 


How America’s Market Shrunk 


Why has America in twenty 
years lost thirty per cent of the 
Belgian market? There are many 
reasons. First, Europe is better 
organized in this field than it was 
two decades ago. We have today 
office machines factories in Ger- 
many, England, Sweden, Switzer- 
land, Italy and France. After hav- 
ing secured a place for themselves 
in their own domestic markets, 
these manufacturers have looked 
further afield and sought outlets 
in neighboring countries under 
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conditions closely akin to dump- 
ing. They have improved their ma- 
They have improved their ma- 
chines immensely and have the 
further advantage of understand- 
ing thoroughly the needs of Euro- 
pean markets. 

American machines enjoy a 
merited prestige owing to their 
long standing in the world’s mar- 
ket. Their quality has improved 
and in general they represent an 
undeniable progress. 

We quite appreciate that certain 
American manufacturers enter- 
tain fears regarding the future of 
Europe where certain markets are 
already closed to them or where 
the monetary restrictions impose 
an insurmountable obstacle. 


In short, the part of Europe 
which remains open to trade and 
where business possibilities exist, 
is very small. This represents one 
reason for losing ground. It does 
not mean, however, that coun- 
tries such as, for example, France, 


England, Holland, Switzerland, 
Sweden, Norway and Poland 
should be neglected. The Ameri- 
can manufacturers must have a 
European sales policy. The send- 
ing of an export manager, very 
often American, is not sufficient; 
such a European manager should 
himself be well acquainted with 
the European market and have 
sufficient authority to modify the 
conception of his home office re- 
garding such problems as prices, 
machine models, credit and pub- 
licity. Manufacturers must give 
every aid to the European dealers. 


American Firms Must Fight to 
Hold European Markets 


There are possibly 400,000 peo- 
ple employed in the manufacture 
and selling of office machines in 
Europe; these people work and 
must work. The problem is to 
know whether American manufac- 
turers have made up their mind 
to react and defend their position. 
Unless they do this, European 
markets will steadily become 
closed. 

Till now, European competition 
has scarcely been felt on the 
American market, but it is so ag- 
gressive that it is not unlikely that 
one day it will endeavor to secure 
a foot-hold, unless artificial bar- 
riers are put in its way. 

In drawing attention to this sit- 
uation in the columns of OFFICE 
APPLIANCES, I express a purely in- 
dependent opinion. I have friends 
on both sides of the Atlantic and 
am watching impartially a chang- 
ing market and sportingly await 
the result of the struggle. I agree 
that it is somewhat unequal as 
the American manufacturers can- 
not afford to adopt artificial means 
to hold their markets, but the dif- 
ficulties do not appear to me to be 
insurmountable when one sees for 
example the recovery that has 
been made by American automo- 
bile manufacturers. 








Concentration on a Jew Lines Builds 
Office Machine Business 


ti 
I USED to live in Minneapolis, 
and worked out of there, selling 
typewriters,” said M. J. Daboll, St. 
Cloud, Minn., in a recent inter- 
view. “But as my number of cus- 
tomers increased, too many of 
them began asking me where my 
office was, which was sometimes 
embarrassing. I couldn’t very well 
tell them I didn’t have one, so I 
opened this place in 1930, mostly to 
give me a business address.” 

Well, after giving himself a busi- 
ness address, at 828 St. Germain 
street, under the unpretentious 
name “The Typewriter Shop,” 
Salesman Daboll set out to build 
himself a business, to go with the 
address. 

Handling only typewriters at 
first, he soon added stencil dupli- 
cators and adding machines. He 
still confines his activities to these 
three lines. 

Starting as his own sales force, 
he now employs five salesmen, two 
service men, and an office force of 
four persons. He has an agree- 
ment with other St. Cloud firms 
that he will stay out of the sta- 
tionery and office supply business 

excepting, of course, typewriter 
paper, carbons and duplicator sup- 
plies—so long as they do not han- 
dle any of the three lines in which 
he specializes. Yet he buys type- 
_ writer and duplicator paper by the 
carload, which leads to the sus- 
picion that if business conditions 
had been good during the eight 
years since he started his business, 
he might have done right well! 


Every Member of Staff a Specialist 


After visiting for a few minutes 
in The Typewriter Shop, it is not 
difficult to see why this firm has 
steadily forged ahead, in spite of 
unfavorable economic conditions. 
The reason is that every person 
connected with the firm is a spe- 
cialist in his or her particular job. 

That the head of the firm knows 
his job is indicated by the fact 
that in 1929, while he worked as a 
salesman for the L. C. Smith & 
Corona Typewriters Inc. he was 
second high salesman in a nation- 
wide contest, during which he sold 
eighty typewriters in a_ single 
month. 

Mr. Daboll is not satisfied merely 


Efforts of ‘'The Typewriter 
Shop" Staff Profitably Con- 
fined to Typewriters, Dupli- 
cators and Adding Machines 


By OSCAR OPSAHL 





MR. DABOLL 


with imparting his own knowledge 
to his men, however. They make 
periodical trips to the manufac- 
turers of their products for “fac- 
tory” training, and he insists that 
they make the most of all sales 
aids provided them by manufac- 
turers. 

Ray L. Scharf, typewriter serv- 
ice man, spent twenty-five years 





with the L. C. Smith & Corona 
Typewriters Inc., before he was 
employed by Mr. Daboll, yet he 
still strives to increase his knowl- 
edge of his job. 

Warren T. Smith, who handles 
servicing of Mimeographs, is also 
“tops” in his line. He has served 
The Typewriter Shop for six years, 
and makes a trip at least every 
two years to the A. B. Dick Com- 
pany’s factory for special training. 


Mimeographing Service Wins 
Friends 

Mrs. Harriet Belanger does most 
oi the Mimeographing for firms 
who need such service. She is a 
public stenographer, who has spe- 
cialized in the most exacting 
phase of that profession. It is no 
exaggeration to say that Mrs. 
Belanger can turn out work with 
a stylus and stencil, which would 
be a credit to many a commercial 
artist. 

For example, she mimeographs a 
piece of bridge work, or a denture, 
showing missing teeth, cavities, 
clasps, etc., realistically enough so 
that a dental laboratory depends 
on her to prepare much of the 
direct mail advertising they send 
to their dentist customers. A three- 
color greeting card she showed 
this writer would no doubt find 
ready sale if placed on the market. 

School diplomas which look as 
thought they were printed; music 
for schools and churches; city di- 
rectories, or school annuals—no 





HEADQUARTERS OF “THE TYPEWRITER SHOP,” the office machine business 
which grew out of a need for a “business address.” A full basement provides 
ample space for storage, as well as the service department. 
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field in which the Mimeograph 
can be used is overlooked by this 
wide awake firm. 


And how thoroughly they culti- 
vate each field is indicated by the 
fact that of the forty granite firms 
in this trade territory, more than 
seventy-five per cent are using 
Mimeographs supplied by The 
Typewriter Shop. 

In getting these gratifying re- 
sults, Mrs. Belanger’s work un- 
doubtedly has played an impor- 
tant part. The high standard of 
quality she sets for herself, not 
only brings a lot of Mimeograph- 
ing to The Typewriter Shop, but 
the samples she supplies are pow- 
erful aids to the salesmen in sell- 
ing machines. 


Salesmen Skilled at Stencil 
Cutting 


These salesmen, however, are 
aualified to cut snappy stencils on 
their own account—and they do 
it. In nearly every case, before 
calling on a prospect, they size up 
the business, as to the type of 
Mimeographing most needed. Then 
the salesman goes to his hotel 
room, and cuts a stencil to fit that 
particular business, being sure to 
feature the firm name _ promi- 
nently, and runs off a sample on 
his portable machine. 

If any reader is inclined to the 
belief that this common-sense ap- 
plication of psychology to sales- 


manship requires too much time 
and effort, he will be interested in 
an illustration of how it has 
worked out for Mr. Daboll. 


One morning one of his sales- 
men set out to cover a small town 
in central Minnesota. He learned 
that the local bank did a substan- 
tial volume of business in hail in- 
surance. Before talking to bank 
officials, he went to his room, and 
prepared a sample of a circular 
letter on hail insurance, addressed 
to farmers, which he thought 
could be used to advantage by 
that bank. 


Sold, one Mimeograph. 


Next he stopped at the drug- 
store for a pack of cigarettes. He 
noticed that the luncheonette and 
soda fountain were serving a lot 
of customers. He retired to his 
recom to cut a stencil. Shortly he 
was back at the store to show the 
proprietor a sample of a Mimeo- 
graphed menu, illustrated with a 
tempting glass of ice-cream-soda. 


Sold, another Mimeograph. 


His next prospect handled poul- 
try and other produce, so a third 
letter, to fit his individual needs, 
was prepared. 


This also resulted in a sale, mak- 
ing three sales in as many calls. 
Which, we submit, is effective sell- 
ing. 


Of course, this firm does not 


Poker Face 
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forget a customer immediately a 
sale has been closed. Periodical 
calls are made on him, to see that 
his equipment is in good working 
condition—and to pick up tips on 
other prospective customers. On 
the average, one out of five such 
calls develops a new customer. 


All typewriters taken in on 
trades are reconditioned, and 
either used for rental purposes, or 
resold. Approximately one hun- 
dred machines are out on rental, 
and since a rental customer often 
develops into a purchaser, rental 
machines are always kept in first 
class condition. 


Among the merchandising meth- 
ods put into function by Mr. Da- 
boll is extensive use of direct mail 
advertising, especially to mimeo- 
graph users. A monthly “House 
Organ” keeps customers informed 
concerning all new items of mer- 
chandise, at the same time in- 
structing them on how to get the 
best results from their equipment. 


Even if a customer does not fol- 
low those instructions, and conse- 
quently runs into difficulty, the 
service man bears in mind that 
the customer is “always right.” 
Instead of being chided for the 
mishandling of equipment, he is 
reinstructed on how to do it prop- 
erly, with the salesman often tak- 
ing the blame for not explaining 
the problem thoroughly enough in 
the first place. 


Too much has been said in praise of the "poker face.’ We have complimented 


statesmen, politicians, sportsmen, gunmen, industrial leaders and even a lady tennis 
champion, by attributing to them the expressionless face and the controlled emotion 
of the gambler. 


But which would you rather take to see your most prized rose bush or your new 
car, a friend with a poker face and the ability to keep every emotion down to twenty 
miles per hour, or someone bubbling over with enthusiasm for everything new or 
marvelous? 


A poker face and a gambler's repression may be a help in putting through a 
deal where it is desirable that the other fellow shall not gain an inkling of how you feel 
or what you think, but the thing that carries a man along when he is starting under 
unfavorable conditions, with obstacles to be overcome, is enthusiasm. We like to hire 
young men who are fired with enthusiasm for the work they are undertaking. 

We like to be associated with people who can laugh at a thing that is funny, give 
three cheers for a patriotic act, yell for the pitcher when he pulls out of a hole and 
yelp at the umpire who put him into it. 

It is enthusiasm, obvious enthusiasm, that has effectively promoted the discovery 
of new lands, new resources, new machines, new talent. It is enthusiasm that has 
brought about the abundant development of those discoveries. 

It may be the fashion for people to face the greatest natural wonder with a 
"dead pan," or to yawn in the presence of a masterpiece of art or mechanics. But 
following a senseless fashion is not the way to the heights of success. Rather it is the 
way to the catacombs of failure.—Frank Farrington. 

(All rights reserved) 








The Percentage-of-Sales Basis 
for Store Rental 


Note.—Although May 1 is just as 
popular a date for business prop- 
erty rental contracts as for apart- 
ment and home leases,negotiations 
for store rentals are generally 
begun shortly after the opening of 
a new year. The appended article, 
written expressly for OFFICE AP- 
PLIANCES, delineates the percentage 
type of lease, pointing out its ad- 
vantages and its limitations. Office 
equipment and commercial sta- 
tionery dealers who must solve the 
store rental problem within the 
next few months will find Mr. 
Krueger’s discussion an excellent 
guide. 


A PERCENTAGE lease is a con- 
tract between a building owner 
and tenant, or lessor and lessee, 
providing for the payment of a 
pre-determined proportion of each 
dollar’s business obtained in the 
demised premises as rental. Al- 
though leases of this type have 
been in use to some extent for 
many years, wide-spread adoption 
is a comparatively recent develop- 
ment. They are looked upon with 
increasing favor by all parties 
concerned as effective instruments 
which contribute to an enduring 
system of successful renting. It 
should be said at the outset, how- 
ever, that a percentage lease is not 
applicable in all cases of store 
renting. It is chiefly used in large 
volume retail locations by estab- 
lished merchandisers who operate 
their businesses in accord with the 
principles of good management. 


Lease Should Be Mutually 
Profitable 

Any lease or contract covering 
any period of time with definite 
Stipulated rentals is no more than 
a mutually agreed upon estimate 
for the future. Unless it develops 
that the estimate was computed 
or guessed correctly, one of the 
parties stands to lose from his 
rightful profits. Frequently cir- 
cumstances change faster than 
adjustments can be made under 
the terms of a lease or at its ex- 
piration, causing an unforeseen 
error in the estimated rental value. 
Such circumstances might be the 
creation of a new business center, 


An Informative Discussion of 
the Factors Involved in the 
Several Types of Percentage 
Leases in Use and the Circum- 
stances Under Which They Are 
Available 


By ROY H. KRUEGER 


Ross, Browne & Fleming, Real Es- 
tate and Property Management, 
Chicago, Illinois 


the diversion of traffic to other 
arteries, the formation of a hazard 
which might discourage shoppers, 
the creation of new competition. 
On the other hand, the reverse of 
these possibilities might occur to 
the particular location which 
would enhance the value of the 
site. Higher taxes and assessments 
for the building owner often fol- 
low closely any improvement. 

In any event, unless the fixed 
rental of a lease so affected by 
any of these suggested or other 
changes, can be modified in a 
comparatively short time, one 
party may gain and the other lose. 
A logical conclusion is that the 
most equitable arrangement for 
both parties to a contract would 
involve a flexible rental figure. 
The human tendency to err in 
forecasting an appropriate figure 
for a straight rental lease has long 
been recognized. Several remedies 
which help to remove some of the 
chances of error have been tried 
from time to time. Here are two 
such variations: The makers of 
long term leases usually include a 
clause permitting re-appraisement 
of the value of the leased premises 
at stated intervals and the conse- 
quent right to change the rental 
figure accordingly. Other leases 
include a tax participation clause 
whereby the lessee shares with the 
lessor, to some extent, any pos- 
Sible increase in taxes during the 
term of the lease. 

Of the several types of percent- 
age leases, only the two in most 


common use will be treated in this 
discussion. They are (a) straight 
percentage —no guarantee, and 
(b) percentage with minimum 
guarantee. 

The first type named, as the 
title indicates, involves a rental 
predicated only upon a proportion 
of the renter’s business volume. 
This type must carry a recapture 
clause, giving the owner the right 
to cancel after a reasonable time 
in event the tenant fails to reach 
a pre-determined volume. This 
form of lease is not generally ac- 
ceptable to a building owner for 
the simple reason that he is 
obliged to assume the entire gam- 
ble in the matter of rent to be 
paid. Yet this method is justifi- 
able in certain cases, of which two 
are as follows: Where the owner 
cannot or will not enter into a 
lease for a long enough period of 
time to attract a responsible ten- 
ant. Where it is demanded by a 
prospective tenant who is highly 
desirable from the standpoint of 
proven ability to do a volume busi- 
ness and of unquestioned integrity 
and responsibility. 

The percentage with minimum 
guarantee lease is the most widely 
used form because it more nearly 
answers all of the equitable ques- 
tions which might arise in con- 
nection with a lease on store prop- 
erty. This form of lease entails 
two features: 1. The determina- 
tion of a fixed minimum rental 
which the owner will receive. This 
figure is generally the current fair 
rental value of the premises. 2. A 
definite percentage is mutually 
agreed upon as the fair proportion 
of each dollar’s business which can 
be allocated to rental. The per- 
centage feature, of course, does 
not begin until the volume of busi- 
ness equivalent to the minimum 
guarantee has been reached. For 
example, a lease may require a 
minimum guarantee of $100.00 per 
month and in addition the pay- 
ment of ten per cent of gross sales 
on all business in excess of 
$1,000.00. 


The minimum requirement can 
be justified in several ways. While 
a percentage lease in some re- 
spects appears to create a partner- 
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ship between the landlord and 
tenant, it does not allow the land- 
lord to interfere in the conduct of 
the tenant’s business. Therefore, 
as the capital investment of the 
landlord, represented by a store 
property, is turned over to and 
placed at the disposal of the ten- 
ant, it is only fair that the tenant 
should pay rent on an amount of 
business that it is understood 
could be produced by any aggres- 
sive merchant. It must be remem- 
bered that an occupied or vacant 
store makes very little difference 
in the overhead expenses of main- 
taining the property. Taxes, and 
other items, continue in either 
case. Also, it is generally admitted 


Guest Room 





A N innovation of no little suc- 
cess to the Western Lithograph & 
Office Supply Company store, 
Wichita, Kan., has been the sec- 
ond floor “guest” room, adjoining 
the firm’s offices, for accommoda- 
tion of any customers who may 
care to use it. 

The room is nicely furnished 
with a complete outlay, from rugs 
to curtains and lamps, in the best 
of modern taste. It is changed 
periodically, just as one would a 
room for special display. 

“Guests” (the word is used in 
preference to customers, since this 
is the “tone” of the effort behind 
the room) may use the room for 
private study purposes, to read 
proofs, okeh printing copy, or for 
other study purposes of their own, 


that to do any business at all, 
most enterprises require a fixed 
overhead such as wages, lights, 
investment in merchandise, fix- 
tures, etc., and it is accordingly 
justified that the item of rental 
should be included in_ these 
charges as the cost of doing busi- 
ness. 

Of course, there will be ad- 
vanced the proposition that an 
establishment commencing in a 
new location will require some 
time to attain the normal ex- 
pectancy of business. The tenant 
also has the additional expense, 
at the beginning, for the original 
investments in fixtures, etc. In 
some cases, the negotiation for 





as they desire. They may be as- 
surec of quiet; there is no tele- 
phone in the room. 

Or they may confer here with 
company officials and salesmen. 
The room is good for “closing” 
sales, though this is not its pri- 
mary purpose. Behind the whole 
plan, W. Homer Kelly, vice-presi- 
dent and sales manager, explained, 
is the desire to give the customer 
looking at office suites a complete 
change of furnishings, after he 
has studied the merchandise he 
might like to buy, and while dis- 
cussing the sale of it with him. 
Here, he has the pleasant feeling 
which an artistically arranged 
suite is able to give through its 
rugs, curtains, well finished 
couches, chairs, desks and tables. 


w 
wu 


a lease takes these into considera- 
tion and a sliding scaie arrange- 
ment for rent is worked out. For 
example: The total possible vol- 
ume of business might be mutu- 
ally estimated and this amount 
divided into three brackets of ap- 
proximately equal amounts. Sup- 
posing ten per cent were agreed 
upon as the proper percentage for 
rental. The lease might commence 
with a requirement of nine per 
cent applicable to the first bracket 
of sales, ten per cent to the second 
and eleven per cent to the third 
bracket and all in excess. This 
arrangement is considered 
fair because it is generally ac- 


(Turn to page 37, please) 


" Accommodates Customers 


THE “GUEST ROOM.”—An innovation 
of the Western Lithograph & Office 
Supply Company, Wichita, is the guest 
room recently established for the use of 
the firm's customers. There, amid digni- 
fied surroundings and good furniture, 
the customer may confer with officers 
of the company, salesmen, etc., at his 
ease and convenience. 


The guest room is the latest ad- 
vance toward better merchandis- 
ing of office furnishings begun by 
Western Lithograph when furni- 
ture was moved from a second 
floor location, where it offered 
something of a psychological bar- 
rier to sales, to first floor display 
window rooms. 

The first floor location presents 
the merchandise in two large 
rooms having display windows for 
one side of each. This meant more 
public presentation of a merchan- 
dise which had been kept in an 
off-traffic location, and better 
lighting. More than this, it brought 
women buyers of office furniture 
more into the picture than under 
the old arrangements. 

That women are becoming more 
and more important in office fur- 
nishings sales, Mr. Kelly is con- 
vinced. They may act in an 
advisory capacity as the stenogra- 
pher; or they may do almost all 
the buying as “wife” of the custo- 
mer. In either case, window dis- 
play psychology has exerted a 
beneficial influence in the sales 
volume of the company, particu- 
larly in building sales of acces- 
sories to the major pieces. 








Compensation for Outside Salesmen 


W 
E PAY salesmen straight 


commission and wouldn’t think of 
trying any other method now,” 
declared a_ successful stationer- 
office outfitter recently. He oper- 
ates in a city of nearly 300,000. 
“Every time we've tried men on 
salary we find eventually that 
they become loafers on the job.” 

“We've tried both the commis- 
sion plan and the straight salary 
method of paying salesmen,” de- 
clared the owner of a successful 
office supply business in a town 
of 15,000, ‘‘and we finally switched 
to the salary method. We’ve been 
doing a great deal better with our 
outside selling since.” 

According to the opinions of 
many successful stationers and 
office outfitters interviewed on the 
subject of compensation for sales- 
men, there is no “best” method. 
One executive will swear by a 
specific plan, and another one, 
just as successful as the first, will 
only swear at it. 

There are obvious advantages 
and disadvantages to both the 
principal systems. A composite 
view is that what system is best 
for a specific concern depends 
largely upon the concern itself 
and local conditions. 

On the other hand, some firms 
have taken one or the other prin- 
cipal plans, or a combination of 
the two, and have worked out 
successful compensation systems. 

The dealer in the city of 300,000 
population favored the commis- 
sion plan because he found that 
to get business required a lot of 
hustle and ingenuity. His town 
was a bustling, rather’ cold- 
blooded proposition, as he saw it. 
Business was not done to a great 
extent on the basis of friendship. 
Prestige of the firm counted some; 
but the fellow who got the busi- 
ness was the one who pounded the 
pavements, accepted rebuffs like 
a duck accepts rain, and kept bor- 
ing in till he landed the order. 


A Brief for the Commission Plan 


“You put a man on salary and 
he is not so inclined to bore in,” 
this executive declares. “When the 
salesman is on salary, he knows 
he’s going to get his pay check 
at the end of the week, whether 
he sells anything or not. On the 
other hand, if he realizes that he 


How Some Successful Office 
Supply Firms Pay Salesmen 
and One Unique Combination 


method That Has Worked Ex- 
ceptionally Well 


By RUEL McDANIEL 


must face a wife or a landlord on 
Saturday night without cash, he’s 
going to swallow rebuffs and go 
right on and earn that needed 
money. 

“Also, we have found that you 
get a more aggressive type of 
salesman if you hire him on com- 
mission basis. He is in a manner 
in business for himself; and the 
man who is willing to take a 
chance on his own ability is, usu- 
ally, more aggressive than the fel- 
low who wants the firm to stand 
the risk of his selling or not sell- 
ing. Yes, by all means, give us the 
commission man every time.” 

That particular concern em- 
ployed two floor salesmen on sal- 
ary, but the three outside men 
drew only their commissions and 
spent practically all their time 
outside the store. 


Straight Commission Plus an 
Unusual Feature 


One concern in a city of about 
80,000 has worked out a slight 
variation of the straight commis- 
sion plan that has done much to 
keep commission men happy and 
to guarantee each man at least 
some money at the end of every 
week. Each man has one day a 
week on the floor, the specific day 
of the week rotating, so that no 
salesman is favored. Not only does 
the salesman receive a commission 
on everything he sells on the floor 
that day but on everything that is 
sold out of the office furniture and 
business machines department 
unless the sale is to some prospect 
carded by one of the other sales- 
men. In that case, the man who 
has the prospect’s name filed re- 
ceives the credit. 

On this basis, the company pays 
a commission to some salesman 


for everything sold out of that 
department, regardless of who 
sells it. The man on the floor 
gets the credit unless the prospect 
has been called on. The men are 
especially pleased with the plan, 
because it gives them one certain 
day of commissions each week; 
and they also find a day a week 
on the floor refreshing and, to an 
extent, educational, after spending 
the rest of the week on the street. 
This particular concern has been 
employing the plan for seven years 
and finds it satisfactory. 


Salary System Used by Stationer 
in Smaller Community 

The dealer in the town of 15,000 
who switched to the salary plan 
after trying others did so because 
he found it impossible to obtain 
and hold good and honest sales- 
men on commission basis. “In this 
town people do much of their buy- 
ing on the basis of friendship. It 
requires a salesman several weeks 
to build up a following that is 
sufficient to make his job profit- 
able for him,” he points out. 
“There are few good salesmen in 
a town this size who are willing 
to work on commission. When a 
man comes in from some other 
town, he generally is something 
of a drifter. Such a salesman does 
not like small towns; and he usu- 
ally looks upon his job with us as 
temporary —usually only long 
enough to make enough money to 
move on to a larger city. If he 
is not anxious to get to a city, it 
is because he has pulled so many 
crooked deals in nearby cities that 
he can’t get a job with any repu- 
table concern there and thus has 
to stick to the small towns. If he 
has pulled such deals before, he 
will do the same thing again; so 
we can’t afford to have him going 
out to our friends and represent- 
ing this store. 

“So we find it more satisfactory 
to hire good local young men, 
preferably those who have their 
homes here and intend to live here 
permanently. We pay them a mod- 
est compensation to start, and if 
they stick it out and their sales 
mount as we think they should, 
we increase the salary in propor- 
tion to their earnings, based on a 
theoretical commission basis.” 

The owner of a successful office 
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supply firm in a city of 45,000 peo- 
ple uses a rather unique plan that 
has been signally successful with 
him for more than six years. 

The basis of his compensation 
for salesmen who work primarily 
outside the store, including small 
towns within a radius of about 
fifty miles, is a salary plus a bonus 
on sales. 

The salary is sufficient for the 
salesman to live on. Yet it is made 
clear to him when he starts with 
the company that unless he earns 
more than his salary, his services 
are not considered satisfactory. 

Each man’s sales are individ- 
ually tabulated. At the beginning 
of the year a quota is set up for 
him, based on a theoretical com- 
mission equal to his salary for the 
year and sales necessary to earn 
that theoretical commission. If his 
sales equal only that quota, he 
has not actually cost the company 
anything extra, yet he has not 
pushed his job as he should have 
and has not earned any real in- 
come for himself. 


On the other hand, if his sales 
have exceeded the quota set up 
for him, it means that the com- 
pany has profited from his sales 
beyond his cost to the company 
and he deservedly should be paid 
in proportion to that profit. Ac- 
cordingly, he receives a bonus at 
the end of the year on all sales 
above his quota at a commission 
rate equal to that which was used 
in establishing his quota. 

If a man shows early in the year 
that he is going to have a con- 
siderable bonus coming at the end 
of the year, the company permits 
him to draw a part of his earned 
bonus, based on his monthly sales 
quotas, as he needs it. 

A firm operating in a city of 
about 165,000 population pays 
every salesman a drawing account 
of $15 a week, regardless of his 
earnings, against his accumulated 
commissions. At the end of each 
month his commission earnings 
are totalled, his weekly drawings 
are deducted from the monthly 
earnings and he_ receives a 
“bonus” check for the difference. 
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Obviously the company does not 
expect any man to be satisfied 
with this small drawing account 
and it does not tolerate a man 
who draws a “bonus” of less than 
$50 a month. The top man aver- 
ages $135 a month above his 
weekly drawing account. 

One concern that employs the 
straight commission plan has 
worked out a simple system to 
guard against what is perhaps one 
of the major evils of the commis- 
sion plan. That evil is over-draw- 
ing on the part of salesmen. This 
firm has a hard and fast rule that 
no commission man can be in- 
debted to the company more than 
$30 at any time under any cir- 
cumstances. Until a man has 
worked for the firm six months, 
$15 overdraw is his limit. 

By sticking strictly to this rule, 
this firm avoids heavy losses suf- 
fered by some concerns using com- 
mission men, because the loss of 
even the maximum does not seri- 
ously affect the profits on a man’s 
total sales if he has been with the 
company as long as six months. 





THE PERCENTAGE-OF-SALE 
BASIS FOR STORE RENTAL 
(Continued from page 35) 


knowledged that the merchandis- 
er’s per unit cost of doing business 
decreases as the volume increases. 

The proper rental percentage to 
be established naturally must be 
arrived at by mutual agreement. 
After many years of surveys by 
both merchants’ associations and 
real estate boards, it is fairly well 
determined as to the portion a 
given type of business may allo- 
cate to the payment of rent. Suf- 
fice it to say here that the range 
in most types of retail merchan- 
dising is from five per cent to 
twenty per cent. 

In drawing a percentage lease, 
the method of computing the gross 
sales is a matter to be mutually 
concurred in and so stated. It 
might be figured upon an annual, 
semi-annual, quarterly or monthly 
basis. The annual basis is con- 
sidered the most equitable chiefly 
because it covers all seasons. Obvi- 
ously, the choice of computation 
period lengths is a factor only in 
cases where the rental contract 
calls for percentage payments on 
Sales in excess of a minimum 
guarantee. In the case of a strictly 
percentage lease the effect is the 
same regardless of the computa- 
tion periods. After determining 
the period basis, on say a yearly 
term, it is frequently stipulated 


that the tenant will render state- 
ments of sales covering shorter 
periods, as monthly or quarterly, 
and pay the so-called overplus 
payments at these times. It is 
then stated that there will be an 
equalization date soon after the 
end of the fiscal year, at which 





TEN BUYING RULES 


UCCESSFUL merchants in 

all lines follow much the 
same rules in buying. The fol- 
lowing are regarded as elemen- 
tal guides to wise buying: 

1. Buy to sell at a profit. 

2. Buy on the basis of the 
product’s sales appeal rather 
than its price. 

3. Be wary of close-outs and 
bargains. 

4. Avoid freak items. 

5. Know your customers’ 
needs and wants—also dislikes. 

6. Buy nothing which will 
cause customers dissatisfaction. 

7. Keep records of stock on 
hand and items that sell well. 

8. Keep stock well balanced. 

9. Keep inventory as low as 
practicable. 

10. Buy frequently to avoid 
shortages, to get fresh stock, ac- 
celerate profitable turnover, and 


keep working capital free. 
N. G. 


time a final statement is made 
and the owner refunds to the ten- 
ant any overpayment made by 
reason of seasonal payments of 
excess rent. 

It is recognized that the credit 
for volume of trade is due both to 
the merchandising ability of the 
tenant and the location of the 
store. The first consideration of a 
retail merchant in determining a 
place to transact his business is 
the location. He tries to obtain 
the site which will contribute most 
to building his business volume. 
The first consideration of a land- 
lord, or agent, in determining a 
proper tenant for his location is 
the type of tenancy and the ability 
of the merchant. 

The impression should not be 
gathered from this article that 
the old time fixed rent lease is 
obsolete. Probably it will always 
have its place, but the percentage 
lease in store renting, presents a 
solution to many problems in 
landlord-tenant relations. It has 
proved to be a type of fair and 
equitable bargain whereby both 
landlord and tenant share in the 
prosperity and depression of the 
general economic state. An addi- 
tional important advantage is that 
the percentage lease may be made 
safely by both parties for longer 
than ordinary periods, and thereby 
avoid the complexities which al- 
ways attend lease renewals. 
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Merchandising Filing Equipment 


= merchandising of filing 
equipment, like the merchandising 
of any commodity, may rightly be 
termed a science—the science of 
buying and selling files for a 
profit. The degree of success that 
a stationer enjoys in this field de- 
pends on his ability to secure the 
largest volume of business: 

1. With the smallest capital in- 
vestment 

2. With the least expense 

3. At a reasonable profit 

Each of these points merits an 
equal amount of attention and 
consideration. The stationer who 
is unsuccessful in building up his 
filing cabinet business can usual- 
ly attribute the failure of his mer- 
chandising plan to the fact that 
he has overlooked one or more of 
the above considerations, or ig- 
nored their importance. 

Now, how can a sound merchan- 
dising plan for filing cabinets be 
erected on the points mentioned? 
Let’s consider them separately, 
and first of all look to the ways 
and means of increasing our sales 
volume. There are many ways of 
stimulating sales, but I believe 
they can be boiled down to the 
following groups: 

(a) Intelligent salesmanship 

(b) Superior service 

(c) Effective advertising 

(d) Dramatic display. 

Knowledge Necessary in Selling 

Intelligent salesmanship is 
fundamentally based on educa- 
tion. All of your employes who 
contact the public should be thor- 


An Outline of the Problem and 
Some Pertinent Suggestions as 


to Its Possible Solution 


By P. H. YAWMAN 


Yawman and Erbe Manufacturing 
Company, Rochester, N. Y. 
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oughly familiar with the line of 
files which you handle—their con- 
struction, patented features, and 
adaptability to specific require- 
ments. They should be able to 
recommend the best type of hous- 
ing equipment for the various 
methods of record keeping. They 
should likewise have a knowledge 
of floor layout, and Know how to 
make the most of available floor 
space. Too often the advisability 


of using one, two and five drawer 
files as a means of conserving 
space is blindly overlooked by the 
filing cabinet salesman. Educa- 
tion along these and similar lines 
is best accomplished through regu- 
lar meetings and sales classes 
where manufacturers’ catalogues 
and literature are studied, and 
sales problems and procedures are 
openly discussed. 


Better Service Essential 


The modern stationer can no 
longer be satisfied with giving just 
ordinary service. He must make 
use of every available opportunity 
he has, to be of assistance to his 
customers and prospects. This may 
take the form of recommendations 
for a change in their office routine 
or procedure which will bring 
about savings or increased effi- 
ciency. Periodic visits paid them 
by your service man for the sole 
purpose of oiling drawer slides, 
polishing cabinets, and the like, 
are services which are not expect- 
ed, and therefore doubly appre- 
ciated. Services of this nature 
build goodwill at a small cost and 
are of the utmost importance in 
securing additional business. 
Advertising That Stimulates Sales 

Keeping your name before the 
proper people through effective 
advertising will stimulate the sale 
of your files. Your supplier or 
manufacturer furnishes you with 
various pieces of advertising ma- 
terial such as catalogues, broad- 
sides, booklets, envelope enclos- 
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MAKE ‘EM STOP AND LOOK!—tThat is 
the thought behind this dramatized win- 
dow of Yawman and Erbe Manufacturing 
Company products. The display is inex- 
pensive and unusual and the passerby 
immediately gains the impression, as de- 
sired, that bugs in filing are being driven 
from the files through a spray gun which 
emits efficiency. The clever and unique 
treatment of the subject compels the 
attention of pedestrians. 


ures, blotters, etc. Use them—not 
periodically, but constantly. En- 
close them with invoices. Include 
them in the box when you deliver 
stationery items. Make up a mail- 
ing list of all the people in your 
district who have a need for filing 
equipment and circularize them 
regularly with letters and litera- 
ture describing your line of files. 
Tell them what you have to offer 

show them what you carry—but 
above all, keep pounding at it 
constantly. 

Newspaper advertising is also 
worthwhile in promoting the sale 
of files and bringing people into 
your store to see them. Most 
manufacturers supply you with 
advertising mats so that your only 
cost is for newspaper space. Many 
stationers have had remarkable 
results in advertising special offers 
of a combination of file, folders 
and guides at a group price. 
Through the medium of the news- 
paper you can carry your file mes- 
sage to all the business men in 
your district, and at a relatively 
low cost. 

If you have window space make 
it a policy to always include a file 
in your display. There is a natural 
relationship between your files and 
your stationery items or you 
wouldn’t be carrying both so 
show them together. Show the 
cabinet with the drawers open 
and filled with folders and guides 
arranged in the proper indexing 
order. Label your drawers as to 
their contents—this not only gives 
information to those who stop and 
look, but adds to the appearance 
of the file. 

Dramatize your windows so they 
will attract attention. The ac- 
companying illustration shows an 
inexpensive but unusual window 
display that has real attention 
value. The bugs in filing are be- 
ing driven from the files through 
a spray gun that emits efficiency. 
It’s a unique treatment of the sub- 
ject and therefore compels atten- 
tion. 

Make use of your floor space for 
displaying your files. Set them out 
toward the front of the store 





where people who come in to buy 
other items can see and examine 
them. Put your top grade units 
forward with the cheaper equip- 
ment at the rear where they are 
less conspicuous. Place one or 
more files on a raised platform or 
pedestal so they will stand out 
and attract attention. If possible, 
erect an individual background in 
color which will draw the eye to 
the file. Show card and letter 
drawer combinations — remember 
everyone doesn’t know as much as 
you do about files, and many peo- 
ple are unfamiliar with the inter- 
changeability of drawers and the 
various drawer combinations that 
may be had in stock files. 

Having considered some of the 
ways to increase the sale of files, 
we now turn to the three other 
factors involved in good merchan- 
dising. 


Minimum Capital Investment 


We have stated that the station- 
er should operate his file depart- 
ment on the smallest capital in- 
vestment. This, of course, does not 
mean that he should Keep a bare 
minimum of files in stock—this is 
equally as dangerous as overstock- 
ing. To maintain the smallest 
capital investment means keeping 
your investment in files in propor- 
tion to your sales. If you under- 
stock you will be unable to fill or- 
ders promptly and give the service 
your customer deserves and ex- 
pects—this in turn acts as a brake 
on sales and definitely keeps sales 
down. Should you overstock, you 
then extend your capital invest- 
ment and thereby reduce your 
working capital which is very like- 
ly to lead you to a court of liqui- 
dation. An efficient inventory con- 
trol system is the best means of 
avoiding either of these faults 
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and provides a definite method of 
maintaining the proper balance 
between stock investment and 
sales. 


Relation of Expense to Sales 


The element of expense in any 
merchandising plan is deserving 
of marked attention. If the ex- 
pense of securing additional file 
business parallels or mounts with 
your sales, you are at best only 
swapping dollars—as your volume 
expands, your profits shrink. Larg- 
er sales entitle you to dollar vol- 
ume discounts and you should take 
advantage of them. This can be 
accomplished by placing all your 
purchase orders with one source 
of supply. Writing a number of 
small orders on various manufac- 
turers not only eliminates quan- 
tity discounts, but necessitates 
more record keeping and addi- 
tional office expense. In these and 
many other ways the stationer can 
keep his expenses down as sales 
rise. 


The Question of Profits 


Finally we come to the matter of 
profits. Obviously this is the phase 
of merchandising in which we are 
all most vitally interested. In all 
probability the cost of selling a 
non-suspension file is about equal 
to that of selling a top grade unit 
with ball-bearing slides—but how 
about the profit? Let us assume 
that you have a prospect for ten 
files. If you sell him cabinets that 
retail at $50.00 each, you make a 
gross profit of $180.00. On the 
other hand, if you furnish him 
with $20.00 files, your profit is re- 
duced to $72.00. In such a case 
you not only lose the additional 
profit of the current sale, but let 
your customer get in the habit of 
using cheap equipment—which, of 
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course, means reduced profits to 
you on all his future orders. Every 
time a stationer sells a cheap file, 
he kills the sale for a high grade 
cabinet and the additional profit 
that goes with it. For the station- 
er to assure himself of a reason- 
able profit on the sale of his files, 


Furniture 


periodic sales contests 
pay just as high dividends in the 
office furniture business as in any 
other line is indicated by the ex- 
perience of the Rucker-Fuller 
Company, San Francisco, Oak- 
land and Sacramento. 

Several times a year, this com- 
pany runs a one month prize con- 
test in which cash awards are 
given the men doing the largest 
volumes above quota. The drives 
invariably bring immediate sales 





AN INSTALLATION IN THE NEW YORK 
AUTOMOBILE CLUB.—One of the most 
modern and attractive office interiors was 
created recently by an installation of 
new furniture made by the New York 
office of the Yawman and Erbe Manufac- 
turing Company in the New York Auto- 
mobile Club, Hotel Pennsylvania. 
Against a background of soft browns the 
visitor sees an array of “Y and E” Styled 
Suspension steel desks, files, Accesso 
trays and Harter chairs. The gray finish 
of desks and files and gray chairs with 
rich red upholstery blend perfectly with 
the cinnamon brown carpets and modern- 
istic lighting to present a warm and in- 
viting appearance. 


he should religiously adhere to list 
prices and always promote the 
sale of top grade equipment when 
the files are to be used for active 
records. 

In this article I have said noth- 
ing of the importance of the buy- 
ing function in the merchandising 
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of files. However, suffice it to say 
that in selecting a source of sup- 
ply the stationer should consider 
the integrity of the manufacturer, 
the quality of his merchandise, his 
reputation as a manufacturer, and 
his sales policy and its relation to 
him. 


Wen Like Sales Contests 


By L. S. FLINT 


increases and often get the men 
to develop new accounts which 
bring additional year-around vol- 
ume. 

Quotas are based on the past 
performance of the individual and 
an analysis of current conditions. 
If a man does a certain volume 


one year and the general market 
is better the next year, his quota 
is raised. Since prizes are award- 
ed on a plus-quota basis, each man 
is encouraged to exert a supreme 
effort in developing eztra busi- 
ness. The fact that a man is work- 
ing against his own past record 
rather than against other men 
who may have better territories 
than he makes the arrangement 
a perfectly fair one. 

Two substantial cash prizes are 
usually awarded at a banquet held 
immediately following the close of 
the contest. During the contest 


period, interest is sustained by 
weekly bulletins in which the 
standings of the men are pub- 


lished in percentages. The bulle- 
tins also contain inspirational 
messages and suggestions on ob- 
taining additional business. 


A PRESIDENT’S OFFICE BY SIKES.— 
The installation of a Sikes modern desk 
and accessories was made recently by 
Barker Bros., Inc., Los Angeles, in the 
office of President and General Man- 
ager Bishop of the Premier Oil & Lead 
Corporation. The deal was completed 
by A. F. Fleck, manager of Barker Bros., 
office furniture department. 
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Among the Recent Installations of Office Furniture 
z] 
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RADIO STATION GONE COMPLETELY SHAW-WALKER.— 
WGAN is fully equipped with Shaw-Walker Skyscraper desks 
and aluminum chairs where their modern classic lines add 
to the general attractiveness of the whole. (Top left) A broad- 


casting studio. (Top right) The control room. (Lower left) 
The station’s continuity room. Station WGAN is operated by 
the Portland Broadcasting System, Portland, Maine. The studios 
combine Colonial atmosphere with modern working tools, 
which include Skyscraper desks and chairs. The installation 
was handled by H. E. Martin of the Hall-Martin Company, 
Shaw-Walker distributor in Portland, who says, “The fine ap- 
pearance of the offices and studios substantiates the claim 
that Skyscraper desks produce offices of distinction.” 


renee nee? 
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RECEPTIONIST AT RADIO 
STATION WGAN.—This 
young lady, who handles all 
queries and greets visitors 
works behind a Shaw- 
Walker Skyscraper desk en- 
closed in a niche of modern 
glass block railing made to 
blend with the Colonial 
motif of the furnishings. 


f 


BIG INSTALLATION OF B. L. MARBLE CHAIRS SETS RECORD. 
—In less than thirty days from the date of receipt of the order, 
this large installation of upholstered chairs was made by the 
B. L. Marble Chair Company, Bedford, 
Ohio, in the new municipal auditorium 
at Kansas City, Mo. The order was se- 
cured and the deal concluded by the 
Marble Kansas City representative, the 
Robert Keith Furniture & Carpet Co. 


DURABILT EQUIPMENT AT COLLEGE.— 
Office of T. Hawley Topping, editor of 
“The Michigan Alumnus” and general 
secretary of the Alumni Association of 
the University of Michigan, Alumni 
Memorial Hall, Ann Arbor, Mich. The 
impressive array of steel cabinets with 
drawers for filing printing plates is a 
part of a large installation of steel 
equipment manufactured by the Dura- 
bilt Steel Locker Company, Aurora, IIl. 
Note heavy doors which close upon the 
batteries of trays, providing maximum 
protection and safekeeping. 
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Wage-Hour Law Interpretations 


© A confusion may exist in the minds of some 
in the stationery and office equipment industry 
because of recent newspaper accounts relating 
to the opinion said to have been expressed by 
Elmer F. Andrews, Administrator of the Wage 
and Hour Division, Department of Labor, as to 
who may be considered as engaged in interstate 
commerce and therefore subject to the Fair 
Labor Standards Act, if not specifically exempt 
by section 13 (a) (2). 

The statement which led to confusion among 
some in this field concerned the status of em- 
ployees of manufacturers or processors using 
raw materials purchased outside the State but 
whose finished products are sold entirely within 
the State. Somehow an erroneous impression 
was formed that it was the Administrator’s in- 
terpretation of the act that it applied to em- 
ployees of all retailers who purchase any goods 
from without their own State. 

This is not the case, for Section 13 (a) (2) of 
the law specifically exempts “any employee en- 
gaged in any retail or service establishment the 
greater part of whose selling or servicing is in 
intrastate commerce.” This is clearly under- 
stood by most dealers in the stationery and office 
appliance business. It is also well known, on 
the other hand, that manufacturers and whole- 
salers engaged in interstate commerce are sub- 
ject to provisions of the act. 

Likewise, it has been known, according to 
Interpretative Bulletin No. 1 prepared by the 
division’s general counsel, that “the act does 
not cover plants where employees work on raw 
materials derived from within the State and 
where none of the products of the plant moves 
in interstate commerce.” But this statement 
left open for further interpretation the status 
of employees manufacturing or processing raw 
materials derived from outside the State where 
the product is sold for local consumption. It is 
upon this point which the Administrator and 
his counsel now shed the light of their opinion. 
This, the Wage and Hour Division points out, is 
found in paragraph 10 of Interpretative Bulletin 
No. 5, released December 7. 

“Such employees,” it explains, “are certainly 
not ‘engaged in the production of goods for 
(interstate) commerce’... And it seems they 
cannot be considered as ‘engaged in (interstate) 
commerce,’ because they are working on or 
processing goods that have come to rest within 
the State and have ceased to be articles of inter- 
state commerce.”’ 

However, it is the Administrator’s opinion that 


those engaged in purchasing and handling ma- 
terials from other States before it comes to rest 
in their local manufacturing employer’s plant 
would probably be held by the courts as within 
the purview of the act. The opinion concludes: 

“Other employees in the same plant, however, 
such as employees purchasing raw materials 
from other States or receiving them from other 
States, may be ‘engaged in commerce’ and there- 
fore entitled to the benefits of the act. As stated 
in Bulletin No. 1, the coverage of the act is ‘an 
individual matter as to the nature of the em- 
ployment of the particular employee.’ ”’ 

In the same bulletin wholesalers purchasing 
their goods from outside the State are advised 
to comply with the provisions of the act. 

Personal Inventory for 1939 

# This is the time when we are casting up 
accounts and taking inventory of business. Per- 
haps the most important thing of all, however, 
is to take careful stock of ourselves. In so doing, 
we may find that for some of the failures and dis- 
appointments of the past year we are more to 
blame than others. But the battle toward im- 
provement is half won with recognition of the 
shortcoming. 

Competence, says J. George Frederick in his 
book, “Standard Business Etiquette,” is based on 
“(1) clear-eyed, accurate observation, (2) good 
memory, (3) mastery of a technique, (4) com- 
mon sense in sizing up the needs of each in- 
dividual situation, (5) quick, effective codrdina- 
tion of faculties, (6) decisiveness and courage 
to act, (7) energy and application, (8) ability 
to work in team (over or under others), (9) 
courtesy and tact, (10) responsibility, interest, 
and enthusiasm.”’ 

Everybody can profit by a periodic check-up 
of his ambitions, his philosophy, and his per- 
formance. It might be well, in fact, to go a step 
further and establish the principle of permanent 
inventory. 

- San ane 
Machines Don't Displace Workers 

@¢ From other sources we have confirmation of 
the assertion oft made in these pages that mech- 
anizing office procedures has not decreased the 
number of employees working in offices, but 
rather has increased them. The following, from 
the November-December issue of The Office 
Economist, published by Art Metal Construction 
Company, presents observations of a research 
manager, with comments, which appeared in the 
Buffalo Courier-Express. 

“With lean interest rates, banks of the coun- 
try can thank the research laboratories of large 
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American office equipment and supply com- 
panies for cutting down expenses of the financial 
institutions, so says Bert H. White, vice-presi- 
dent of the Liberty Bank of Buffalo, writing in 
the current issue of the magazine Banking. Mr. 
White, who is in charge of Liberty’s research 
department, reveals some startling finds in office 
equipment which reduce expenses and manual 
labor in the intricate operations of the American 


banking system. 


“Mr. White explains, however, in defense of 
the labor-saving equipment, that contrary to 
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"HAPPINESS" PACKAGES IN 
BANKERS' BOX 


When Postmaster General Farley 
went to Chicago recently to launch 
the postoffice department's Hap- 
piness Package campaign he honored 
the Bankers Box Company, Chicago. 

For it was Mr. Farley who mailed 
the first Happiness Package by hand 
ing it to Postmaster E. J. Kruetgen 
amid the popping of flashlights and 
the package, addressed to Mrs. Ada 
J. Folsom, postmistress at Winthrop 
N. Y., was safely enclosed in one 
of the sturdy bankers boxes, manu 
factured by the company of the 
same name. 

Included in the package, which 
went to Mrs. Folsom because she 
originated the Happiness Package 
idea, was a box of candy from Mr. 
Farley, a book of Chicago views from 

ostmaster Kruetgen, a golden key 
to Chicago from Mayor Kelly and a 
cosmetic set from Armour & Com- 
pany's president, H. R. Cabell. 





CHICAGO NIMRODS BAG NINE 
GEESE 

A party of sportsmen recruited 
from the ranks of the Ames Supply 
Company, Chicago, and accom 
panied by several friends ended a 
successful hunting trip last month 
when they returned with nine geese. 

In the party were A. R. Ames 
Hazen Ames. Frank R. Marshall, all 
of the Ames organization, and Elmer 
Young, Joe Mills, John Grobark, Sr. 


and Herb Foley, well-known in type 


writer circles in Chicago and St. 
: : —_ 
As in previous years the annual 


event was marked by several high- 
is told by Mr. A. 


be 
: ' c ; 
R. Ames n the Tollowing woraage: 


ahte one OT wnicn 
i 1 ‘tf P . 
Hazen Ames blasted at a Tew 

geese but they paid no attention. 

telled a goose which was merely crip 


pled and sent Hazen to get it. The 
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much public belief, the development of business 
machines and office appliances has produced 
not less, but greater employment for office 
workers; enabling the creation and expansion 
of innumerable new services which would be 
impossible without them. This is proven by re- 
cent government statistics which point out that 
in the year 1860, when there were virtually no 
office machines, 4,000 out of every 1,000,000 per- 


sons in the United States were office workers. 


goose managed to run too fast for 
Hazen so | told him to shoot it again. 
He fired and created a sizeable dust 





TWO MEN—TWO GEESE.—Joe Mills 

and Elmer Young, Chicago typewriter 

men and members of the Ames hunt- 

ing party with the game bagged via 
their trusty shotguns. 


cloud about ten feet from the goose 
but his shot had the necessary effect 
as it scared the poor thing to death." 





QUAIL BRING PROFITS TO 
STATIONER 


An _ interesting display recently 
made by the Foote & Davies Com 
pany stationery store at Atlanta 
Ga., consisted of a covey of quail 
raised on the farm of H. H. Baxley, 
shipping clerk for the firm, near Rex, 
Ga. 

Mr. Baxley started raising quail 
two years ago and raised |20 of the 
birds during the first year, placing 
the eggs under hens for hatching 
At the rate of 120 quail from each 
pair of birds, and with them selling 
at $5 per pair for restocking ¢ 
poses, you can do a little mental 
arithmetic yourself and see if it i 


profitable.—JHR 


Today there are 50,000 office workers out of 
every 1,000,000 Americans.” 


CLEMENS BECOMES HOUSTON 
C. OF C. DIRECTOR 


Frank C. Clemens, president, The 
Cargill Company, Houston, Texas, 
was paid a sincere compliment by 
his fellow business men of the thriv- 
ing Texas city last month when he 
was named a director of the Houston 
Chamber of Commerce for the year 
1939. 

Mr. Clemens’ nomination was an- 
nounced in the Houston newspapers 
and in the chamber's annual report 
to the membership which was a 
beautiful thirty-two page booklet 
admirably made up and dressed in 
a rich and silver green cover. Under 
a caption of "Directors for 1939" 
appeared the photograph of Mr. 
Clemens together with those of the 
other Houston men singled by the 
chamber as worthy of holding the 
important directorships. 

The Cargill Company is also ably 
represented in the Chamber of Com- 
merce circles by P. T. Pearce who is 
a vice-president of the company. 
Mr. Pearce is a prominent and active 
member of the chamber's jobbers 
and manufacturers’ committee and 
also graces the ranks of the organi- 
zation's publicity committee. 

The Houston chamber, which is 
believed to have broken a record by 
staging a banquet attended by be- 
tween 6000 and 6500 persons, is 
unique in many respects. It fosters 
and encourages a large number of 
activities which sell to the world the 
importance of Houston in the scheme 
of things. Annually it holds a "'Sales- 
men's Banquet,"' which is attended 
by the selling forces of all businesses 
in the community and two years ago 
organized a Houston Sales Executive 
Association which is today one of 
the leading sub-organizations of the 
entire chamber. 
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NEW MACHINES AND DEVICES | 





FEATURES OF THE REMETTE PORTABLE 

On page 96 of the October issue of OFFICE APPLIANCES 
there appeared an item about the new Remington 
Remette portable typewriter in which several features 
were incorrectly listed. In correcting this error, we 
are listing the following full features of the -new 
Remington Remette as submitted by Remington Rand: 

Complete, four-row standard keyboard, 84 char- 
acters; upper and lower case characters; back spacer, 
right and left hand shift keys, shift lock, exclusive 
Remington gear action, positive alignment, chrom 
line space carriage return lever, two adjustable mar- 
gin stops, single and double space adjustment, car- 
riage release lever, special wrinkle finish which will 
not scratch or show finger marks; pressure roll re- 
lease lever, Pica or Elite type. 

—- 
R. C. ALLEN ANNOUNCES 36 NEW DECIMAL 
MACHINES FOR COUNTRIES ABROAD 

In addition to its present sixty-eight model line of 

decimal machines, Allen Calculators, Inc., New York, 


N. Y., has recently created thirty-six new models for 
These machines 


countries using sterling currency. 
range in capacity from £999 19. 1134, to £999,999,999 19. 
1134. 


This is one of the widest range of capacities, to- 


¢ 





NEW ALLEN CALCULATOR FOR 
STERLING CURRENCY 


gether with visible dials and automatic clear signal, 
ever offered in the English market. The line is com- 
plete with narrow and wide movable carriages, straight 
adding and direct subtraction, hand and electric op- 
eration. 

In addition to the adding machine line, the R. C. 
Allen cash registering machine line has been con- 
verted to handle sterling currency, making available 
for the first time, according to the manufacturers, 
popular priced cash registers for tradesmen in Great 
Britain, Australia and South Africa. 

Included in the series is a portable line with capaci- 
ties up to £9,999 19. 1134 which is supplied hand 
operated only, with or without subtraction. 

The keyboard is the standard type with quarter, 
half and three-quarter buttons for farthings in the 
right-hand row and directly above the 10 and 11 keys 
completing the pence indications. 

An attractive brochure illustrating and describing the 
Allen sterling line is available by addressing the com- 
pany at 22 East Fortieth street, New York City. 





DURABILT’S COPY HOLDER 
A new type of copy holder, handsome enough for 
use in any office and embodying several important de- 
tails of construction has recently been introduced to 








THE DURABILT COPY HOLDER 


the market by the Durabilt Steel Locker Company, 
Aurora, Ill. 

Finished in a rich olive green, the holder measures 
114% by 8% inches. Two thin but sturdy metal clasps 
hold in a firm position the copy placed on the holder, 
which is given further support by the curled edge at 
the bottom into which a stenographic notebook fits 
perfectly. 

The slope at which the reading of the copy is best 
Suited to the user is arranged in a novel manner. On 
the front half of the holder is a thin “ball” chain 
measuring twelve inches. Any part of the chain slides 
easily into a slot on the rear half of the holder, thus 
permitting the operator to set the holder (and the 
copy) at any degree of slant desired. 

Rubber, non-sliding feet for the protection of desks, 
and a beautiful crackle finish complete the picture. 


- ——- 
THE CHALLENGER STENCIL DUPLICATOR 
The Duplicator Corporation, formerly known as the 


Duplicator Supply Corporation, 718 Washington ave- 
nue, S.E., Minneapolis, has recently added a new rotary 





THE 1939 CHALLENGER DUPLICATOR 


stencil duplicator to its Dusco line which has been 
named the 1939 Challenger. 

Features of the new machine include an elevating 
feed table, full ream capacity, accurate automatic 
feeding, full floating impression roller, positive auto- 
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matic roller release, controlled automatic inking, pat- 
ented front paper stop and secondary feeding mechan- 
ism for perfect registration. 

The 1939 Dusco line consists of eight different mod- 
els of rotary stencil duplicators ranging in price from 
$32.50 to $300. Of this line the new Challenger is 
notable for its simplicity of operation, and modern 
beauty of design. 

The company, which also handles a complete line of 
duplicator supplies, invited dealers to write for de- 
scriptive literature. 

- —-—— 
NEW QUILL STOPPER BY HIGGINS 

Designed especially for its line of American draw- 
ing ink bottles, a new and improved quill stopper has 
recently been adopted by Charles M. Higgins & Com- 
pany, Brooklyn, N. Y. 

As shown by the broad arrows in the accompanying 
illustration, the feature points of the new stopper 
are: (1) weighted end which keeps quill pointing up- 
ward, (2) a flat side on steeple which provides a thumb 
rest and easy grip and being so arranged that the 





HIGGINS’ QUILL STOPPER 


open face of the quill is always uppermost when user’s 
thumb is on flat side, and (3) quill of genuine feather 
quills which will not splinter or break and being de- 
signed to take up an adequate quantity of ink for 
one filling of the ruler pen. 

- ~~ 

DIXON RITE-RITE NEW “THREADLINE” PENCIL 

The latest development in the popularity of Joseph 
Dixon Crucible Company’s new thinner mechanical 
pencil lead is the introduction of the Dixon Rite-Rite 
“Threadline” pencil to sell at 49 cents. 

The new thin lead was achieved by a complete 
change in physical structure and a new exclusive 
formula, resulting from extensive research and experi- 
mentation. Among the advantages claimed by the 
manufacturer are—their “finer line’, “writing with 
equal strength” and “clearer cut figures and clearer 
carbons”. 

The popularity of the new thin lead has been and 
is being demonstrated by the W. A. Sheaffer Pen Com- 
pany, Fort Madison, Ia., who have been given special 
license for its use in their “Fineline” higher priced 
pencils, sales of which have climbed to thousands 
daily. 

Through its subsidiary, the Rite-Rite Manufacturing 
Company, Chicago, Dixon has produced the “Thread- 
line” which now affords the trade a thin lead pen- 
cil to sell as low as forty nine cents. The new item 
is made in beautiful chrome trimmed pyralin with 
simplified propel-repel-expel action, magazine for ex- 
tra double-length leads and concealed replaceable 
eraser. It is available in assorted colors and, also ready 
for the trade, is a new fifteen-cent package of double- 
length lead, sufficient for an average year’s use. Both 
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items are packed twelve each on colorful window cards 
and counter displays. 

The thin leads will be offered only through the 
Rite-Rite Manufacturing Company and the W. A. 
Sheaffer Pen Company. 

a oesnuheiaieiats 
SCHOLLHORN’S NEW “PUNCHET” 

A new type of ticket punch embodying several mod- 

ern features and listed as the Punchet has been intro- 





THE PUNCHET AND DISPLAY BOX 


duced to the trade by the William Schollhorn Com- 
pany, New Haven, Conn. 

Streamlined, the Punchet is strong and rugged an” 
is equipped with well-proportioned and properly- 
shaped handles to correctly fit the hand. It has full 
spring action and boasts an attractive satin finish of 
hand brushed nickel. Schollhorn engineers have 
pooled their efforts toward manufacturing a perfect 
ticket punch for use in offices, schools, etc. 

The Punchet, made to sell for thirty-five cents, is 
distributed in a three-color display carton containing 


one dozen. Shipments will be released on January 15. 
aioceenesdpiaiiaiaills 


ROYAL’S “VARSITY” PORTABLE IS OUT 

The Royal Typewriter Company, Inc., has recently 
introduced its new Varsity model Royal portable. 

The Varsity, designed to appeal to the volume 
market, retails at $42.50. A Royal quality machine, 
the new portable, is built to exact and rigid specifica- 
tions by master craftsmen. 

Combining many features the machine boasts a 
unique advance in construction in the new margin 








ROYAL'S “VARSITY” PORTABLE 


bell mechanism. After ringing at the point deter- 
mined by the operator, the typist can finish the line 
without letter piling and without the keys locking. 
This exclusive Royal improvement is expected to find 
favor everywhere. 

Other quality features on the Varsity include a 
modern streamlined design with non-glare finish, full 
standard balanced keyboard, automatic line space 
lever, double shift release and lock, covered ribbon 
spools, geared ball-bearing carriage rails, speed escape- 
ment, light touch, back spacer, paper bail, and ratchet 
release. 

The new portable, which is especially adapted to 
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“THREADLINE” PENCIL 
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promotional work, was announced shortly before 
Christmas and has already set a new mark in Sales 
in the moderate price class, it is said. The standard 
keyboard, together with operating speed and ease, 
comparing favorably with the larger office machines, 
give it a wide appeal. 

—- oe 


NEW IMPROVED STAXONSTEEL FILE APPEARS 

The Bankers Box Company, 536 South Clark street, 
Chicago, is now making shipments on its new improved 
StaxonSteel transfer file. This new number incor- 
porates many refinements for added attractiveness, 
convenience and service and it is announced that no 
changes have been made in the supporting steel struc- 
ture which is an integral part of each unit 

StaxonSteel is now made in a rich olive green cor- 
rugated fibre board matching closely the green used 
in the higher-priced filing cabinets. Both board and 
ink are specially prepared to give a fade-proof com- 
bination of lasting beauty. 

Drawer assembly has been simplified by the use of 
a grooved steel locking-pin and channel arrangement 





TWO VIEWS OF THE IMPROVED STAXONSTEEL FILE 


at each corner, making set-up exceptionally quick and 
easy. Improved drawers are edged with steel and glide 
easily on a _ specially-designed smooth-action liner. 
Other features include hand-fitting steel handles, a 
warning “stop’”’ when drawer is pulled out full length, 
high back to keep drawer level all the way out and a 
hand-hole in the back to provide secure grip for 
carrying. 

StaxonSteel is priced complete—shelving and drawers 
combined to carry out the company’s slogan of an 
“economy-with-efficiency” record storage equipment. 


oo Ee « 


MONARCH ADDING MACHINE-CASH REGISTER 
ANNOUNCED 

The American Writing Machine Company, 115-117 
Worth street, New York City, last month introduced 
to the market its new Monarch combination adding 
machine and cash register. 

The Monarch is equipped with the cash register 
manufactured by the Indiana Cash Drawer Company, 
Shelbyville, Ind., and forms an attractive and sub- 
stantial base for the adding machine. There are two 
model drawers, the standard model R and the De Luxe 
model K, which are described as follows: 

Model R. Overall size of case is 1515 by 1215 by 5's 
inches deep. Four-roller construction permits smooth 
operation of the drawer which contains five coin and 
two currency compartments. A high-grade mortised-in 
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cabinet lock and a large brass warning gong are 
Standard equipment. 

Model K. Overall size of case is 21 by 1914 by 534 
inches deep. Money drawer has six coin tills, three 
regular size currency compartments, one larger com- 


partment for sales slips, etc., and two large ticket com- 





MONARCH ADDING MACHINE-CASH REGISTER 


partments in rear of money drawer. Easy opening 
and closing of the drawer is accomplished by a pat- 
ented roller construction consisting of six ball-bearing 
rollers rolling in steel channels imbedded in sides of 
the money drawer. Heavy steel guiding track and 
channel, brass warning gong, disc tumbler lock and 
“jimmy-proof” lock plate are standard equipment. In 
both models the money drawer opens automatically 
upon operation of the adding machine. 


°*—> 


NEW BOOKCASE BY GLOBE-WERNICKE 


The Globe-Wernicke Co., Cincinnati, Ohio, last 
month introduced to the trade a new Economy com- 
bination style bookcase. It is described as an inexpen- 
Sive sectional bookcase having a one-piece combina- 
tion top, and 11-inch book section and a combination 
leg base and 11-inch high book section. 

While combination units are furnished only with 
11-inch high book sections, three different heights of 
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GLOBE-WERNICKE ECONOMY UNITS.—Upper left: No. 7411 
unit, combination top and book section. Lower left: No. 7471, 
combination leg base-and book section. Right: Book section 
with combination top and base sections. 


standard Economy book sections (9, 11 and 13 inches) 
are available for intermembering with these combina- 
tion units when additional book space is required. 
These bookcases are strongly built and of a modern 
design. Doors are receding type—dustproof, non-bind- 
ing and noiseless. They are available in plain oak, 
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quartered oak and imitation walnut or mahogany 


finishes. 
oo ae 3 
HARDING ANNOUNCES PHOTOGRAPHIC ART STEN- 
CIL INSERT SERVICE 

A new photographic art stencil service is the latest 
sales aid announced by the Milo Harding Company, 
Ltd., manufacturers of the Tempo brand of duplicat- 
ing equipment and supplies. 

That users of stencils have manifested a growing in- 
terest in stencil art work is evidenced by an increasing 





THE TEMPO ART STENCIL 


number of requests for the simplest art methods pos- 
sible, according to officials of the company. As a result 
the firm’s Tempo Insert Service was created as an aid 
to both the dealer and, through him, the stencil user. 

The service will provide art ideas photographed on 
stencils. Regardless of the artistic ability of the user, 
the designs can be transferred with ease to the regular 
stencil layout. 

There will be a variety of designs and subjects as 
well as new pages of ideas apropos of the various sea- 
sons, holidays and general subjects. These will be re- 
leased regularly with proof sheets available on request. 

Dealers and stencil users desiring their names placed 
on the permanent list to receive proof sheets as soon 
as they are released should address their requests to 
Milo Harding Company, Ltd., advertising department, 
617 Commonwealth Annex, Pittsburgh, Penna. 


<-> 
SILVER COMET PENCIL SHARPENER ARRIVES 


Named the Silver Comet and containing several new 
and handy features, a new pencil sharpener has just 





THE SILVER COMET 


been introduced to the market by the C. Howard Hunt 
Pen Company, Camden, N. J. 

An important feature of the Silver Comet, which is 
one of the Boston pencil sharpener line, is the fact 
that it does not have to be fastened to a desk or wall, 
thus filling a definite place in the modern office be- 
cause it may be placed in any convenient spot. It is 
equipped with a base of brilliant nickel finish with 
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black trim and of a modern design to harmonize with 
the interior of any type of office. 

Boston speed cutters plus a point adjuster produce 
fine, standard or semi-blunt points as desired. The 
Silver Comet comes packed in a handsome silver foil 
box in keeping with the general attractiveness of the 


item itself. 
nissan 


KEEN PRODUCES NEW DUPLICATOR 


The Keen Manufacturing Company, 800 North Clark 
street, Chicago, has introduced a new, improved liquid 
duplicator to its present line which has been named 
the “Speedliner.” 

Due to modern design and numerous new features 
the Speedliner has increased efficiency and sales ap- 
peal. Ruggedly constructed to withstand the most 
severe use the machine is neither cumbersome or bulky. 
This is accounted for by the use of new, light-weight 
alloys similar to those used in streamlined trains and 
airplanes. Added mechanical features include “variable 
pressure control,” and “knee-action” roller supports. 
These and other improvements have created an added 
speed and easier operation of the Speedliner. The ma- 





KEEN’S SPEEDLINER DUPLICATOR 


chine is available in black or zephyr gray and prints 
in sizes ranging from postcard to 81x14 inches. 

There is a cabinet of modern design available for 
those desiring it which is equipped with piano hinges 
and shelves and measures 13x34 inches, standing 30 
inches high. The Speedliner lists at $49.50 with an 
additional $18 for the cabinet. 


—~<=e<e 


NEW AUTOMATIC MACHINE POSTING TRAY 


A new Automatic Machine posting tray of extra 
depth is being introduced by the Automatic File & 
Index Company, 629 West Washington street, Chicago, 
Ill., to supplement their present complete line of short 
depth machine posting trays. 

These new Automatic trays incorporate the exclu- 
sive Automatic Dual expansion and compression fea- 
tures which have won them the consumer acceptance 
of so many machine operators in the past decade. 

The new posting tray, as in the Automatic short 
depth tray, provides a front and follower which ex- 
pand automatically and simultaneously, not only at 
the top of the ledger sheets, but also at the bottom 
of the sheets. This provides ample working space at 
the bottom of the tray where it is needed. To open the 
Automatic posting tray for posting or reference, it is 
only necessary to spread the contents of the tray at 
the desired point. There is no need to move the com- 
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pressor. The sheets “automatically” assume the cor- 
rect posting angle. The bottom of the tray is of 


brushed aluminum to prevent the sheets from sliding 
together at this point. Convenient handles on both 
front and back make the tray easy to carry. 

The Automatic Dual expansion and compression 
mechanism is concealed in the base of the tray. This 
construction eliminates the space normally wasted 
when using trays with ordinary front and rear com- 
pressing mechanisms. This saving of space is highly 
desirable as this type of equipment is usually stored 
in safes and vaults where space is at a premium. A 
drop-side is provided and is made with two sections. 
Each section has its own release button. 

The compact design and simplicity of the posting 
tray provide strength with minimum weight. They 
are carefully constructed of the finest materials. Label 
holder is of bronze and the unit itself is finished in a 
durable and attractive olive green. The new tray is 
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AUTOMATIC MACHINE POSTING 
TRAY 


offered complete with caster stand or without and is 
attractively priced. The photograph shows the Auto- 
matic tray expanded and ready for posting. 


—->< 


ALL-STEEL-EQUIP COMPANY INTRODUCES NEW 
“DEAD STORAGE” FILE LINE 

A-S-E DS* (dead storage) files, a new type of steel 
file, designed for the economical storage of checks, 
cash stubs, time cards, sales slips, invoices, cor- 
respondence and the thousands of other inactive rec- 
ords that must be kept, has just been announced by 
All-Steel-Equip Company of Aurora, Ill. These new 
files will be added to the present A-S-E Aurora line 
of steel files, cabinets, lockers, desks and other office 
equipment. 

The outstanding feature of A-S-E DS* files is their 
ability to store forms and records in only thirty per 
cent of the space generally required, a boon to the 
bank, insurance company, manufacturer, store or util- 
ity company in which old record storage is a prob- 
lem. They are fire-resistant and offer positive protec- 
tion to valuable papers from dirt, dampness and ro- 
dents. With all the elimination of waste space they 
effect, the drawer type construction of these files 
makes their contents readily available. 

A-S-E DS* files can be obtained in any size, from 
414 inches wide by 3 inches high to 161, inches wide 
by 13 inches high, in size graduations of 14 inch, mak- 
ing them closely adaptable to any size form. They 
stack securely by means of a self-contained inter- 
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locking stacking device, so designed that it does not 
interfere with the outside smoothness of the files or 
require any additional space for clearance. No tools, 
bolts, or other extra devices are needed to build them 
into safe, non-tipping stacks. 

The files are available in several different types— 





ONE OF THE A-S-E NEW DS FILES 


one drawer in one case, two drawers in one case, or 
cases with divided drawers. Drawers are designed for 
easy operation, sliding on rails formed from the case 
bottom, and each drawer is equipped with a drawer 
pull and embossed label holder. Cases are smooth and 
well-formed, with concealed steel reinforcing band. 
Finish is olive green baked on enamel. 
—>-—- 
“KILLINOIS” TYPEWRITER PADS 

In conformity with its policy of offering dealers 

items upon which substantial profits may be earned, 


the Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, is marketing ‘“Killinois” 











KILLINOIS TYPEWRITER PADS (ABOVE) AND (BELOW) 
PROPERLY SPACED WITH A TYPEWRITER UPON THEM. 


typewriter pads. The retail price of a pad set is $1.00. 

As the accompanying illustration indicates, these 
efficient devices are simple in design, consisting of two 
discs of comparatively dense sponge rubber connected 
by an adjustable metal strip. Because of the adjust- 
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ment feature, the pads can be used under any type- 
writer or other office machine. 

A non-porous surface prevents dust absorption by 
the “Killinois” pads and reduces the labor of keeping 
the machine platform clean. Although dust and dirt 
repellent, the rubber pads absorb a high percentage of 
machine sounds and vibrations. A special property of 
the rubber used causes the pads to adhere to the sur- 
face of a desk or table when under the weight of a 
machine, assuring fixed positioning. A smooth, velvety 
finish on the pads eliminates danger of scratches or 
mars on polished desks or tables. Besides being scien- 
tifically treated to resist the effects of heat, the pads 
are exceptionally durable. A metal insert prevents 
legs of machines from wearing through. 

Attractively simple and neat in appearance, “Killi- 
nois” typewriter pads are described as possessing a 
strong sales appeal through mere placement on a 
counter. Complete details may be had by direct appli- 
cation to the Shipman-Ward Manufacturing Company. 


—>— a? 
THE “STORITE” STORAGE BINDER 


Under the trade name “Storite,” the Grand Rapids 
Loose Leaf Binder Company, Grand Rapids, Mich., 
have placed on the market a new storage binder. De- 





STORITE STORAGE BINDER 


signed to meet the requirements of office as well as 
factory use in the storage of records, these binders 
make bound volumes of loose sheets. They will stack 
fiat or file vertically to form a library of easy refer- 
ence to stored records. 

A record of any size is easily bound by anyone in 
the office. Sheets are merely placed on the posts, 
the top cover set in position, the posts inserted and 
pressed down to the leaf body, and then turned with a 
coin to lock or seal the binder. 

Fifteen stock sizes and any special size are available. 
The entire line is low priced; the 81% in. by 11 in., for 
example, lists at ninety cents each, subject to a quan- 
tity discount to the consumer and all prices subject 
to the regular trade discount to the dealer. 

The binder is of the variable capacity non-protrud- 
ing post type and is exclusively unique in that it may 
be simply locked or unlocked for the removal or in- 
sertion of sheets. The posts are of telescoping con- 
struction. Upon the end of the top post is an ingeni- 
ous self-locking tip which requires no threads for en- 
gagement. Thereby the post is merely pressed down 
to the leaf body in the binder and turned with a coin 
to lock. A reverse, counter-clockwise, turn releases 
the self-lock and permits the top post to be with- 
drawn. The posts may be removed and inserted innu- 
merable times as wear has little or no effect upon the 
self-lock tip. 


ROYAL METAL’S NEW CASHIER CHAIR 


The Royal Metal Manufacturing Company, 1138-40 
South Michigan avenue, Chicago, has announced a new 
type of cashier’s chair to be listed in its catalogue as 
the No. 920. 

Styled and designed for the trend in streamlining 
and attractiveness, the new chair is in full keeping 
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with modern business establishments. More important — 
still are the special features embodied in the chair 
to banish fatigue for the occupant who is obliged to 
be seated for many hours at a time. To gain this, the 





ROYAL METAL’S CASHIER CHAIR 


seat and back are heavily upholstered and the former 
is properly pitched to achieve this aim while a prac- 
tical footrest contributes to comfort. 

The chair is upholstered in any of Royal Metal’s 
twenty-eight leatherette colors and the finish on the 
tubing is Royalchrome. The seat is 15% inches deep 
by 16 wide and the back is 14 by nine inches. A re- 
volving screw arrangement permits the chair to be 
raised from 27 to 33 inches. 


——-—————~ 


PRONTO’S “PERFECT” FILE 
The Pronto File Corporation, 349 Broadway, New 
York, N. Y., has announced its new Perfect file in fifty 
sizes, three of which are check size, voucher size and 
letter size. The new number is made for storage pur- 








PATENTED LOCK 
KEEPS RECORDS SECURE 


THE PRONTO PERFECT FILE 








poses and through it the company offers permanent 
record protection at a minimum cost. 
The Perfect file comes in olive green to match regu- 
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NEW OWNERS FOR FOX RIVER PAPER COMPANY 

One of the most important transactions of the past 
ten years involving properties in the paper making 
industry was the purchase on September 12 of the 
Fox River Paper Company, Appleton, Wisc., by a new 
corporation known as the Fox River Paper Corpora- 
tion. The extensive holdings of the company, in- 
cluding four mills within the city limits of Appleton, 
compose one of the ranking paper mill properties of 
long standing prestige in the United States. 

The new ownership brings together an eminent pa- 
per maker, E. A. Oberweiser of Stevens Point, Wisc., 
and a man well known in the commercial stationery 
and office equipment field, Col. M. E. Roberts, for- 
merly general sales manager of A. B. Dick Company, 
Chicago. Mr. Oberweiser is president and general 
manager of the corporation, and Col. Roberts is ex- 
ecutive vice-president. They acquired the Fox River 
Paper Company by outright purchase from William C. 
Wing, who headed the concern for more than twenty 
years and under whose management it achieved its 
high position in the paper trade. With the sale, Mr. 
Wing retired from the industry. The properties were 
taken over on December 1. 

Mr. Oberweiser has been a prominent figure in the 
paper industry for nearly thirty years. He joined the 
Whiting-Plover Paper Company in 1910, as secretary 
and general manager, and became president in 1930, 
following the death of Geo. A. Whiting. Last February 
he retired from the company. Mr. Oberweiser is also 
president of the Citizens National Bank at Stevens 
Point, and was honored by the community as a leader 
in many civic enterprises. 
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D. E. OBERWEISER 


Treasurer 


R. F. BELLACK 


Vice-President 








WILLIAM ROBERTS 


Secretary 


APPLETON, WIS., MILLS OF THE 
NEW FOX RIVER PAPER COR- 
PORATION. 


Although a newcomer among ‘officials in the paper 
industry, Col. Roberts brings with him a wealth of 
experience and wide acquaintance in a sizable share 
of the market which the Fox River Paper Corporation 
will serve. Upon being graduated from West Point, 
Col. Roberts entered the typewriter industry, and 
through a number of years was connected with several 
companies in their sales divisions. He was sales man- 
ager of A. B. Dick Company for the past ten or twelve 
years, making hosts of friends among office equipment 
dealers and paper suppliers throughout the United 


States. Impaired health compelled his retirement 
some months ago. His health regained, he became 
closely associated with Mr. Oberweiser in the Fox 


River Paper deal, and he will be active in its opera- 
tions. The combination of experiences and abilities 
would seem to make an admirable arrangement. 
Others actively interested in the management of the 
new corporation include R. F. Bellack, as vice-presi- 


dent in charge of merchandising; William M. E. 
Roberts, as secretary, and David E. Oberweiser, as 
treasurer. 


Mr. Bellack was formerly connected with the Whit- 
ing-Plover Company as director of advertising and 
sales promotion. He also had conducted an advertising 
agency in Wausau, Wisc. 

The above mentioned officers compose the new 
board of directors. According to Mr. Oberweiser, there 
will be no public participation in the stock of the 
corporation. 

The Fox River Company has been one of the largest 
manufacturers of rag content paper in the United 
States, and it is one of the major paper making en- 
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terprises in Wisconsin. Situated on the Fox River, at 
Appleton, its mills and their products are the follow- 
ing: Ravine mill, bonds and ledgers; Lincoln mill, 
bonds, ledgers, manuscript cover; Fox River mill, 
bonds, fine writings and ledgers; Telulah mill, writing, 
bonds and ledgers, onion skin, French folio, ruled and 
folded, and high grade mimeograph bond. 

The production capacity of these mills totals over 
100,000 pounds of rag and sulphite papers daily. The 
sale also included the former Patten Paper Company 
plant and all waterpower rights owned by the Fox 
River Company. 

Along with its other lines, the Fox River Paper 
Corporation will specialize in top grades of papers 
used in the business office. Among these, there will be 
specialization in high grade mimeograph papers. 
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BURROWS BROS. FETES 65TH YEAR IN BUSINESS 


On Saturday, November 26, 1938, the new front of 
The Burrows Brothers Company’s main store, at 633 
Euclid avenue, Cleveland, Ohio, was unveiled, to signal- 
ize the completion of extensive alterations, and to 
mark the sixty-fifth anniversary of the company. 

“This forward step looking to the future is, we be- 
lieve, a most appropriate way of marking the comple- 
tion of sixty-five years of service to Cleveland busi- 
ness,”’ said Gordon B. Bingham, president of the com- 
pany. 

The improvements included an entire new front, 
with greatly increased window display space. Carpa- 
thian elm panelling and teakwood floors make an un- 
usually distinctive background for the display of office 
supplies, books, social stationery, and the other goods 
Burrows handle. 

On the inside, new lighting and new paint combine 
with a wider main aisle to give an effect of greater 
spaciousness. All the fixtures on the main floor are 
either new or rebuilt. 

Burrows’ commercial stationery and office supply 
department was among the departments completely 
modernized, with almost all new fixtures. 

“We now have a completely planned department,” 
said J. S. Fecho, office supply buyer. “We took advan- 
tage of the knowledge gained through our years of ex- 
perience to arrange the department so that there is no 
waste space, and to design every fixture so 
that both display and reserve stock of the 
merchandise to be used on that fixture is 
handled in the most efficient way possible.” 

A large cut-out sign, reading “Office Sup- 
plies,” has been installed, which can be 
seen from the front door. 


Opened in 1873 

The Burrows Brothers Company has han- 
dled books and stationery since its founding 
sixty-five years ago. On November 8, 1873, 
the company first opened its doors, just a 
few months before the first practical type- 
writer was put on the market. By the time 
the first vertical files and the first Bell 
telephones were being shown at the Cen- 





HOME OF THE BURROWS BROTHERS COMPANY 
WHERE WAS RECENTLY CELEBRATED THE 
FIRM’S SIXTY-FIFTH ANNIVERSARY.—(Top) In- 
terior of the store at Cleveland, and (lower) the 
unusually handsome exterior with its electrical 
signs and extra large display windows. 
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tennial Exposition, the young Cleveland company had 
weathered the first difficult months of business, and 
moved to larger quarters, and were already on the 
upward path to success. 

By 1880, when Edison’s experiments with the electric 
light were proven successful, the firm had eight em- 
ployes. Two of these were errand boys, who started 
the furnace, swept out the store, cleaned the windows, 
made deliveries, copied the mail, and usually delivered 
some packages on their way home. The two Burrows 
brothers were busy waiting on customers, selling im- 
partially office supplies, books, “fancy goods.” 

In 1881, two years before visible typewriting was per- 
fected and three before the first automatic underfeed 
fountain pen was patented, the company again moved 
into larger quarters, and went into the jobbing busi- 
ness. Later they became publishers. 

In 1897 the firm moved to its present location, where 
it has since remained. The just-completed alteration is 
the third time the Burrows’ store has been completely 
remodeled during those forty-one years. 


Becomes Retail Firm Exclusively 


In 1907 the late H. B. Burrows withdrew from active 
management of the firm, and in 1913 the late Charles 
B. Burrows retired. The firm has been under its pres- 
ent management since 1918, and is now owned by the 
officers of the firm and their associates. Gordon B. 
Bingham is president and general manager, Albert 
Burkhardt is vice-president and treasurer, and H. Fred 
Gaertner, secretary. 

At the time the present management took over the 
wholesale and publishing activities of the firm were 
discontinued, and Burrows became strictly a retail 
business. On March 8, 1922, the company opened its 
first branch store. It now operates seven stores in 
Greater Cleveland. 

Mr. Bingham said: “While the stationery business 
was many hundreds of years old before we entered the 
ancient and honorable company, yet within our cor- 
porate existence those devices have been perfected 
which make the modern office possible, from the first 
typewriter to the latest electrical equipment for office 
use. In that time, our company has kept pace with the 
changing wants and needs of business, and our newly 
remodeled store is designed to enable us to serve most 
efficiently the Cleveland of the present and the future.” 
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THE FOURTH BUSINESS SHOW OF PROGRESS 

Staged under the auspices of the Office Appliance 
Club of San Francisco, the Fourth Business Show of 
Progress was held from November 1 to 5 in the Palace 


hotel, San Francisco. 
The show, which drew visitors from points as far 















CHARLES C. FISKE 


away as Yukon, Alaska, and Shanghai, China, em- 
bodied thirty-five individual exhibitors. As reported 
in the December issue of OrriceE APPLIANCES those in 
direct charge of the event were Charles C. Fiske, 
Northern California manager, National Postal Meter 
Company; Ward Harris, northern California manager, 
Ediphone Company; Walter R. Knight, DoMore Chair 
Company; George Longueville, assistant branch man- 
ager, Underwood Elliott Fisher Company, and A. B. 
Lanning, Ditto, Inc. ; 

The Fourth Business Show of Progress adopted as 
its slogan “New Equipment Increases Net Profit.” The 
phrase was exhibited everywhere on placards above 
all booth nameboards and added considerably to the 
general attractiveness of the display hall, while color- 
ful background drapes and dividers were used to en- 
hance the appearance of the booths and the material 
on display. 

A comprehensive and complete mailing program 
was followed to bring the show to the attention of 
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WALTER R. KNIGHT 


San Francisco. Invitations and executive white tickets 
were mailed out to a list of 10,000 carefully-selected 
names and green admission tickets were distributed 
by the selling staffs of the exhibitors. Five hundred 
colorful window display cards were distributed 
throughout northern California. During the show a 
receptionist registered in those visitors not holding ad- 
mission tickets and to everyone programs were issued 
listing exhibitors, their products and carrying a floor 
arrangement of the entire layout with booth numbers 
shown for identification purposes. 

The finale of the five-day event was a private din- 
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ON OPPOSITE PAGE.—Booths at the Fourth Business Show 
of Progress, (1) Schwabacher-Frey Co., (2) Tempograph Sales 
Co. (3) Royal Typewriter Co. (4) Marchant Calculating Machine 
Co. (5) Friden Calculating Machine Co. (6) Underwood Elliott 
Fisher Co. (7) C. W. Hunt Jr. (8) Monroe Calculating Machine 
Co. (9) Dictograph Products Co., Inc. (10) Ediphone Co. (11) 
DoMore Chair Co. (12) Sunset-McKee Standard Register Sales 
Co. (13) Stromberg Electric Co. (14) Ditto, Inc. (15) Addresso- 
graph Agency. (16) Multigraph Sales Agency. (17) National 
Postal Meter Co. 


ner dance which was attended by all exhibitors who 
thoroughly enjoyed a fine floor show. Those who ex- 
hibited their products were: 

Addressograph Agency, A. Carlisle & Company, H. 
S. Crocker Company, Dictaphone Sales Corporation, 
Dictograph Products, Ditto, Inc., DoMore Chair Com- 
pany, Ediphone Company, Elliott Addressing Machine 
Company, Friden Calculating Machine Company, C. W. 
Hunt, Jr., Marchant Calculating Machine Company, 
Monroe Calculating Machine Company, Multigraph 
Sales Agency, National Postal Meter Company, Post- 
age Meter Company, Remler Company, Ltd., Royal 
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Typewriter Company, Schwabacher-Frey Company, 
Stromberg Electric Company, Tempograph Sales Com- 
pany, Underwood Elliott Fisher Company. 

—e) 
HORDER’S MAKE CHANGES IN EXECUTIVE STAFF 

C. H. Carlson, head of the systems and furniture 
division of Horder’s, Inc., Chicago, for the past fifteen 
years, was recently given enlarged responsibilities 
and now functions under the title of Chicago sales 
manager. In his new position he directs all the retail 
selling of the Horder organization in the city of 
Chicago. His staff includes the men in the company’s 
ten retail stores, an outside selling force of twenty- 
five men, and the fifteen men in the systems and 
furniture division. 

Mr. Carlson joined Horder’s fifteen years ago as a 
systems man. Under his guidance the systems and 
furniture division came into being and was developed 
to its present extensiveness. 

Another executive change involves Edward Shapiro, 
who was made sales promotion manager. Mr. Shapiro 
is a Horder old timer. He joined the staff in 1910 
as a salesman. Before long his skill in the art of 
window merchandising became apparent and he was 
placed in charge of the window display department. 
Later he was made superviser of stores, a position he 
held until his recent promotion. 

*—- — 
MAC DOUGALL MOVES TO KANSAS CITY 

D. A. (Dan) MacDougall, who travels for the Sta- 
tioners Loose Leaf Company, Milwaukee, plans to leave 
Detroit where he has lived for many years and locate 
in Kansas City on January 15. This will be more con- 
venient because in his new location he will live at a 
point which is central to his territory. The new ad- 
dress will be 708 E. 71st Street Terrace. 
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THE NEW FOREST LAKE, MINN., HOME 
OF THE DUPLICATOR CORPORATION. 
—The new structure in which will be 
manufactured the entire line of Dusco 
rotary stencil duplicators, is one of the 
most modern construction with every 
available facility for the comfort and 
well-being of the company’s workers. 


DUPLICATOR 


The Duplicator Supply Corporation, 
for many years of the Dusco line of rotary 
duplicators, has recently changed its name to the 
Duplicator Corporation, effective January 1. At the 





THE “AUTOKID” GANG GREETS PITTS- 
BURGHERS. — This 


window display, 


pencils, was shown recently in the win- 
dow of the J. R. Weldin Company, Pitts- 
The small figures in the bril- 
liant display are Autokids, each one of 
which presents one of the new De Luxe 
Autopoints (Nos. 50, 50G) with eleven 
more pencils in the “quiver” at the rear. 
Several other Autopoint models as well 
as eraser tubes and transparent contain- 
ers for Autopoint leads were used to com- 
plete the window display. The window 
was arranged by John A. Brown, manager 
of the J. R. Weldin Company. 


burgh, Pa. 


SUPPLY CORP. CHANGES NAME 


AND LOCATION 





exceptionally fine 
featuring Autopoint 





manufacturers 
stencil 
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same time the company is completing plans for the 
removal of its offices and plant into a new and modern 
building at Forest Lake, Minn. 

The new structure is a model of a perfect manufac- 
turing plant, supplying abundant room for expansion. 
It is modern inside and out and is equipped with a 
complete air-cooling and condition- 
ing apparatus. Construction plans 
have been so arranged to supply 
more than sufficient light required 
for the precision methods of manu- 
facture of the Dusco line and this, 
together with other factors em- 
bodied in the building, creates ideal 
working conditions for the com- 
pany’s workers. 

The corporation’s offices and fac- 
tory were previously located at 718 
Washington avenue, S.E., Minne- 
apolis of which Forest Lake is a 
suburban section. 


A COMPACT WINDOW OF WEIS SUP- 
PLIES AND EQUIPMENT.—This fine dis- 
play of products of Weis Manufacturing 
Company was shown recently by the 
Standard Stationery & Printing Company, 
229 Halsey street, Newark, N. J. Officials 
of the company say the window did a 
capital job of interesting passersby in 
the material displayed. 
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F.S. Webster Company Reaches 
Fiftieth Year 


From acorns come all oak trees. And from little 
beginnings most all successful enterprises grow. A 
fine example of which is the F. S. Webster Company of 
Cambridge, Mass., this month celebrating its fiftieth 
anniversary. 

In 1889, Frank S. Webster, chemist, idealist and 
thinker, fashioned his first ‘“non-filling Star brand”’ 
typewriter ribbon with the only tools at his com- 
mand, a hand grinder and a clothes wringer. The 
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GEORGE F. MALCOLM 


place of production, which was to become the founda- 
tion of a world-wide business, was the basement of a 
dwelling house in Malden, Mass. 

By 1889, the Remington typewriter had overcome 
the prejudice against “printed letters” and was demon- 
strating its usefulness in the market places of the 
world. Along its trail had come the “Caligraph” and 
“Hammond,” and in the year ’89 came the Smith- 
Premier with keyboard for both capitals and lower case 
to contend for place. Others followed rapidly. Excel- 
lent ribbons And carbon papers for the machines were 
produced by several manufacturers one of whom was 
to enter the typewriter field a few years later and 
achieve enduring fame by the introduction of a 
machine which would change typewriter construction 
the world over. 

Little is known of Mr. Webster’s first experiments, 
but that little reveals his confidence in the future 
of the typewriter. Appreciating the influence of the 
supplies upon the character of the output of the ma- 
chines he entered the field with certain ideas which 
he expressed first in the ribbons and soon thereafter 
in the carbons, ancestors of the company’s well known 
brands. 

Three or four years were spent getting the little 
business organized and on its way with standards 
established. 

In 1892 Mr. Webster employed James Quartz, who, 
taking entire charge of the manufacture of the prod- 
uct under Mr. Webster’s direction, developed remark- 
able capabilities for production technique and 
standards. He has remained with the company through 
the years and still occupies the position of factory 
manager. 

Eight people comprised the personnel of the com- 
pany when it was incorporated in 1894 for $10,000, 
succeeding a partnership formed the previous year. 
Its extraordinary progress is demonstrated by the 
fact that in 1895 there were twenty-six persons em- 
ployed, and in 1898, this figure had jumped to ninety- 
four. 

Coincident with the growth of personnel were the 
necessary additions to working space. In 1892, the 
small cellar workshop was transplanted to Hartford 
Street, Boston, and one year later to Eastern avenue, 


55 


in Malden. The available area of 5000 square feet 
was more than doubled when, in 1895, the company 
moved to 246 Congress street, Boston. 


But even that large establishment soon proved 
inadequate for the company’s needs and additional 
space was found, creating a total of 40,000 square 
feet. But increasing demand for Webster products 
necessitated more working space. As a result the 
organization again moved, in 1906, to 332-342 Congress 
street, where it remained until 1931. 


Malcolm Joins Company 


In 1900, the tenth year of the business, George F. 
Malcolm, a young man charged with enthusiasm 
for the business and with zeal for the standards 
which characterized it, was appointed manager of the 
company. What he brought in executive ability and 
genius for developing codperation in those with whom 
he was associated is reflected in the company’s 
achievements during the succeeding forty years 
through which Mr. Malcolm has retained his post. 
And has become distinguished in the industry as the 
one general manager holding that executive position 
for so long a time. 

Mr. Malcolm pays high tribute to the founders 
of the company and the executives who directed its 
affairs and fine compliment to his associates through 
the years: those at headquarters, in the branches and 
in the field whose enterprise, industry and loyalty con- 
tributed to the expansion of the business and the 
maintenance of its prestige. 

In 1893, the late Joseph White, for so many years 
manager of the Chicago branch, joined the business 
with a capital investment. Mr. White had a remark- 
able career. He had been superintendent of production 
of the Franklin Typewriter Company. His technical 
knowledge of the machines and his ability to impart 
that knowledge to the members of the new organiza- 
tion was of great value to the company in its earlier 
years. His careful study and scientifically applied sell- 
ing technique gave him dominating influence in the 
sales department of the business. 

In 1894, necessity for larger capital for the expanding 
business led to its incorporation with George Russell 
Eager as treasurer and chief executive of the company. 
Mr. Eager was an impressive personality. His business 
experience, energy, enthusiasm and fine grasp of de- 
tails gave great impetus for the success of the busi- 
ness. On account of ill health he retired in 1905. Mr. 
Webster had retired from the business in 1903. 

In 1900, Walter Funck, present San Francisco branch 
manager of the company, was first employed. For 
many years Mr. Funck traveled the territory west of 
the Mississippi, but for twenty-five years has been in 
the San Francisco post. 














F. H. CASWELL 


F. H. Caswell, advertising and sales manager of the 
company, started his career with the company in 1927, 
as assistant to Charles P. Garvin, then general sales 

(Turn to page 164, please) 
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EYLAR CELEBRATES 50 YEARS IN INDUSTRY 


To the question, “What is that particular something 
a boy may get from work on a farm?” put to a suc- 
cessful city man who had such experience, came the 
answer—‘“Well, to put it in two words, I should say 
self-reliance and ingenuity developed by necessity of 
doing many things for which there is no help at hand.” 

Whatever the “particular something,” young M. S. 
Eylar, country born and reared, had it when on Jan- 
uary 2, 1889, he set out from Atchison, Kans., for 
Kansas City, Mo., in search of a job. Graduating 
from Atchison Business College, he had a few weeks’ 
satisfactory experience in bookkeeping, stenography 
and typing on the Caligraph at St. Joseph, Mo., the 





M. S. EYLAR 


largest city he had ever seen. But he had the notion 
he could do pretty well at selling and that by working 
on a commission basis, his earnings would be limited 
only by his industry and ability. He had faith in him- 
self. The one difficulty in putting his idea into effect 
was the few dollars which constituted his capital. 

As he occasionally glimpsed the Missouri River from 
the car window on the short ride, nothing occurred to 
suggest that he would come to be as familiar with the 
Thames, would cross the Atlantic 101 times and would 
journey around the world, being graciously received by 
acquaintances in many countries. His hopes were 
centered in Kansas City. Enroute he exhausted the 
Help Wanted advertisements in the newspaper. Arriv- 
ing at destination, he started at once to call on cer- 
tain advertisers. Two straight salary jobs were passed 
by and the final call for the day made upon an adver- 
tiser who had the Caligraph typewriter dealership for 
western Missouri, Kansas, Indian Territory and north- 
ern Texas: A practicing lawyer who conducted the 
agency as a side line. The business of the Caligraph, 
the only competitor of the Remington at that time, 
was small. 

Interested in Offer 

Young Eylar was keenly interested in the lawyer’s 
proposition of twenty per cent straight commission. 
But requirements that he buy a sample machine and 
pay all of his own expenses were far beyond his finan- 
cial resources. Only a short time before a senator of 
his state had written stirring words about “Oppor- 
tunity”; “Master of human destiny am I.”... “I knock 
unbidden once at every gate.” ... “It is the hour of 
fate,” etc. With the determination that characterized 
his work through succeeding years, he undertook to 
sell the prospective employer on the idea of not only 
loaning him a sample machine but of advancing $25 
for expenses. He succeeded. (Probably the greatest 
sale he ever made.) With the understanding that if he 
had not earned $25 by the time the advance was spent, 
he was to return the sample machine and look for 
another job. Opportunity, here am I. 

Every man who gets along is favored by some cir- 
cumstances. But not all to whom chance points the 


way are able or inclined to keep the road. The faith 
of the lawyer in the young man started him in an 
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occupation he was to follow for half a century and 
more. 

How the young salesman without previous experi- 
ence finished his first day’s work in the field with 
orders for three Caligraphs (commissions more than 
the cash advanced) and by which selling technique his 
sales for six months averaged a machine a day (cer- 
tainly a notable achievement for 1889) is a saga of 
typewriter selling in the early days of the machine. 

Toward the end of his Caligraph experience, the 
young salesman made a demonstration to the presi- 
dent of a real estate loan company in Fredonia, Kans. 
His prospect had just returned from Syracuse, N. Y., 
with a machine made by an old schoolmate of his 
named L. C. Smith. Mr. Eylar saw the Smith-Premier 
for the first time. Job No. 22—the twenty-second 
machine to be made. He criticized the construction 
and tried unsuccessfully to substitute a Caligraph. 
Being shown copies of many orders for the Caligraph, 
the prospect was impressed with the salesman’s 
achievements. His interest in the new machine of his 
old friend led to the suggestion that Mr. Eylar get the 
agency. He dictated a letter to Mr. L. C. Smith, 
strongly recommending the young man, which Mr. 
Eylar mailed that night with a letter of his own. In 
old Hoosier parlance, young Mr. Eylar had “a hen on.” 

Called to Kansas City by his employer, Mr.’ Eylar 
had confirmation of suspicions recently entertained— 
that the commission rate under which several thou- 
sand dollars had accumulated was disturbing the situa- 
tion. 

Accepted with Reservations 


His employer’s counter-proposition for straight sal- 
ary of $200 a month was accepted with understanding 
that either party could terminate the contract by two 
weeks’ notice. (In time the hen might hatch.) Within 
a few weeks the commissions were collected and de- 
posited in a bank, choice of which was another “favor- 
able circumstance”. Explanation of how the money 
was accumulated impressed the banker with the young 
man’s enterprise and thrift. Learning some weeks 
later of Mr. Smith’s intended visit, he expressed desire 
to meet him. This interest resulted in negotiations 
being made in the banker’s presence and in the con- 
tract being drawn by the bank’s attorney. That signed, 
Mr. Eylar resigned his “Caligraph” position and opened 
a business under his own name in Kansas City. His 
apprenticeship was ended. He was in stride deter- 
mined to “get some place”. 

Among motives that impel men’s desire to succeed 
is, generally, one common to all such aspirants. “As 
a man thinketh in his heart, so is she”. (Hail Fra 
Elbertus!) Back in Atchison was Miss Alice J. Archer, 
a charming young school teacher, who under pressure 
of persistent urging said “yes”. And so they were mar- 
ried and lived happily ever afterward. To this inspir- 
ing partnership, Mr. Eylar attributes much of his 
progress. 

The Smith-Premier business in Kansas City was a 
success from the beginning. Four years later came 
the 1893 panic to be followed by four years depression. 
But the typewriter had come into great favor. Pre- 
judice encountered at introduction had gradually given 
way. Demand for typewriters attracted capital and 
several new models had entered the market. Ruinous 
competition ensued. To improve the situation, one of 
the first so-called “trusts”, The Union Typewriter Com- 
pany, was formed, taking over the business of the 
Remington, Smith-Premier, Densmore, Caligraph, Yost 
and Brooks with the respective companies maintaining 
separate organizations. 


Goes to New York 
In 1896, Mr. Eylar was transferred from Kansas City 
to New York City, to become manager of the Smith- 
Premier division. And was in that position when the 
(turn to page 128, please) 
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Sickness Forces Resignation of 
Wood asN.T.O.M.D.A. President 


John Loser of New York to Finish Balance of 
Unexpired Term in the Presidency 


Forced by continued ill health to drastically curtail 
his activities, Lamong H. Wood, Midwest Typewriter 
Company, Kansas City, Mo., last month resigned as 
president of the National Typewriter & Office Machine 
Dealers Association. John O. Loser, president of the 
Noiseless Writing Machine Service Company, New York 


























JOHN O. LOSER 


LAMONT H. WOOD 


City, and vice-president of the association, will suc- 
ceed Mr. Wood for the balance of the present term. 

Mr. Wood’s resignation brings to an end a term of 
president which began in June, 1936, and has been 
fulfilled with honor. For several months he has been 
in poor health but continued to guide the destiny of 
the association at the urgent insistency of the mem- 
‘pership and board of directors. Recently, however, 
Mr. Wood suffered a serious setback which medical 
advisers attributed directly to his illness. Because of 
this he was advised to resign from the association as 
the first move toward greatly curtailing his activities. 

In his letter of resignation Mr. Wood said in part: 

“Due to my illness which recently took a turn for 
the worse, I ask that you please accept my resignation 
as President of the National Typewriter & Office Ma- 
chine Dealers Association effective not later than Janu- 
ary lst. The success of our National Association and 
its accomplishments can be obtained only by hard, 
enthusiastic work. My physical condition will not per- 
mit me to continue in office and accomplish our goal. 
Therefore, I feel it my duty for the good of all con- 
cerned, to withdraw from office and turn the reins of 
our Association over to a more capable man.” 

Mr. Wood’s record since taking office two and one- 
half years ago is one of which he may justly be proud. 
He has worked hard and persevered continuously on 
behalf of the organization. He has increased the mem- 
bership 700 per cent. When he became president of 
the association there existed a deficit where today the 
organization has approximately $2800 cash on hand 
with all bills paid. 

Mr. Loser is one of the most prominent men in the 
industry in the Eastern field, and is also a tireless 
worker with an enthusiastic spirit of organization and 
boundless energy. It is characteristic of Mr. Loser 
that in accepting the presidency his brief statement 
dealt solely with business conditions and prospects 
which face the membership rather than with the task 
which faces him in carrying on the splendid work 
done by President Wood. Mr. Loser said: 

“The typewriter, adding machine and office supply 
business has always been the barometer of industry 
and according to statistics, business is on an upward 
trend and the dealers who have been persistent in the 
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past years, should meet with success in the coming 
year. 

“Ten years ago business took a turn for the worse. 
It is my opinion that business changes every ten years, 
therefore, I am looking forward to a prosperous 1939.” 

Mr. Loser took over the presidency of the association 
on January 1 and immediately announced that plans 
would soon be under way toward making the new year 
a banner twelve months for the association as a whole. 


—_——_——_9-—= 9 ———___—_ 


THE GUEST BOOK 


Donald D. Duncan and George A. Coleman of Office 
Engineers, Ltd., San Francisco, signed their names in 
the Guest Book December 3. Mr. Duncan had spent a 
number of weeks traveling through the Southwest 
selling his new “Visacopy” holders to commercial sta- 
tioners. He was gratified at the reception accorded 
his product. Mr. Coleman, contrary to the usual trend, 
left San Francisco to make his home in Chicago, to 
look after the company’s interests in the Middle West. 
Within a few weeks Mr. Duncan expected to have dis- 
tribution arranged in every state in the Union, only 
a few remaining at the time of his call. 


John Loser, of the Noiseless Writing Machine Serv- 
ice Company, and new president of National Type- 
writer & Office Machine Dealers Association, signed the 
Guest Book on December 5. He was on his way back to 
New York after having made a flying visit to Lamont 
Wood, resigned president of the Typewriter Associa- 
tion. Mr. Loser left New York on November 29, going 
by airplane to Kansas City, where he stayed for sev- 
eral days conferring with Mr. Wood. He took to the 
air again when the conference was over, arriving in 
Chicago on December 5, where he spent a few hours 
between planes calling upon members of the trade. 
He was in a hurry to get back to New York and get 
started on the work that attends executive leadership 
of the N.T.O.M.D.A. 


E. G. Stacy, of the Spencerian Pen Company, New 
York, and E. U. LaFollette, Middle West representative 
with headquarters in Chicago, called at the offices of 
this publication and signed the Guest Book December 
12. In these days of fast transportation Mr. Stacy fig- 
ures that Chicago is now commuting distance from 
New York. To save time he frequently travels by 
plane, although on this occasion he came by rail from 
New York, to which city he planned to return in an- 
other day or two. He and Mr. LaFollette had work to 
do together, which explains the trip. Both gentlemen 
find a rising volume of businéss. Mr. Stacy is prepar- 
ing to receive stationers who are expected to attend 
the New York World’s Fair in large numbers, many of 
whom will call at Spencerian offices. 


Frank P. Godwin of Baraboo, Wis., called at the office 
of this journal December 22, accompanied by Hamilton 
Kendrick, Chicago manager for American Pencil Com- 
pany. For the last eighteen years Mr. Godwin has 
been traveling the Northwest for Carter’s Ink Com- 
pany. He plans to establish himself as a manufac- 
turers’ representative shortly after the first of the 
year. He expects to cover his old territory including 
some forty-five cities in Wisconsin, Minnesota, Iowa 
and the Dakotas. He is well known in that section and 
is a member of the Northwest Travelers Club. 


SEE 


SHERMAN-MANSON INSTALLED IN NEW FACTORY 


As this issue goes to press comes word that the 
Sherman-Manson Manufacturing Company has as- 
sumed occupancy of its new factory and plant at St. 
Marys, Ohio. The general offices and sales department, 
however, will remain at 621-31 South Kolmar avenue, 
Chicago. The company manufactures several lines of 
Sher-Man stands and stools including the well-known 
Series 22 and 23. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everiy at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 
United States manufacturers traveling to London are cordially invited to call 


upon Vincent Jackson at 22 St.,Andrews street, London EC4. Mr. Jackson’s 
contacts with the trade and its organizations afford him information valuable to 


those desiring to cultivate the 


December Ist, 1938. 

November has been a month full of events. First 
place must be given to the signing of the Anglo-Ameri- 
can Trade Agreement. Although only affecting such 
office machines as are not manufactured in England 
at all, and thus not of considerable direct interest to 
our industry, it is nevertheless an important step for- 
ward in the economic relationship of two English- 
speaking nations. There are many who would like to 
see even closer co-operation between the United States 
and Great Britain, especially with this “topsy-turvy” 
present-day world. 

Then, last month, the Office Appliance Trades Asso- 
ciation held a Business Efficiency Exhibition at Man- 
chester. Although not present at the opening, I was 
able to spend a very enjoyable week-end in that city, 
visiting the various stands (and Mr. Joseph Halsby, on 
holiday in your country, will be glad to know I paid 
special attention to his display!) and meeting many 
friends. The layout and general arrangement of the 
stands was a credit to that “veteran” exhibition direc- 





(Left) Francis Grundy, J. P., opening the exhibition and, seated 
left to right, A. R. Jackson, retiring chairman of the O. A. T. A.., 
and W. G. Gledhill, T. D.. M. A. (Contab) the new chairman. 


(Center) Mrs. S. S. Elliott, assistant secretary of the O. A. M. A, 


f 


NOTABLES AT THE MANCHESTER BUSINESS EFFICIENCY EXPOSITION 


British market. 


tor, Mr. A. C. McLellan, and by “veteran” I refer to 
‘“Mac’s” experience and not his age! The final total of 
attendance was up to previous shows though the vol- 
ume of business reported was not exceptional. One 
must remember that it will be some months before the 
value of the Anglo-American Trade Agreement will be 
felt in Lancashire, which benefits therefrom. 

The exhibition was opened by Mr. Francis Grundy, 
J.P., president of the Manchester Chamber of Com- 
merce, an organization of national importance. In his 
opening remarks Mr. A. R. Jackson, chairman of the 
Office Appliance Trades Association, invited Manches- 
ter business men and women to inspect the exhibits in 
the spirit that these days of increased competition 
called for closer watch on costs, greater control. Mr. 


Grundy, in his reply, remarked that if, as he had been 
told by exhibitors in his preliminary walk round, they 
can show ways and means to save time, money and 
effort, then ‘‘they are just the people we want in this 
country today.” 

of saving labour. 


I was glad to see that no one talked 





2 ae 


presenting bouquet to the Lady Mayoress who accompanied 
the Lord Mayor of Manchester on an official visit to the show. 
(Right) Relaxation after the show. Left to right, Gilbert Wood, 
Mrs. Elliott, A. Salmon, Mrs. Gilbert Wood and A. R. Jackson. 
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meet some friends of 


THE MIMEOGRAPH 


THE OFFICE BOY— 


I’m not exactly lazy—but 
I do like the easy way 
Mimeograph rolls those 
copies out. And say, Mim- 
eograph Ink has what it 
takes to look neat 
and stay black. 

























BOSS—1 like the way Mimeo- 
h catches hot ideas before 
grapn catcnes 10 1aeas retrore HIS SEGCRETARY—1 —— 


they cool. And gets them out 
: clean, clear way The Mimeo- 
graph Stencil Sheet takes my 
typing. Its soft blue is so easy 
on my eyes, even at night. 


where they ought to go—quick! 
















THE PURCHASING AGENT 


—lI like its economy. Since 
we put in The Mimeograph 
we’ve been able to save 
several hundred dollars. 





















Right-hand man to American businesses and American 









institutions—that’s The Mimeograph, with its inte- 






THE MAN AT THE 
OTHER END—And I 


like the neat, legible 





grated supplies ... A message, bulletin or letter must be 






broadcast to many immediately . . . The Mimeograph 






qualityof Mimeograph Stencil Sheet captures it . . . Rich, black, longer-lived 





work. It gets atten- 





Tiiinngaill teasiee Bt Mimeograph Ink forms it on paper and The Mimeograph 






Machine rolls off the copies you need ... Dozens to thousands. 










Sixty copies per minute, or 150... This is The Mimeograph 





story we're telling in national magazines, Fortune, Saturday 





Evening Post, Life and Newsweek, for January. Tie in with this 





story. Tell it to your Mimeograph prospects, too—for more sales. 











MIMEOGRAPH 


he trade mark of A. B. Dick Com, 








Chicago 








Registered in the United States Patent Office 
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GENERAL VIEWS OF THE MANCHESTER BUSINESS EXPOSITION 


Mostly my own impressions were of improvements to 
many well-known products. Amongst the new ideas 
probably not familiar to you folk were two systems 
one a very neat adaptation of “visible” indexing to 
letter filing, known as “C VS” and marketed by Gilbert 
Wood (Arithmetical Machines) Ltd. Another visible 














ONE OF THE MANCHESTER BOOTHS.—Miss Dorothy Page 
and Mr. W. Page in the Protectograph stand (Halsby & Com- 
pant, Ltd.) 


card index system known as “Vistem” on rather unusu- 
al lines was shown by Carter Parratt Ltd. In all, there 
were sixty-five Exhibitors listed on page 62. 


* * * 


Within the last week, the annual general meeting of 
the Office Appliance Trades Association has been held. 
The new chairman is Mr. W. G. Gledhill, T.D., M.A. 
(Cantab), director of Gledhill-Brook Time Recorders, 
Ltd. Mr. Gledhill is amongst the oldest members of 
the association and has been on the executive staff 
for the past fifteen years. He was chairman once be- 
fore, in 1924, when I was honorary secretary of the 
association. Since then he has been educational direc- 


tor and (to fill in his spare time!) he has been acting 
as honorary secretary during Mr. Halsby’s absence. 

His executives are: 

Mr. C.H. Shelton Cox (director, Percy Jones (Twin- 
lock), Ltd.), elected the first vice-chairman under the 
new Rules. 

Mr. A.R.Carruthers (sales manager, Addressograph- 


Multigraph, Ltd.). 





W. G. GLEDHILL 


Chairman-Elect of the Office 
Appliance Trades Associa- 
tion of Great Britain and Ire- 
land, who sent the following 
message: “Please convey 
very good wishes for a pros- 
perous 1939 to our good 
friends of the U. S. A.” 


Phot by Reginald Haines, Londor 


Mr. J. A. Cumming (sales manager, D. Gestetner, 


Ltd.). 
Mr. W. Desborough, O.B.E. (general manager, Pow- 
ers-Samas Accounting Machines, Ltd.). 
Mr. Percival H. Reed (managing director, Olympia 
Typewriter Co., Ltd.). 
(Turn to page 62, please) 





THE WORLD’S HARDEST USERS 
OF TYPEWRITERS .. . . THE 
COURT REPORTERS « - USE 
MORE L C SMITHS THAN ALL 

OTHER MAKES COMBINED ~ 


(1938 SURVEY, ALL U.S. CITIES OF 100,000 POPULATION AND OVER) , 




















%, SMITH 


L C SMITH & CORONA TYPEWRITERS INC e¢ SYRACUSE, NEW YORK 











FA DIN 


facts in your business are like fading air 
supply to a diver— MIGHTY INCON- 
VENIENT. 





If you demand long life of your carbon 
copies, better be sure of their "‘air-line'’ 
the line of Carbon Papers you use! 


You can be sure of "The Line That Can't 
Be Matched'’—PANAMA and BEAVER 
Carbon Papers. 


No matter how deep down—or how long 
—in your files, their copies come up fresh 


as ever! 


* 


PANAMA 
& BEAVER 


Carbons + Ribbons “The Line 


at Can’t 


Duplicator Inks Be Matched” 
MANIFOLD SUPPLIES COMPANY 


“Ask your PANAMA or BEAVER man 
188 THIRD AVENUE BROOKLYN, N. Y. 





| 
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Mr. Edgar Smith (director, Block & Anderson, Ltd.). 

Mr. A. W. Thomas (managing director, Royal Type- 
writers). 

Here we have a sprinkling of the “Old Brigade” 
leavened with some newcomers to the committee (or 
should it be the other way round?). 

There had been an extraordinary general meeting 
before the annual meeting, in order to make some 
amendments to the rules. Following both meetings was 
the dinner—with a fine attendance at all three affairs. 
At the dinner, that veteran of loose leaf, Mr. Percy 
Jones, proposed the health of the association whilst a 
pleasant gesture was the proposal of the health of the 
retiring chairman, Mr. Jackson (Kardex) by a com- 
petitor, Mr. E. C. Rylands of Bizada Visible Systems! 
Altogether a jolly evening with some “life” in it —V.E.J. 


Exhibitors at the Manchester Business Show. 

International Time Record- 
ing Co., Ltd. 

Percy Jones (Twinlock), 


(Britain), Ltd 
Machine Co 
Multigraph, 


Addo Co. 
Addressall 
Addressograph- 


Ltd. Ltd. 
Adrema, Ltd Kaye's Rotaprint Agency, 
Automatic Electric & Tele- std 

phone Co., Ltd. Kodak, Ltd. (“Recordak” 


Bancroft 


pany 
Bell Punch Company, Ltd 
Block & Anderson, Ltd. 
British Tabulating Machine 


Co., Ltd 
Burroughs Adding Machine, 
Ltd 


Carbon Paper Supply Co 


Ltd 


Engineering Co., 


Division) 
Lamson Paragon Supply 
Co., 244. 
Library Bureau, Ltd 
Magowan & Co, Ltd 
Merkham Trading Cno., 
Milners’ Safe Co., Ltd. 
Moore's Modern Methods, 
Ltd. 
Muldivo Calculating Ma- 
chine Co., Ltd 
National Cash Register Co 


Ltd 


Carter-Davis, Ltd Ltd. 
Carter-Parratt, Ltd National Loose Leaf Co., 
Cave & Co., Ltd., C. W Ltd 
Chatwood Safe Co., Ltd “New Era” Time & Tele 
Chubb & Sons’ Lock & Safe phone Systems, Ltd 
Co., Ltd Olympia Typewriter Co., 
Comptometer (Felt & Tar- Ltd. 
rant, Ltd.) Petty & Sons, Ltd 


Powers-Samas Accounting 
Machines, Ltd 


Constructors, Ltd 
Continental Typewriter Co., 


Ltd Reliance Telephone Co., Ltd 
Copeland-Chatterson Co.,, Remington Typewriter Co 
Ltd Ltd 
Dictaphone Co., Ltd Roneo, Ltd 
Dictograph Telephones, Roneo-Neopost, Ltd 
Ltd Royal Typewriters 
Edison Ltd., Thomas A Shannon, Ltd 
Egry, Ltd Smith, L. C., & Corona 
Ellams Duplicator Co., Ltd Typewriters Ltd 
Fanfold, Ltd Smith & Son, Ltd., W. H 


Gestetner, Ltd., D Standard Office Supplies Co 


Gledhill & Sons, Ltd., G. H Tan-Sad Chair Co. (1931) 
Gledhill-Brood Time Re Ltd. 
corders, Ltd Telephone Rentals (Lanca 
Halsby & Company, Ltd shire), Ltd 
Hayward Co. (Addressing Underwood Elliott Fisher, 
Machines), Ltd Ltd 
Imperial Typewriter Co., Universal Postal Frankers 
Ltd Ltd 
International Coin Count- Gilhert Wood (Arithmetical 
ing Machine Co., Ltd Machines), Ltd 
——_0—= > o—__ 


LONDON STATIONERS OPEN “BOOK-KEEPING BY 


TYPEWRITER” CAMPAIGN OF TWINLOCK 


For the purpose of embarking on a campaign of the 
firm of Percy Jones (Twinlock) to popularize the idea 
of bookkeeping by typewriter. nearly 100 stationers of 
London and vicinity attended a conference on Octo- 
ber 8 at the Andertons’ hotel, Fleet street. 

Mr. Hurnell of Percy Jones (Twinlock) opened the 
meeting by explaining that the campaign was one to 
open up a new source of profits for the businesslike 
retail stationers of the country. He followed this by 
explaining the methods of the simple form of mechan- 
ical accounting. The speaker said it was doubtful if, 
until that moment, anyone present had realized the 
number of items in their stock affected by mechaniz-ed 
bookkeeping. Stationers who allow a direct trading 
firm to sell his customers a full system of machine ac- 
counting would, the speaker explained, find themselves 
losing out on sales of bound ledgers, loose leaf led- 
gers, cash book, day book, journal, wages book, analy- 
sis book, cash receipt book, stock record book, invoices, 


[ J 


Other Lands Section 
Continued on Page 83 
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“GE DUTY MATCHED’ 


ee » YOUR KEY TO GREATER SALES IN OFFICE EQUIPMENT 


“Duty Matched” and fitted to indi- 
vidual comfort, the “Comfort Master” 
becomes the “seat” of executive 


thinking and accomplishment. 





As wrth no other Line youcan “duty match” 


your customer's equipment precisely to the job for which 


it is intended. Save him money. Help him profit. 


STANDARDIZED EFFICIENCY ... Your Customer Can 
ADD—-REARRANGE~PROGRESSIVELY RE-EQUIP 





without confusion. 





W 


-- « SELL “Duty 
Matched” eduip- 
ment—GF metal 
desks, GoodForm 
Chairs, Super-Filers 





—and establish a 


sound reputation 





for business prog- 


ress and modern- 


As with other GF equipment 


the GF Metal Desk conforms to 


ization. You can do 
this with GF as 


with no other line. 





progress and modernization. “Duty Matched” and tailored for working 


comfort is the GF “GoodForm Posture Chair.” 


Zé GENERAL FIREPROOFING @, yoonosrows 


‘ - Oo H I Oo 


sanenialll 



































© 1939, The General Fireproofing Co 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF THE INDUSTRY 








W. A. SHEAFFER 


SHEAFFER PEN CO. BOARD CHANGES EXECUTIVES 
AND ANNOUNCES BONUS FOR EMPLOYES 


Important changes in the executive personnel of the 
W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
were voted by tne board last month when W. A. Sheaf- 
fer, founder of the company twenty-five years ago, and 
its president ever since, was elected chairman of the 
board to become effective immediately. 

Craig R. Sheaffer, for several years vice-president 
and treasurer of the company, was elevated to the 
presidency. G. A. Beck, auditor, was elected a vice- 
president, and James Low, treasurer. H. E. Waldron, 
for many years vice-president and general sales man- 
ager, continues in that capacity and W. A. Scherfe 
remains in the position of secretary. 

In electing Mr. Sheaffer to the board chairmanship 
the directors of the company reiterate a vote of confi- 
dence and thanks to the man whose hand had guided 
the destiny of the Sheaffer organization for the past 
quarter of a century. It was Mr. Sheaffer who founded 
the firm in 1913 when his lever-filling fountain pen 
was put into production. Through the World War and 
on into the depression of 1929 he displayed his execu- 
tive ability and keen business acumen and it is direct- 
ly attributable to him that while other businesses and 
organizations fell by the wayside, the Sheaffer com- 
pany not only weathered the storm, but continued, un- 
diminished, the remarkable growth which has char- 
acterized it from its founding. 

At the same meeting the board members declared a 
ten per cent bonus on each employe’s earnings for a 
six-month period, to be paid all workers regardless of 
their length of service or status. 

The profit-sharing bonus was paid on December 16 





H. E. WALDRON 


CRAIG R. SHEAFFER 


and affected 1,100 employes at Fort Madison, New York, 
Chicago and San Francisco, including a field force of 
nearly 100 men located in every section of the United 
States. 

The payment marked a two and one-half per cent 
increase in the Sheaffer employe profit-sharing plan 
and was the seventh consecutive bonus to be paid. In 
past years payments have ranged from four to ten 


per cent. 
—-  — 


GEORGIA GOVERNOR HONORS IVAN ALLEN 

Ivan Allen, chairman of the board of the Ivan Allen- 
Marshall Company, Atlanta, Ga., has been named by 
Governor Rivers head of the Citizen’s Section of a 
statewide drive for funds for the relief of sufferers 
from infantile paralysis. Mr. Allen, one of the leading 
civic workers of Atlanta, has been prominently iden- 
tified with a great number of projects for the better- 
ment of the community in which he lives and has 
never refused to turn all his energy toward taking part 
in a campaign for the unfortunately situated—JHR 








EXCUSE Us, PLEASE 


SHEPPARD TO HANDLE COSTOGRAPH BUSINESS 


In the December issue of OFFICE APPLIANCES appeared 
a brief item announcing the purchase by the C. E. 
Sheppard Company, Long Island City, of the Costo- 
graph Corporation. This statement was in error, the 
Sheppard company merely having taken over the Cos- 
tograph Corporation’s manufacturing, sales and dis- 
tribution. 











i 
WE WANT MORE! 
We want more!” yell the 


jitterbugs as Red Norvo, famous orches- 
tra leader concludes his number at the 
Famous Door, New York City. OLD 
TOWN Hermetic Secretarial Typewriter 
Ribbon also gets an avalanche of 
“encores daily from typists, purchasing 
agents, executives. * Efficient secretar- 
ies know that the hermetically sealed 
airtight tin keeps the ribbon fresh in- 
definitely. They know OLD TOWN 
“hermetic does not fade or dry, is self- 
re-inking, gives a clear, ‘crisp, neat 
impression so pleasing to all executives 
* To the musicians ‘encores’ mean box 
office appeal. To the stationers ‘“en- 
cores. mean cash register appeal. Are 


you supplying the demand for OLD ~ 


TOWN Hermetic in your city? Write® 
for full data today. = 


Ota Town 


Ribbon ¢ Carbon Co,0ne,, 


MANUFACTURERS 


Johnson & Prince Sts., Brooklyn, N. Y, 
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Again 4 
This Year 


We renew 


Our 36 year old pledge 





The Ames Supply Company 
never has and never will com- 
pete with you by selling Office 
Machines or parts directly or 
indirectly as your competitor. 











She largest 
supply house 
of its kind 


in the world 


ALWAYS YOUR FRIEND 
NEVER YOUR COMPETITOR 








AMES SUPPLY COMPANY 


MANUFACTURERS AND DISTRIBUTORS OF TYPEWRITER AND 
{1DDING MACHINE PLATENS—PARTS—TOOLS— RIBBONS— 
CARBONS AND SUPPLIES. 


564 West Randolph St. CHICAGO, ILLS. 
37 Murray Street 583 Market Street 
NEW YORK SAN FRANCISCO 
206 Lane Street 11 Pryor St., S.W. 
DALLAS ATLANTA 


BOSTON — CINCINNATI — CLEVELAND— DENVER— LOS 
ANGELES — PHILADELPHIA — PITTSBURGH — SEATTLE 
WASHINGTON, D. C.—LONDON, ENG. 


MES AMEANS ETHICS @USTAINED 
feo ee eos © 
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TYPEWRITER DEALER ENJOINED FROM CUTTING 
PRICES BY OFFICE MACHINE DEALERS 
ASSOCIATION OF NEW YORK 

At the Special Term, Part VIII of the New York 
Supreme Court in the New York City County Court 
House on Monday, December 12, numerous portable 
typewriters were displayed on a large table in front 
of Supreme Court Justice Samuel J. Harris. The 
exhibit was in connection with the trial of the action 
brought by the Office Machine Dealers Association of 
New York and Business Machine Service Company 
against Benco Sales Company, New York. The case 
was brought under the so-called Feld-Crawford Fair 
Trade Act and the various typewriters had been pur- 
chased by members of the Office Machine Dealers 
Association in order to prove that Benco was not selling 
portable typewriters at the prices fixed in contracts 
between typewriter manufacturers and other dealers 
in New York City. Among the witnesses in the all day 
trial were representatives of the four leading manu- 
facturers of portable typewriters. They testified as to 
the execution of contracts fixing prices on portable 
typewriters with various dealers in the City of New 
York. After hearing numerous witnesses, Judge Harris 
ruled against the defendant and he has since signed 
an injunction restraining him from selling portable 
typewriters at less than the prices fixed. 

Edward W. Stitt, Jr. and Charles F. Krause, Jr. of 
the firm of Walton, Bannister & Stitt tried the case as 
attorneys for the Office Machine Dealers Association. 
It is interesting to note that this is the first Fair Trade 
action brought to a successful conclusion by any trade 
association. In most court proceedings, as for instance 
the liquor cases, the distillers or manufacturers bring 
the proceeding. This was raised as an objection by the 
attorneys for the defendant but was overruled. 


nena o<i>-9e————___ 


LeBEUF TAKES POSTINDEX N. Y. BRANCH 

Paul M. LeBeuf, since 1935 connected in various 
capacities with the Postindex division of the Art Metal 
Construction Company, last month was appointed 
manager of the Postindex branch at New York City. 

Mr. LeBeuf joined Postindex in February, 1935, and 
was assigned to the Philadelphia branch. Prior to that 
time he had had considerable experience in visible 
equipment both as a manufacturer’s salesman and asa 
dealer. For several years he was connected with the 
Tampa Office Supply Company, Tampa, Texas and 
before that, was engaged in the same work on the 
Pacific Coast. 

At Philadelphia he continued to hang up new sales 
records as in previous years so that late in 1936 he was 
appointed manager of the important Harrisburg office, 
where he was district manager of eastern Pennsyl- 
vania, remaining there until the new promotion to the 
New York branch was announced. 

An appointment to fill the vacancy at Harrisburg 
will be announced shortly according to C. E. Attwood, 
vice-president of Art Metal Construction Company 
and manager of the Postindex division. 

—><- 


REMINGTON RAND INCREASES OUTPUT AT ILION 
Transfer from Middletown, Conn., to Ilion, N. Y., of 
the Remington Rand, Inc., rebuilding department for 
No. 6 and No. 10 speed-stroke typewriters was reported 
in the December 12 issue of the New York Herald- 
Tribune. It is believed that the new move, which be- 
comes effective about January 19, is the first of a 
series of expansion plans tending to provide more 
jobs at the Ilion plant. 
SS ae 

NEWTON MEMBER OF GOODWILL TOUR 
St. Elmo Newton, Jr., of S. C. Toof & Company, 
Memphis, Tenn., office equipment firm, was one of the 
Chamber of Commerce party on a recent Good Will 
and Know-Your-Neighbor tour to a number of West 
Tennessee and West Kentucky towns and cities——CG 
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HAW-WALKER DEALERS | 


Tue annual BUYERS'GUIDE is a 


profit-producing part of the most 
complete office equipment fran- 


chise in the world — 8,000 items 


OR the fourth consecutive year the Exclusive Shaw-Walker 

Dealer is distributing to office equipment buyers this 492-page 
order-getting catalog — with his own name prominent on the 
front cover. 

The BUYERS’ GUIDE increases dealer business because it enables 
the dealers’ salesmen and the dealers’ customers and prospects to 
obtain immediately complete information about 8,000 office items. 

Distribution of this impressive catalog spot lights you as the 
*‘Number One” dealer in your community. If you want to be the 

| dealer in your city who has the privilege of distributing BUYER 
» GuwweEs bearing your name, write Muskegon today. 


Shaw-Walker wants to improve its representation in 
aouehismetslaee OTR) may TROT of OTN O8 tae KO) DY. 4 














PD Ad 


Oo FTANDS 





A TYPE 
and SIZE 


for every need 


For typewriters, 
adding machines, 
calculators, dupli- 
cators, card files, 
reference books, 
and other office 
equipment. Ideal 
stands give you the 
right stand for 
every job. Dealers 
everywhere find 
the Ideal line both 
fast moving and 
profitable. 





New Price List... . 


No. 4contains new 
list prices, also four 
pages of specifica- 
tions and standard 
finishes. Copies 














sent upon request. 
We sell through Model 33-A, 
dealers only. vga 
res 
SHERMAN -MANSON aa — 
MFG. COMPANY / 





625 S. Kolmar Avenue 
Chicago, IIl. 


SHERMAN-MANSON 
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BUSINESS MACHINE STANDS 
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WEEKS GOES TO HOEFER AT ALLIED 
CORPORATION 

A short time after William F. Hoefer last month 
acquired the presidency of the Allied Ribbon & Carbon 
Manufacturing Company, 165 Duane street, New York, 
N. Y., Frank M. Weeks joined the organization as sales 
manager. 

Both men were formerly with the Columbia Ribbon 
& Carbon Company, Mr. Hoefer being a member of the 
technical staff and plant superintendent of Columbia, 
an organization with which he was associated for 
twenty-nine years. During this period he built up a 
long and successful career in the ribbon and carbon 
field. 

Mr. Weeks is likewise a well-known figure in the 
industry, having spent the last fourteen years with 
































W. F. HOEFER 


F. M. WEEKS 


Columbia. He possesses splendid ability along the lines 
of advertising, merchandising, window display and 
servicing dealers. 

Following Mr. Hoefer’s purchase of the Allied com- 
pany the board of directors elected him president and 
at the same time appointed A. P. Diele, secretary and 


treasurer. 
— tt « 


ELMER JOINS GLOBE-WERNICKE AS N. Y. BRANCH 
HEAD 

The appointment of H. B. Elmer as manager of the 
New York wholesale branch of The Globe-Wernicke 
Co., was announced last month by H. C. Anderson, 
general sales manager. 

“The addition of Mr. Elmer to our organization came 
at a most opportune time when all indications point 
to a substantial steady improvement in_ business,” 
stated Mr. Anderson. “Few men in the industry have 
a wider acquaintance among stationers, particularly in 
New York City, where he is so well and favorably 
known. For twenty years Mr. Elmer was general sales 
manager of the Eberhard Faber Pencil Company and 
prior to that held an important executive position with 
White & Wyckoff Manufacturing Company, Holyoke, 
Mass.” 

Claud Allen, veteran Globe-Wernicke executive, will 
asist Mr. Elmer in his new duties. 

—- — 


COULTER GOES TO ST. REGIS CO. 

Philip Coulter, for a considerable time manager of 
the New York branch of the Eastern Tablet Company, 
last month became New York representative of the On- 
tario Specialties, division of St. Regis Paper Company, 
230 Park avenue, N.Y.C. 

Mr. Coulter’s new company, besides manufacturing 
paper, makes stenographic note books, legal and 
scratch pads and a complete line of specialties manu- 
factured to order. He is well known to the field 
throughout the East and is secretary of the Stationers 


12:30 Club. 
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HERITAGE and TRADITION 


WE, OF HOTCHKISS, HAVE A HERITAGE 





of years of successful manufacturing—a tradition of 


sound and profitable merchandising. 


FOR TWO GENERATIONS HOTCHKISS MA- 
chines have symbolized superiority in staplers. In 


many parts of the country No. 1 Hotchkiss machines 





are still serving the sons and grandsons of the original 
purchasers, still functioning proudly and efficiently, 
and continuing to be for the dealer a profitable con- 


sumer of staples. 


OUR TRADITION OF SOUNDNESS AND 
quality is still the prevailing force in the continuous 
development of new Hotchkiss models—designs 
which have continued to set the pace in the stapler in- 


dustry—designs which are always first in the field. 


THIS COMBINATION OF ADHERENCE TO 
established tradition and of modern pace-setting for 
new models definitely translates itself into steady and 


substantial profits for Hotchkiss dealers. 


HUTCH Roa 


NORWALK, CONN. 
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@ Here’s a product all business 
has been waiting for—a steel dead 
storage file, made to fit any form 
size, that will eliminate shelving, 
compress old records into 70% 
less space, and that actually costs 
less than cardboard cartons and 
shelving! 

Every bank, trust company. 
store, manufacturer or general 


business house now becomes a 


Yor Every 






FROM public wild 


ity cash stubs 





All-Steel-Equip Company, Inc. é 
618 John St., Aurora, Til. 






TO letter size 
forms. 





Send complete information about 
A-S-E Dead Storage Files. 







Name 






Address 






City State 


PROVIDE PERMANENT AND ACCESSIBLE 
STORAGE IN 70% LESS SPACE 


MADE TO FIT ANY FORM 
MARVELOUS BUSINESS OPPORTUNITY FOR DEALERS 
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BRAND NEW MARKET—a 
willing prospect for the dealer 
who offers these revolutionary, 
space- and money-saving A-S-E 
DEAD STORAGE FILES! 
First sales are simple—repeat 
orders are assured! 

Cash in on this BIG sales 
opportunity now. Mail the cou- 
pon for complete information, 


today! 


. _ INCREASE YOUR PROFITS BY CHANGING 





ALL-STEEL-EQUIP COMPANY, INC. 


618 JOHN STREET © AURORA, ILLINOIS 
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MEETINGS—CONVENTIONS—DINNERS 


WINNIPEG STATIONERS ELECT OFFICERS 

The eighth annual meeting and election of officers 
of the Stationers Association of Winnipeg (Canada) 
was held at Moore’s Coffee Inn on Tuesday, December 
13. The five officers elected to govern the organization 
through 1939 are: 

President, Robert Christy, Richardson-Bishop, Ltd., 
424 Main street; vice-president, Andrew Liddell, W. J. 
Gage & Company, Ltd., 181 Bannatyne avenue; secre- 
tary, C. Vernon Nobbs, The Luckett Loose Leaf, Ltd., 
52 Albert street; treasurer, F. J. Dool, G. R. Bradley & 
Company, Ltd., 506 Canada building; auditor, J. H. 
Francis, Reliance Ink Company, Ltd., 520 McGee street. 

Before the meeting came to a close Retiring Presi- 
dent Jeanfavre was lauded for his work on behalf of 
the organization and was presented with a handsome 
traveling bag. 

—- 
ROCKWELL-BARNES HOLDS ANNUAL CHRISTMAS 
PARTY 

On Saturday afternoon, December 17, the Rockwell- 
Barnes Company held the annual Christmas party for 
its employes and their families at the stock yards in 
Chicago. The entire staff was invited—office, plant and 
shipping room. The program started with a luncheon 
at which 200 participated. It was followed by a 
marionette show. Next came Santa Claus himself in 


the person of Walter Maas, who performs that delight- 
ful task year after year. He had an attractive present 
for every child. Mr. Maas is well-known to stationers 
in Ohio, Michigan, Indiana and the Southeast. 

The party was held in a large dining room. At either 
side of the platform was a tall Christmas tree beauti- 
fully decorated. The company provided double duty 
for the trees and decorations by leaving them where 
they were to embellish a Christmas party given the 
next day by an American Legion Post to poor children 
in the neighborhood. The event provided a most enjoy- 
able afternoon for everyone concerned. 

—-_—e 
SEATTLE DEALERS ELECT OFFICERS 

New officers were elected for 1939 by members of the 
Seattle Typewriter Dealers Association at the last 
gathering of the organization this year on December 6. 
There will be no further meetings until January 10. 

Don Johnson, Washington Typewriter Company, was 
named president; F. B. Eylar, Seattle manager of the 
L. C. Smith & Corona Typewriters Inc. vice-president; 
U. G. Moore, Adding Machine and Typewriter Ex- 
change, treasurer, and Edward N. Phelan, retail trade 
bureau, Seattle Chamber of Commerce, secretary. 

The remainder of the meeting was taken up with a 
thorough discussion, explanation and demonstration 
of the mechanism of Underwood Noiseless typewrit- 





A FEW SNAPS TAKEN AT ROCKWELL-BARNES’ Lower left and lower right: Groups of children proudly 
CHRISTMAS PARTY.—Top: Some of the children of display the gifts they received. Center: Santa himself 
Rockwell-Barnes’ employes who were entertained by (Walter Maas) who found a present for every child 


the company, with Santa Claus in the background. in attendance. 














They are stoutly constructed of extra- 


heavy metal, resist the toughest wear 
and tear, stay new and good-looking for 
a long time. That’s why customers ask 
for them on repeat orders. 

Canco baskets are attractively litho- 
eraphed in a variety of colors and wood 
finishes that go well with any furniture. 
They are economically priced to sell 
fast and speed your turnover. 

Write Canco today for more informa- 


tion on this handsome, rugged line. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 


OFFICE APPLIANCES 


ers by expert mechanics from the Seattle office of the 
Underwood Elliott Fisher Company. This was the sec- 
ond demonstration within a month staged by the same 
company. Managers of other typewriter manufacturers 
expressed a willingness to conduct similar shows at 
meetings scheduled in January and February. 

Although the Seattle typewriter dealers have been 
meeting fortnightly this year since September 13, fol- 
lowing a three-month “vacation period,” the organiza- 
tion has made considerable progress during the last six 
months. A brief resume follows: 

On September 13, Manager Pickler of the Seattle 
Underwood Elliott Fisher Company office was added 
to the entertainment committee. 

Future entertainment plans were drawn up at the 
September 20 gathering. 

H. O. Harvey, manager of the Wholesale Typewriter 
Company, Seattle, reported October 4 that dealers in 
Tacoma had standardized their rental charges, corre- 
sponding with the suggested Seattle rates. A similar 
report of cooperation among the Portland, Ore., 
dealers was made a week later. President William Burt 
welcomed Mr. Covault, representative of the Royal 
Typewriter Company Inc., who discussed business 
conditions as he viewed them in other parts of the 
country and described how the Milwaukee Dealers 
Association was operated. 

Lyle Goss, assistant manager of the University Book 
Store, showed colored motion pictures, taken by him- 
self, to the dealers on October 18, during his three- 
month trip through Scotland, England, Germany, 
France and Italy. 

Difficult adjustments on Underwood standard ma- 
chines and portables were explained by Seattle 
mechanics to the members on November 15.—JCJM 

enn pM 

CHICAGO TYPEWRITER DEALERS HONOR HUG 

WITH GIFT AT MEETING 


With thirty enthusiastic members present, the Chi- 
cago Typewriter Dealers Association last month met to 
pay a signal honor to Retiring President Al Hug and 
present him with a handsome wrist watch in recogni- 
tion of his past services. 

The meeting was held on December 13 at the Sher- 
man hotel with President N. J. Jessogne officiating as 
chairman. The event was scheduled to be “Past Officer's 
Night” and so, after a few routine matters of business 
were taken care of, the meeting was turned over to 
those who had previously served as executives of the 
association. 

The presentation of the watch to Mr. Hug was made 
by Elmer Young, Young Office Equipment Company, 
Inc., who made a presentation speech on behalf of the 
organization. 

An important matter of business aired at the meet- 
ing was that brought up by Sam Fogel who reported 
that certain wholesale houses, doing a retail business, 
sell portable typewriters to individuals at wholesale 
rates. On a motion of Earl Thompson and Frank 
Marin, Elmer Young volunteered to consult an attor- 
ney on behalf of the association to ascertain whether 
or not such a practice violates the Fair Trade Act. 

o—— ee” 


NICKLAUS TO HEAD SQUARE CLUB 

The election of officers and final meeting of the year 
was held by the Stationers Square Club of Greater New 
York on December 15 in the Greeley Room of the Hotel 
Governor Clinton. 

The gathering was marked by a record attendance 
of the membership to see President Henry W. Bowman 
end the successful year the club has experienced under 
his administration, and to take part in electing George 
Nicklaus, National Blank Book Company, president 
for 1939. 

Other officers elected for the same term were as fol- 
lows: 

First vice-president, Ben T. Sandner, Russia Cement 
Company; second vice-president, John J. Walder, 
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UNLIMITED UTILITY 


The salability of a Stapling Machine depends upon the variety of its 
performance. Desk type machines are limited to desk use. Special type 
machines are also limited in performance. But 


This J-30 Stapling Plier can be used in dozens of different places and for 
hundreds of various stapling purposes. In the office you can fasten cor- 
respondence, orders, etc., in the file without removal; or use it as for any 
of your usual fastening jobs with greater speed. When not needed, it can 
be put in desk drawer—out of the way. Neatness. 
Efficiency. 


For other varied uses, it can be used in factories, 
packing and shipping rooms, in lumber yards, clean- 
ers, or laundries, in the back woods of Wisconsin 
for Christmas trees or the orange groves of Florida. 


This J-30 is virtually a machine with a thousand 
uses. Hence your sales possibilities are manifold 
and your profits in proportion to your sales efforts. 
With genuine NEVA-CLOG staples to properly fit 
machines, you build up a constant flow of profitable 

bei volume sales. 
STAPLING Are you still skeptical? Then write for our spe- 
Mee eetsS Me cia) Pliers Produce Profits” plan, a proven method 

“on Factory | of promotion that will mean progress for you. A 

letter or postcard will bring it to you. 


Folder for J-30 Stapling : 
Pliers: 4 Pages, 2 Color Today is the day. 


“Fasten Things Together 
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For PROFITS 
From PROMOTIONS 


Use these direct mail sales produc- 
ers. They are “tried and true” folders 
and blotters that many dealers are 
using to promote NEVA-CLOG sales 
through their stores. Each request 
from you is furnished imprinted with 
your signature and helps you in- 
crease your NEVA-CLOG profits 
constantly. Judicious distribution 
makes a good business better. Just 
ask for what you want when you 
want it. 











Blotter for J-30 Stapling Plier. 


1 NEVASLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 











File-Transfer Time Is Here 
Your Customers ASK 
for these ACCO PRODUCTS 














ACCO 
FASTENERS 
in all capac- 
ities are avail- 
able for all 
commercial 
and school 
punchings. 


ACCO 
PUNCHES 


are unsurpassed in 
quality and workman- 
ship. Designed for 
use with Acco Fast- 
eners. 







Vs phan ae ACCO 
\, Hit ‘ COVERS 


of genuine pressboard 
are the most practical 
- and economical bind- 
= —- ers on the market. 
B Made for all sheet sizes. 





ACCOBIND 

FOLDERS _ 
of genuine pressboard are ad 
the last word in filing pro- 
tection. 
Write for Catalog. Your 


Jobber Stocks Acco 


ACC 
PRODUCTS, ie. 


39th Ave. & 24th St., Long Island City, N. Y. 











APPLIANCES 


OFFICE 


Boorum & Pease Company; treasurer, H. Fensterheim, 
S. E. & M. Vernon; secretary (re-elected), Albert Mc- 
Lane, Spencerian Pen Company; financial secretary, 
Shepard Broad, attorney-at-law. 

Trustees: Henry Bowman, American Pencil Com- 
pany, three years; Ben Josephson, Josephson Manu- 
facturing Company, two years; Harry Yager, David 
Kahn, Inc., one year. 

Those announced as members of the finance com- 
mittee were: Chairman, Harry W. Lynn, Esterbrook 
Steel Pen Manufacturing Company; Aaron Gottlieb, 
L. Gottlieb & Sons; Ben Simon, S. N. A. Stationery Com- 
Charles Karasik, Jaclin Stationery Company; 


pany; 
Claude Allen, The Globe-Wernicke Co. 

—-e 
CHICAGO OFFICE APPLIANCE MANAGERS MEET 


The December meeting of the Office Appliance 
Managers Association of Chicago was held at the 
Medinah Athletic Club on the evening of the ninth. 
James T. Stewart, of W. S. Gilkey Printing Company, 
vice-president of the organization, was in charge, 
E. L. Corey, the president, being detained by business 
elsewhere. Former President A. H. Foxcroft, Chicago 
manager for L. C. Smith & Corona Typewriters Inc. 
reported on a meeting of the committee of the club 
with the Office Managers Association, which is to put 
on a business show in February. The entire evening 
was given over to business show discussion. 

>< — 

PHILADELPHIA O. E. A. PARTY SET FOR 16TH 

The annual Christmas party of the Philadelphia 
Office Equipment Association will be held on Decem- 
ber 16 at the Bankers & Manufacturers Club and will 
consist of a dinner and entertainment which will be 
attended by more than 100 guests. 

The entertainment committee, composed of J. A. 
Russel, Friden Calculator Company; W. M. Stone, 
Todd Sales Company, and David Borg, Acme Card 
System Company, had been very secretive about the 
type of entertainment to be offered so that the pro- 
gram is more or less shrouded in mystery and will 
remain so until the dinner officially opens the party. 

—_ ee —— 
NORTHWEST STATIONERS’ ANNUAL DINNER SET 
FOR FEBRUARY 4 

The twenty-fifth annual stag dinner of the North- 
west Stationers Association will be held February 4 
at the Lowry hotel, St. Paul, Minn., according to an 
announcement of Arthur Grayston, Thomas & Gray- 
ston Company, Minneapolis. 

A committee appointed to arrange details of the 
yearly event consists of Sterley Jerue, E. M. Hanson 
and Mr. Grayston. Stationers, travelers and others 
desiring to attend the party may obtain reservations 
through Mr. Hanson at 219 South Fourth street, Min- 
neapolis, Minn. 

© - 
PENN-MAR-VA XMAS PARTY 

As this issue goes to press the Penn-Mar-Va Club is 
scheduled to hold its annual Christmas party in the 
Poor Richard Club, Philadelphia, on December 21. 
According to plans formulated by a committee headed 
by David Price, the party is to be preceded by a short 
business meeting held in the Wanamaker Room of the 
club, while the feature attractions of the party proper 
are to be a dinner and a fine floor show. It is ex- 
pected that the business meeting will be devoted prin- 
cipally to a discussion of Penn-Mar-Va activities 
during 1939. 

*—- © 
N. ¥. FILING ASSOCIATION MEETS 

Mrs. Virginia F. McGill of the Young Women’s Chris- 
tian Association was the guest of honor and principal 
speaker at a meeting of the New York Filing Asso- 
ciation, held at 132 East Forty-fifth street on Decem- 
ber 12. 

The meeting was held in conjunction with a Hobby 
Show presented by the association at which Mrs. 
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[p ©) ¢ CHROME FURNITURE 








With executives leaning more and more toward office 
furniture that is both modern and practical, dealers 
are finding that TROY Chrome Furniture is easier to 
sell. Write for new 1939 catalog on complete line. 


1 Park Avenue, New York City; 666 Lake Shore Drive, Chicago; 

2155 E. Seventh St., Los Angeles; 110 N. Biscayne Blvd., Miami, Fla.; 

1005 Liberty Ave., Pittsburgh: 1004 S. Michigan Ave., Chicago; 99-103 

Portland St., Boston; 2184 E. Ninth St., Cleveland; 209 Mills Bldg., 
Washington, D. C. 

















WHEN 3 MAKE 1 
YOU MAKE MONEY 































THESE 3 MAKE | EFFICIENT 
LOW COST CASH REGISTER 


1. MONARCH ADDER 
2. TAPE REWIND 
3. CASH DRAWER 


Here’s a honey of a hookup for Monarch Dealers. 


Mount a Monarch adder, equipped with a covered 
and locked tape rewind, on this good looking cash 
and at 





drawer and you've got a fine cash register 


a fraction of the usual cost. This is a needed and 
wanted piece of office equipment and Monarch Dealers 


are cashing in with it. Why not you? 


HERE'S A MONEY MAKER FOR YOU— 
A MONEY SAVER FOR YOUR TRADE 


Here are the advantages of an adder or cash register 
They 
As an adder, it pro- 
As 


a register, it provides a safe, convenient place for cash, 


used together or separately. are disengaged 
merely by the touch of a lever. 


vides a reliable adding machine for figure work. 


gives a receipt to customers furnishes a daily report 


and has innumerable other applications. 


AMERICAN WRITING MACHINE CO. 


AMERICAN WRITING MACHINE CO., 
115 Worth St., New York City 


Without obligation give me all the facts about this Monarch 
Adder and Cash Register. 

NAME 

ADDRESS 


CITY 


STATE 
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McGill spoke on hobbies for professional women. This 
address was followed by a general discussion of the 

interesting subject. 
a 

GEORGIA STATIONERS MEET 
The regular fall meeting of the Georgia Stationers’ 
Association was held at the Hotel Dempsey, Macon, on 
Friday, November 18. The meeting was presided over 
by A. W. McClure, of the McClure-Baldwin Stationery 
Company, of Macon, recently elected head of the as- 
sociation, and was attended by stationers from all 
parts of Georgia. An informal luncheon was a feature 
of the all-day meeting at which problems of those en- 
gaged in the stationery business were discussed and 

plans perfected for the winter’s work.—JHR. 
—- 


NEW ENGLAND CLUB TO ELECT OFFICERS 
As this issue goes to press the New England Travelers 
Club is scheduled to hold its annual meeting and elec- 
tion of officers at the Boston City Club on December 
29. In addition to the election, it is expected that 
action will be taken toward amending the by-laws to 
merge the offices of secretary and treasurer and ar- 
range that five members present shall constitute a 
quorum at an executive committee meeting. 
—-<e 


SPROTT ADDRESSES CINCINNATI O. M. A. 

J. S. Sprott, president and general manager, The 
Globe-Wernicke Co., was guest speaker at the Decem- 
ber meeting of the Cincinnati chapter, National Office 
Management Association, at the Hotel Gibson, Tuesday 
evening, December 13. His subject was “The Funda- 
mentals of Training.” 

I. J. Berni, office manager, The Procter & Gamble 
Company, and head of the Cincinnati chapter, pre- 
sided at the meeting and introduced the speaker. 

2. a 
PHILADELPHIA STATIONERS HOLD LAST MEETING 
OF YEAR 

Discussion of plans for 1939 featured the last meet- 
ing of the year of the Philadelphia Stationers Asso- 
ciation which was held November 17 at the Bellevue- 
Stratford hotel. The dinner and meeting brought out 
a record number of members all of whom approved the 
plan to cancel the December meeting due to the rush 
of business attendant upon the holiday season. 

=<. 


DIEHL ADDRESSES KIWANIS CLUB 

Illustrating his address with motion pictures in color, 
William R. Diehl, Diehl Office Supply Company, 43 
East Gay street, Columbus, Ohio, last month delivered 
an interesting talk on his recent travels abroad before 
the local Kiwanis Club. A record crowd turned out for 
the meeting and luncheon in the Neil House to hear 
Mr. Diehl tell of his experiences in Russia, Germany, 
Sweden, Finland, Norway and Poland. 

—>-—_ 

SCRUGGS TO HEAD BIRMINGHAM STATIONERS 

T. W. Scruggs, Roberts & Company, last month was 
elected president of the Birmingham Stationers Asso- 
ciation for the ensuing year. Clayton Andrews, James 
A. Head, Inc., was elected secretary-treasurer. The 
organization meets twice monthly at a luncheon. 
GHW 


—-> 


WEST VIRGINIA DEALERS HOLD MEETING 

Attended by a record number of members, the regu- 
lar meeting of the West Virginia Office Equipment 
Dealers Association was held December 3 at the Ruff- 
ner hotel, Charleston. As usual the afternoon hours 
were devoted to a business session followed by a dinner 
and social gathering in the evening. 

_—~<— 


FELT & TARRANT HONORS VETERAN EMPLOYES 

Eighty-one veteran employes of the Felt & Tarrant 
Manufacturing Company, Chicago, were guests recently 
at the fourth annual dinner of the Quarter Century 






















FIBRE 








UTILITY LINE 


BOARD CARD TRAYS 


have that sturdy appearance and satisfactory ‘‘feel’’ so 
that when you show them to your customer the sale is 
half made. This line of card files is often purchased for 
some temporary filing requirement on account of their 
low cost, then later are used as permanent card file 
equipment because of their long life. Instead of suggest- 


ing that you “‘carry the line’’ we ask that you check 
your stock to be sure you have a sufficient number of 
the various sizes on hand to meet quick requirements. 
In addition to card files with follow blocks, the line 
embraces card transfers with removable covers and the 
shell type, both without follow blocks—-two lines that 
will enable you to meet competition. 
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There Really I. No 
Substitute For Quality 


This well known quotation can very aptly be 
applied to fz Pressboard Filing Folders. They 
are carefully made of heavy pressboard, with 
linen expansion gusset, a method of manufacture 
that assures one a product embodying years and 
years of service. You can guarantee these folders 
to your customers and know they will get satis- 
factory service from their use. When it comes to 
the kind required, of course we can furnish any 
type---square cut or plain tabbed; indexed folders 
with celluloid tabs; metal tabbed folders which 
provide wide or narrow spaces for removable in- 
dexing inserts, ete. We know you can build 
more business with ##- Pressboard Folders. 
Let us help by furnishing you with advertising 
circulars, blotters or displays. 
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REFERENCE LINE 


TRANSFERS AND LETTER FILES 


Here’s a small capacity Fibre Board Transfer or Letter 
File that will please your customers. Strongly con- 
structed of heavy fibre board, covered with black and 
white marble paper. Corners and edges are reinforced. 
Compact and dust proof. When equipped with set of 
A to Z indexes or folders, it makes a handy file for 
near-at-hand, quick, easy reference. The drop front 
aids in referring to contents. Just the thing for 
personal use. In sizes to meet most any need. 
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New York Chicago Boston 
The Weis Manfg. Co., Inc. Associated Stationers Adams, Cushing & Foster, 
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Club held at the Union League Club, Chicago. R. J. | 


Koch, president of the company, presented handsome 
gold watches to ten members of the firm’s club who 
had been employed by the company for more than 


twenty-five years. 
ee 


N. Y. GOLFERS PLAN PARTY 
The New York Stationers Golf Association is sched- 
uled to hold a mid-year party on Thursday, January 19. 
Although definite plans have not yet been disclosed, 
tentative arrangements include for the affair a dinner 
and lengthy floor show. It is expected a full report 
of the party will be included in the February issue. 


Eo 


N. Y. FILING ASSN. TO MEET 


The Filing Association of New York is scheduled to | 
hold a meeting on January 9 at 315 Fourth avenue | 
(Remington Rand, Inc.) Included in the program is | 
a demonstration of “The Reproduction of Records by | 


Microfilm” and addresses by George W. Boyd and G. B. 


Ramsey. 
o a + 


KUNZE TO HEAD GEORGIA PRINTERS 
L. C. Kunze, Columbus Office Supply Company, Co- 
lumbus, Ga., was recently elected vice-president of the 
Georgia Printers Association at the first annual meet- 
ing of that organization at Rome, Ga. He was one of 
the leaders in organizing the Columbus district of the 
association last April—JHR 


>? 


CHICO BANQUET SET FOR JANUARY 9 


As this issue goes into the mails, the ninth annual 
banquet of Chicago (Chico) Stationers Club is sched- 
uled to take place on Monday, January 9, in the Celtic 
room of the Medinah Athletic Club. It is expected that 
a report of the event will be prepared for the next 
issue. 





WEDDING § 


GUNLOCKE-VOGT 
With more than sixty guests present at the cere- 
mony and wedding breakfast, Howard W. Gunlocke, 
treasurer and general manager of the W. H. Gunlocke 
Chair Company, was married in late November to Miss 
Helen DeSales Vogt. The ceremony was performed in 
St. Joseph’s church, Wayland, N. Y., location of the 





company’s plant and the future home of the bride and | 


groom. Immediately following the wedding breakfast 
at the Hotel Bryant, Mr. and Mrs. Gunlocke sailed 
aboard the S. S. Monarch of Bermuda for Bermuda 
and, upon their return established their home at 
1062 Lackawanna avenue in Wayland. 


> 


BLISS-KIMBALL 


Congratulations are in order for George W. Bliss, | 


Jr., popular member of the R. A. Wilcox Company, Fall 
River, Mass., who recently married Mrs. Helen E. Kim- 
ball of Newport. The ceremony took place November 12 
at the Marine Chapel, Quantico, Va. 
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JUDITH ANN LARSEN 


Dr. and Mrs. Russell Larsen, Park Ridge, Ill., an- 
nounced the arrival of Judith Ann on November 16. 
Mrs. Larsen is the former Elizabeth Smith, daughter 
of William E. (Bill) Smith, well-known through the 
United States as salesman for Ace Fastener Corpora- 
tion. “Bill” is wreathed in smiles. Daughter, mother, 
father and grandfather are doing well. 
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Here’s the Greatest Selling Unit In 
Mechanical Pencil History! 


Some “sales displays” provide display... 
and others make sales. This champion Auto- 
point selling unit is definitely in the last- 
named class. It pays its way in profits so 
consistently that it has wona national repu- 
tation in the trade. It will pay you to make 
room for this profit leader on your counter! 


The “One-Piece Pencil Department’’ 
This eye-catching display holds 36 pencils 
in an interesting variety of colors and de- 
signs, also extra leads and erasers. There 
are 6 De Luxe Executive Autopoints with 
gold filled trim priced at $1; 6 Regular 
Executive Autopoints with Silvonite trim at 
75c; 6 Essence of Pearl Realites at 50c; 6 
Oversize Executive Autopoints with ex- 
posed erasers also at 50c; 6 2-color double- 
pointed Realites at 39c; and 6 slender 
diameter Realites at 25c; 36 tubes Black 
Leads; 6 tubes Red Leads; 6 tubes Blue 
Leads; 12 tubes Erasers. 

It is literally a “‘one-piece pencil depart- 
ment!” Ask for Easel Assortment No. E 105. 








“The B Better Pencil 


Exclusive Distributors to Stationers: 


Mutual Stationery Company, Inc., 368 Broadway, New York City 
Associated Stationers Supply Co., 229 S. Jefferson St., Chicago 
Zellerbach Paper ¢ _— San Francisco, and all branches 
The Brown Bros., Ltd., 100 Simcoe St., Toronto, Canada 
Prices as shown on display, higher in Canada 


AUTOPOINT COMPANY, Dept. OA-1, 1801 Foster Ave., Chicago, Ill. 
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USE COLOR 


to stimulate interest — 
Display Jasper Chair Co. Chairs 


Color and design catch the eye and eall the attention. Colorful upholstery 
leathers with interesting, new designs available in great variety, open 
up new avenues to more sales. Every successful sales effort must begin 
with obtaining the prospect’s attention and interest, in which color and 


design are effective agents. 


Jasper Chair Co. leather upholstered chairs show important refinements 


in form and proportion of seats and backs, and in shaping of posts and 
arms. Eagle Ottawa leathers in guaranteed colors assure satisfaction in 
contact surfaces; as to construction, our standards have proved their 
quality in the test of service. Collier Key worth Balaneed Action Chai 
Irons guaranteed the smooth action and reeovery of our pedestal chairs 
Downright comfort with correct anatomie support are built in, and they 


provide the closing argument essential to inducing the order. 


The array of colors offered in the Jasper Chair Co. leather upholstered 


line is a real sales aid, Take advantage of it by showing several in your 


display. See our No. 25 eatalog. 
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Jasper Chair Company 


JASPER, INDIANA 





REPRESENTATIVES 


Geo, A. Litchfield, Sales Mgr James S. Fowls, (Southern) E. W. Thomas, (Southwest) 
R. J. Freeman, (Eastern) 3414 Euclid Heights Blvd 3004 Mountain Ave., 
505 Fifth Ave., New York, N. Y. Cleveland, Ohio jirmingham, Ala 

S. H. MacDonald, (West) W. H. Brown, (Chicago-Midwest ) 

Orpheum Bldg., 6708 Glenwood Ave., Chicago 





No. SSH 


Seattle, Wash (Phone ROGers Park 3644) 
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Other Lands Section 
Continued from Page 62 


statements, share registers, private ledgers and en- 
velopes. 

“Only if the stationer himself introduces his cus- 
tomers to the principles of machine accounting, and 
so retains their goodwill and confidence, will he retain 
their business in the lines just mentioned” the dele- 
gates to the conference were told. 

Questions asked by those present and answered by 
Mr. Hurnell provided an interesting period during 
which the speaker was asked how big must a customer 
be before he can reasonably be approached on the 
subject of mechanization. Mr. Hurnell replied that 
any firm with 1000 accounts, sending out roughly 500 
statements a month is a potential customer. 

When the discussion switched to the sale of type- 
writers and the percentage available to the dealer in 
selling the machine, C. H. Shelton-Cox took the floor 
to explain that the lack of sales of typewriters by 
stationers was more or less attributable to the sta- 
tioners themselves. 

He said that when the first typewriter was intro- 
duced into England it was offered for sale through the 
retail stationery trade and the retail stationer of the 
time refused to handle it. As a result typewriter man- 
ufacturers have built up their own selling outlets and 


are not now anxious for stationers to step in and | 


begin selling their machines. In this connection, he 
said, Twinlock had been working hard to bring about 
better relations between manufacturer and stationer 
and was doing everything possible to mobilize good- 
will. 

While on the subject of profits Mr. Shelton-Cox 
also pointed out that it was better for stationers to 
concentrate their efforts on trying to retain their busi- 
ness in the stationery supplies which are regularly re- 
quired for machine accounting, than to “judge the 
value of the business simply on the single cash profit 
which they might make on the sale of one machine.” 

0-0 —___ 


HANSMA OPENS NEW ANTWERP STORE 
Marking his twenty-fifth anniversary as exclusive 
Antwerp agent for various modern office machines, S. 
A. Hansma recently moved into a new home at 12 
Longue rue Neuve. 
The new location includes a modern display room 
in which the machines are placed on exhibition with 





NEW HOME OF S. A. HANSMA IN ANTWERP 


2n abundance of walking space all around. A fine 
demonstration room is connected directly with the 
show room but in such a manner that visitors and 
others cannot disturb demonstrations. Immediately 
behind is the shop counter and manager’s office while 
in the rear is a large repair and adjustment room 
with modern tools and a complete stock of parts. 
Numerous clients and friends of the company took 
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FARIES 
Letter 


LAMPS 


Faries commercial lamps, 
backed by our national ad- 
vertising to business execu- 
tives, will develop quick 
sales and repeat business 
for you. 



















































Guardsman executive office 
lamps are available in many 
styles and finishes to meet 
any need. Their design as- 
sures proper light distribu- 
tion with relief from glare 
and annoying shadows. . . 
a light with the texture of 
daylight, strong yet restful 
to the eyes. Write for 
details. 


Shown is Model 2242 
List price $11.00 


Faries Modern Line includes 
lamps suitable for any oc- 
casional use, with many de- 
signs to meet special needs. 
These lamps, like all Faries 
products, are made to give 
you a better product at 
standard prices. 


Shown is Model 1564 
List price $9.00 


Natural-Light lamps fill the 
need for general office sup- 
plementary lighting. These 
sight-saving lamps, which 
reduce glare and shadows 
to the minimum, are fur- 
nished in desk portable; 
clamp-on desk; clamp-on 
machine; and floor portable 
models. Their high efficiency 
has been proved by their 
ability to speed up work 
. reduce errors. . . and 
relieve eyestrain. Write for 
literature and prices. 


Shown is Model 1999 
List price $11.00 





FARIES MFG. COMPANY 
DECATUR, ILLINOIS 




















My Ribbon and 
Carbon Sales Are 
Definitely UP 


—You ask the reason why? It comes in 
three short but important words: 


BUCKEYE 
TECHNICAL 
TRAINING 


Buckeye Technical Training applied to type- 
writer ribbons and carbon paper is sure to send 
the sales curve up. It is served in a style which 
is easy to take, quick to grasp. It provides a 
thorough knowledge of application. 


Through fifty years of practical experience we 
have developed comprehensive information on 
all phases of the business. Each subject is 
covered in a separate treatise. Answers to 
practically all problems the salesman will en- 
counter are supplied. 


Copies of each treatise in sufficient number for 
your sales staff are mailed weekly. In this 
manner all possibility of confusion is elimi- 
nated. You get one subject at a time. The 
series complete constitutes a valuable manual 
with a wide range of up-to-date sales producing 
information. 


No Obligation 


Involved 


Take advantage of this unusual offer. It 
makes no difference what line of ribbons 
and carbons you sell. Your sales will be 
up, too, after taking Buckeye training. 
Write for details. 


THE BUCKEYE RIBBON 
& CARBON CO. 


Manufacturers 


1458-68 East 55th Street 
CLEVELAND, O. 
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part in the opening of the new store. Mr. Hansma 
welcomed his guests in the large conference room with 
a short speech in which he briefly outlined the history 
of the company and pointed out the necessity of keep- 
ing pace with progress in office equipment. 

Among others, S. A. Hansma represents the Stand- 
ard Mailing Machines Company, Everett, Mass., in 
Belgium and France. 

0 >-o—_ 


EFFICIENCY EXHIBITION AT AMSTERDAM 


Marked by record-breaking crowds and one of the 
largest displays of office equipment of recent years, the 
Efficiency Exhibition recently came to a close at Am- 
sterdam. The show was organized under the auspices 
of the Netherlands association of importers and manu- 
facturers of office machines. 

Among the products on display in the booths in 
Apollo Hall were the following: 

Burroughs adding machines, The Calculagraph, De- 
finite bookkeeping systems, Continental Silenta type- 
writers, the Filmoprint, Kardex visible systems, Kos- 
mograph dictating machines, the Lumoprint, Monroe 
calculating machines, National cash registers, Niagara 
stencil duplicators, Olympia typewriters, Ormig gela- 
tine duplicators, Paragon card registers, Paragon- 
Amsterdam Duo-Carbac, Remington bookkeeping 
machines, Roto duplicators, Telecord, Telediphone, 
Varityper, Van Lips steel office furniture, the Sphinxo- 
Selector, Barrett adding machines and the Madas 
calculator. 

In the December issue of OFFICE APPLIANCES appeared 
a picture of H. R. H. Prince Bernard of the Netherlands 
inspecting a booth of Blikman & Sartorius, as a guest 
of Director A. Q. DeFlines. 


~——— 


GARCIA SELLS KEEN DUPLICATORS BY RADIO 

Enrique Felipe Garcia, Havana, Cuba, representa- 
tive of the Keen Manufacturing Company and the Old 
Town Ribbon & Carbon Company, has within recent 
weeks added considerably to his sales of the Instant 
Copy duplicator by utilizing the radio as an advertis- 
ing medium. 

When he began the job of popularizing the Keen 
Instant Duplicator in his territory Mr. Garcia laid a 
groundwork for his radio plan by using advertisements 
in newspapers and magazines and by making a num- 
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E. F. GARCIA 


ber of personal demonstrations. This method worked 
very well as far as it went but did not reach the poten- 
tial users in areas reached only by radio. So it was 
that the new idea was placed in operation. 

That such a plan is favorable is shown in a state- 
ment of Mr. Garcia in which he declared that “the re- 
sults (of radio advertising of duplicators) positively 
reimburse the investments. 

“The importance of the plan,” Mr. Garcia explained, 
“is to follow with the radio advertising close upon the 
newspaper ads. Selection of an appropriate hour is 
also important, because the advertiser will find that 
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You dont see them but - - 
BOTH DEALER AND CUSTOMER ARE IN THIS PICTURE 


OUR CUSTOMER is here—just as he was present in est value in materials, finish and sound construction. 

every one of the engineering studies and working de- You're in this picture, too. For, as an office equipment 
signs that made possible this picture of the well-dressed dealer, you surely know that you must sell customer satis- 
office. His is the most prominent figure in the pic- faction if you hope for repeat business, permanent 
ture when you look closely enough to see the user Art Natal good will and consistent profits. 
satisfaction, permanent value and pride of owner- Jamestown, New York There may still be an opportunity in your terri- 
ship that are built into every Art Metal product. tory to identify yourself with such sales leaders 

Customer satisfaction is, and has been for 50 years, the as Art Metal's A/rline and Mainliner Desks, Speed-Files, 
final objective of engineering, manufacturing and selling Planfiles and other swift-action files and office appoint- 
throughout the complete Art Metal line. And that means ments. Write today to Agency Division, ART METAL 
satisfaction as to design, comfort and efficient service; hon- CONSTRUCTION COMPANY, Jamestown, N. Y. 


ART METAL NEW PRODUCT HEADLINERS 


AIRLINE DESKS «x MAINLINER DESKS «x TABFILE 
SPEEDFILE x PLANFILE *« RECORD FILM FILE 
CARD TRAYS x« WASTEBASKETS 


8 Art WAVER: 939 
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ANNOUNCING THE 
NEW SPEEDLINER 





the ALL-STAR performer 
for 1939 


A LIQUID PROCESS DUPLICATOR THAT WILL AMAZE 
YOU WITH ITS BEAUTY AND PERFORMANCE. 


STREAMLINE DESIGN. Chrome trim non- 
* slip’ suction cup feet and exclusive 5 point 
pressure control make the new Instant Copy 
model the last word in modern design and 


beauty. 
* CERTIFIED PERFORMANCE. Our copy-tested 


guarantee, assures you that every ‘“SPEED- 
LINER" is certified by a factory test run to 
produce the maximum number of copies. 


EASIER TO DEMONSTRATE. The 

* Copy" process is so simple and fast, that you 
can make a complete demonstration in less 
than 3 minutes. Just write, type or draw on a 
sheet of glossy paper, using “Instant Copy 
carbon, insert in the Speedliner and produce 
clean, crisp copies in | to 5 colors. 


Instant 


2 DEALER PROFITS. Our new line of Instant 
Copy duplicators and supplies are endorsed 
by leading dealers from coast to coast. New 
low dealer prices and dealer plan will be sent 

and welded construction, finished in Zephyr- 


at your request. 
gray $18.00. u 


KEEN MANUFACTURING COMPANY 


800 N. CLARK STREET, CHICAGO, ILLINOIS 


The SPEEDLINER model (illustrated 
above) will produce copies from postcard 
to legal size. The finish is Zephyr-gray with 
chrome trim. Complete with supplies— 
only $49.50. 


ALL STEEL cabinet with rounded corners 
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the radio acts as a reminder of the written advertise- 
ments.” 

Mr. Garcia uses station COCQ, the most powerful in 
Cuba, which operates on a frequency of 8830 kilocycles, 
short wave. He gives a half-hour program every Sun- 


| day morning from 9 to 9:30 o’clock during which the 


Instant Copy duplicator is mentioned no less than 
three times. 

Prior to going into business for himself Mr. Garcia 
was for twenty-nine years connected with the Express 
Company where he was secretary to the general mai- 
ager. 

—— io 


A ROYAL SECRETARY 


The Duchess of Kent is secretary to King George of 
England, her duties being to digest periodicals for the 
sovereign, with special attention to the substance of 
the opinions of the leaders in foreign countries. 

tl alli at er 
SALON DE BUREAU AT PARIS 

The Paris Business Show was held in the French 
capital November 17 to 27. We plan a report of the 
event as soon as details are available. 

—e. 
DUQUETTE TAKES WOODSTOCK BOSTON BRANCH 

Edward J. (Duke) Duquette, for many years in charge 
of sales activities in New England for the Woodstock 
Typewriter Company, last month took over the man- 
agership of the company’s Boston office. He also 
assumes charge of all of the Eastern states. 

Many letters and telegrams of congratulation have 
been received at the company’s home offices in Wood- 


| stock, Ill., on the wise choice in this promotion and 
| combine to form a fine testimonial on the capital work 














EDWARD J. DUQUETTE 


done by Mr. Duquette in directing sales promotion dur- 
ing the past eleven years. 

Mr. Duquette started in the typewriter field in 1903 
when he began selling the Smith-Premier. Later he 
went to Remington and L. C. Smith before joining 
Woodstock in 1928. 

One of the pleasant tasks faced by the “Duke” upon 
assuming his new position was that of answering con- 
gratulatory messages from his many friends in the 
industry, all wishing him good luck and success on 
the new job. 

—>- 
6TH REGIONAL PROGRAM UNDER WAY 

Cless O. Burras, governor of the sixth regional dis- 
trict of The National Stationers Association, is map- 
ping out a program of activities for the new year. 

As a beginning Governor Burras has sent to the NSA 
headquarters in Washington a list of stationers who 
have been asked to serve as colonels on the governor’s 
staff. In the list are many of the leading and out- 
standing men of the industry in the sixth district, 
including Al Skibbe, Associated Stationers Supply; 
Edgar R. Hooper, Stewart-Hooper Company; “Ollie” 


sa 


inc 
in 


sys 
bil 





bore: Rap 
fw: Dra 












































ha 3 























be 
2 ae 
i 
i 
HE four-page, folded Postindex form turns freely on that it almost sells itself. Its cards lie flat, automatically —for faster one- 
its springwire-and-trunnion holder—and every day im- hand posting. Each card provides doubled writing area and double, 
portant sales of visible filing equipment swing on this visible indexing. The index is always in sight, whether the card is up 
same patented feature. or down. Flexible, self-aligning wire holders keep the records in the 
Nineteen distinct advantages have made this Post- panel in proper sequence, perfectly spaced, and so securely they can- 
index card suspension famous for many years as the turn- not be accidentally dislodged. Yet they can be swiftly transferred, singly 
ing point in simplified record-keeping. or by groups, with a snap of the wire. And as many as three or four 
In Postindex you offer your customers a visible filing forms may be threaded on each wire. 
system so remarkably simple and flexible in its adapta- Postindex Visible Files come in a complete line of Art Metal units, 
bility to any kind of business and every type of record including Rapid Stacks, Flat-Book Cabinets, Drawer Cabinets, a Better- 
Sight (illuminated) Index; Duplex Panels, a variety of Desk Flat-Books, 
Swinging Panel Files, Reference Cabinets, Rotary Reference Files, Wall- 
Bracket Reference Files, with tables and stands for every need. 
For detailed story of Postindex profit opportunities, write Agency 
Division, Postindex Company, Jamestown, New York. 
Check These Exclusive & elling Features: 
Patented Trunnion Wire 4 Sides to Write On Perfect Lay-Back 
Easiest to Insert Multiple Forms One-Hand Posting 
aaa ca ean ‘arma Con Fll Ow 
Uniform Visibility Forms 100% Accessible Offset Signaling 
Positive Visibility Widest Range Traveling Signals 
Double Visible Margin of Card Sizes Nothing to Wear Out 
Weve: Rapid Stack Model 1 Above: Better Sight Index : = siaca 
thw: Drawer Cabinet Model 8 Below: Postindex Flat Book 
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You, Too, Can Make Records With 


(Peerless 


TUCHTYPE KEYBOARD! 


ry 

| he success of dealers with the Peerless Tuchtype Key- 
board is so general that it is impossible to say that the records 
being made are due to the better salesmanship of some dealers. 
The truth is that Tuchtype is so new and revolutionary that 
anyone can sell it-——and new stories from all over the country 


are constantly coming in to prove it. 


One Chicago dealer has sold 500 Tuchtype Keyboards 


Another, 300, another 80 in four days. A dealer who never 


sold keys in quantity before now orders and reorders in lots of 


Or 


\ window display has sold 18 sets in 10 days. A smaller 


display sold 7 Keyboards in 6 days. 


The reason for such success is that the Peerless Tuchtype 
Keyboard has at last made touch typewriting a reality. It 


provides guide keys to keep the operator’s fingers on their 


course—speed work, lower errors, save time and money,, 


Keystroke counters prove that Tuchtype increases production 


from 5°, to 20°. 


No wonder typists, employers and dealers are all so en- 
thusiastic. You will be, too, if you'll let Peerless Tuchtype 
Keyboards and the Peerless plan go to work for you. Write 


now for full information. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St.. Newark, N. J. 
THE KEY MEN OF AMERICA Manufacturers with the dealers’ viewpoint 
BRANCHES 
New York City. 321 Broadway Chicago, 19 South Wells Street 


Detroit, 1000 American Radiator Building Los Angeles, 1127 Wall Street 














more attractive 
packaging is a 
sales-maker for 
IMPERIAL 
RIBBONS & CARBONS 


The best advertisement in your store is an 
attractive package—another reason why Im- 
perial Typewriter Ribbons and Carbons always 


lead for the dealers who sell them. 


Imperial believes in the salesmanship of the 
display package—and always supplies Imperial 
Ribbons and Carbons in beautiful boxes—mod- 
ern, colorful, eye-catching, giving a true im- 


pression of the quality merchandise they contain. 


The repeat business will take care of itself 
but you need all the help you can get in making 
the first sale. And that is why Imperial gives 
you a sure fire sales plan, quality merchandise, 
right prices and packages that make your pros- 
pects want to buy. It is the sort of thing that 
distinguishes Imperial products and the Im- 
perial policy—and makes profits for Imperial 


deale rs 


Write and ask for all the details now. 
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Stevens, Stevens, Maloney & Company, all of Chicago; 
D. S. Hansen, Carlson Bros., Inc., Moline, Ill.; W. C. 
Jacquin, Jacquin & Company, Peoria; Leo J. Blied, 
Blied, Inc., Madison, Wis.; B. Terkel, H. Niedecken 
Company, Milwaukee, Wis., and August Hunn, H. H. 
West Company, Milwaukee, Wis. 

Governor Burras plans to call a meeting early in the 


new year. 
—-_- 


GUNN APPOINTS VAUGHT SALES MANAGER 

Coincident with an important change in executive 
personnel the Gunn Furniture Company, Grand 
Rapids, Mich., manufacturers of office and school fur- 
niture and domestic and commercial bookcases, last 
month appointed M. C. Vaught sales manager of the 
company. 

Mr. Vaught in his new capacity will carry the Gunn 
policy of profitable dealer sales directly into the field. 








M. C. VAUGHT 


He is well known in the industry and for several 
years has represented Gunn, building up a fine record 
of sales and dealer cooperation. 

According to the changes in executives D. A. Cox 
has resigned as general manager and director of the 
company and J. P. Homiller is no longer connected 
with the firm as president. Siegel W. Judd, a promi- 
nent Michigan attorney, has been elected to the board 
of directors to fill the vacancy created by the resigna- 
tion of Mr. Cox. 

<P 


ELLIOTT EMPLOYES RECEIVE FIRST CASH FROM 
TRUST FUND 

The first distribution from the $250,000 trust fund 
established a year ago for long-time workers of the 
Elliott Addressing Machine Company, Cambridge, 
Mass., occurred at the plant last month when 140 em- 
ployes of ten years’ service received checks totaling 
$4375. 

Harmon P. Elliott, president of the company, who 
established the fund out of his personal fortune, pre- 
sented the checks, each of which bore a likeness of 
Mr. Elliott and a message expressing his appreciation 
for the individual worker’s years of faithful service. 

Before distributing the checks Mr. Elliott delivered a 
short address to the assembled employes explaining 
the workings of the trust fund. 


*—-© — 


FOURTH N. S. A. DISTRICT DATE SET 


From Governor Henry I. Coleman comes word that 
the date for the fourth regional district meeting of The 
National Stationers Association has been set for March 
16 and 17 at the Hollywood Beach hotel, Hollywood, 
Fla. In his announcement of the date and place of 
the meeting Governor Coleman said further plans 
will be announced as promptly as possible for the 
benefit of stationers who might desire to take their 
vacations in Florida while the regional meeting is 
under way. 








ARE YOU SELLING 


DOLLAR 


SPECIALTIES? 
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The dealers who have arranged to install this new modern method 
of displaying our class of merchandise have increased their volume 


100%. 


On this single Wall Rack display are shown only a few of the 100 
different items in the Polar line. 


HAVE YOU RECEIVED 


OUR 


CATALOGUE 






PRACTICAL 
FICE ARTICLES 


It is not only a catalogue 
to be used by your buyer 
from which to order mer- 
chandise, but it is com- 
piled as an illustrated 
Salesmen’s Manual, to 
help you sell more mer- 
chandise and if it is prop- 
erly used by your inside 
sales force, as well as your 
outside salesmen, it will 
prove to be a priceless 
merchandising book from 
which to collect daily or- 
ders from consumers. 


WRITE FOR COMPLETE CATALOGUE TODAY 


POLAR MFG. COMPANY 


Terminal Commerce Building 


40! N. Broad Street 


PHILADELPHIA, PENNA. 














90 













Patents 
Pending 


AtEm CERO Om 


FIRST 
renee rae PRINT 


with its 
Superiority 


Stamp Pad 
unchallenged 





NOW 
re i ~ “REAR PRINT’ 


SILK TYPEWRITER RIBBONS 


An equally outstanding development 


The result of ink discoveries made in 
perfecting the “Clear Print’ Stamp Pad. 


HERE IS WHY 


“Clear Print’ Ribbons Are Different. 


1. They write clear and sharp like printing. 

No spread or feathering of the impressions on 
any kind of paper. 

3. Strong, brilliant color, yet easy to erase. 


1. Impressions that are fast to light. 
Non fading regardless of time or exposure. 

5. Ink never dries within the ribbon yet dries 
almost instantly on paper. 

6. Not affected by humidity or climatic conditions. 

7. Will not corrode, fill or gum the type. 

8. All tests to date show “Clear Print’ Ribbons 
give approximately double the wear and service 
of the average cotton ribbon. 


LET US PROVE IT! 


Samples free to responsible dealers. 


PHILLIPS PROCESS CO, Inc. 


194 Mill Street 
Rochester, New York 


EASTERN DISTRIBUTORS: Macintosh and Sheridan, 
1206 18th Street N. W. Washington, D. C. 
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NEW MACHINES AND DEVICES SECTION 
Continued from Page 49 

lar office files. A patented steel interlocking top pro- 

vides security yet makes the contents instantly avail- 

able. A strong steel handle is standard equipment with 

every file which is furnished with labels and nineteen 

different headings. 

Made of a high-grade moisture resisting corrugated 
board, the file is of the shelf type which will remain 
dustproof through years of service. 

oe ee 


NEW FEATURES OF HILCO DUPLICATOR 

The Hilco Corporation, 1512 Merchandise Mart, Chi- 
cago, has recently announced two new improvement 
features for its line of Hilco automatic duplicators. 
The first is an arrangement whereby an absolutely 
accurate registration is acquired. This is demonstrated, 
company officials say, by running a sheet twice through 
the machine when both impressions will be seen to 
exactly coincide. 

The second feature is a patented front paper stop 
and impression roller release. This is a safeguard in 
that a sheet of paper which starts crookedly into the 
duplicator automatically stops contact between the 
impression roller and the drum. In this way there is 
no offsetting on the next sheet with attendant smudg- 
ing and soiling. The machine lists at $59.50. 

— 


TECHNYGRAPH ANNOUNCES GILLIES GOTHIC 
LETTERING GUIDES 

The Technygraph, located at Techny, Ill., has an- 
nounced new and up-to-date lettering guides which 
have been named Gillies Gothic. Modern in design and 
exceptionally clear to read Gillies Gothic comes in 
three-sixteenth, one-fourth, three-eighths, one-half, 
five-eighths and three-fourths inch. 

The Lettering Guides are made in upper case, lower 
case and numerals. While the guide is in two pieces, 
upper case on one piece and lower case and numerals 


ALCDETFGH 
a l-cde ghijklmn 


GILLIES GOTHIC LETTERING GUIDES 


on the other, the pieces are not sold separately due to 
the fact that the Gillies Gothic upper case letters are 
of such design that they do not lend themselves for use 
in forming a complete word as do the other upper case 
characters. 

The lower case Gillies Gothic is used to form the 
body of the words while the initial letters of the words 
are upper case. Interested dealers are invited to write 
to Technygraph, Techny, Ill., for a descriptive and 
illustrated circular. 

*—->¢ 


AMES’ MASTER SOLDERING GAUGE. 
Designed to replace all worn typewriter type quickly 
and economically in the dealer’s own shop, a new 
Master Soldering Gauge has recently been introduced 
to the market by the Ames Supply Company, 564 West 
Randolph street, Chicago. 
The Gauge is constructed of solid bronze and is 


equipped with a magnet of high grade Tungsten steel. 
The machine, which is in itself complete equipment 
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COLUMBIA 


STEEL OFFICE EQUIPMENT 





COLUMBIA LINE 


STANDARD GRADE A 


Columbia filing cabinets are built to meet the most exacting standards 
of strength, operation, capacity and appearance. A wide choice of 
standard units and a complete line of inserts are available. 








APEX LINE 


COMMERCIAL GRADE B 


The Apex line ranks next to Columbia for strength, fine workmanship 
and appearance. Stock units for the various sizes and types of records. 
A complete line of inserts is available. 





COLONIAL LINE 


UTILITY GRADE C 


Colonial filing cabinets embody many features found in the Columbia 
Line. They represent the maximum obtainable in the medium price field. 
A complete line of standard units and inserts are available. 





ATLAS LINE 


NON-SUSPENSION GRADE D 








The Atlas is the highest grade non-suspension filing cabinet line obtain- 
able at any price. A full line of standard units and inserts are available. 
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sees! STANDARD GRADE A 
pe? 


Card Ledger Desks, Ledger Sheet Files, Vault Trucks, Special Built Cage 
and Counter Wotk, Ledger Trays, Check Files, Money Trucks. 





WIDE SECTIONS 


STANDARD GRADE A 





Columbia Wide Sections are adaptable to a large variety of uses. They 
are 36” wide and are made in two depths (26 7/16” and 18”). Wide 
Sections can be intermembered with Half Sections. 





STANDARD GRADE A 


J HALF SECTIONS 
N 


Columbia Half Sections are 18” wide and 18” deep. They can be 
intermembered with Wide Sections to form a single unit if desired. 





SSgq SHORT LINE 
a 


STANDARD GRADE A 


Short Line files are ideal for personal use. They can be placed on 
top of a desk or cabinet. Stacking device permits stacking as high 
as desired. 





STANDARD GRADE A 


RD INDEX LINE 
Cag CA 


Single and Double Drawer Cabinet for 3x5, 4x6, 5x8, 6x9 and 8x5 
cards. Each unit is equipped with Columbia stacking device and 
removable felt feet. All units are fully finished. 





Wave, 


Ne 
a SPECIAL EQUIPMENT 


Columbia maintains a fully equipped department for the designing and 
manufacturing of custom-built equipment. 





ae STEEL DESKS 


Columbia Steel Desks are properly designed and beautifully finished. 
There is a large variety to meet every office need. 





MM, 


% STEEL CHAIRS 


y 


A complete line of smartly styled Steel Chairs combining comfort with 
simplicity at reasonable cost. 
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py FIREPROOF SAFES 


The Columbia Safe Line includes a wide choice of Label and Non-Label 
Safes that provide any degree of protection desirable. 


SOLD THROUGH DEALERS ONE 














LINCOLN-LIBERTY BUILDING 





N. E. COR. BROAD AND CHESTNUT STREETS 
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COLUMBIA STEEL EQUIPMENT CO. 
PHILADELPHIA, PA. 














When you feature 





Leatheroid File Pockets 








and Double-top File Jackets 








VERTICAL FILE POCKETS 


_ All sizes, with 134, 3% and 514 inch expansion. 
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QUALITY-BUILT FILE JACKETS 








Letter and legal size with 1, 11/4 and 2 inch gussets. 





Submit a sample of a Keathoroid, FILE 
POCKET and you will land that order. 


Show your customer the reinforced cor- 
ners and double thickness front and back, 
glue welded throughout. He is bound to 
recognize the superior quality. 


The ideal filing containers for bulky cor- 
respondence, contracts, orders and 
grouped letters. 


DOUBLE TOP FILE JACKETS made 


of heavy Tepezpanila An economical 


filing container where price is a factor. 
Reinforced Tabs withstand continual 
handling. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 
Factory at St. Paul 
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for accurately replacing all type in perfect alignment, 
will accommodate segments for the Underwood, L. C. 
Smith, Royal, Remington, Underwood portable, Wood- 
stock, etc. 

Of simple construction the device has nothing to get 





THE MASTER SOLDERING GAUGE 


out of order or cause undue wear. It sells for $54.50 
and is accompanied by a complete and easy-to-read 
set of instructions for its care and operation. 

——+- — 


THE “SENECA SECRETARY” RULER 
Made expressly for those whose work includes laying 
out typewritten matter a new ruler, named the Seneca 
Secretary, has been placed on the market by the 
Seneca Falls Rule & Block Company, Seneca Falls, N. Y. 
The Seneca Secretary is a fifteen-inch, office style 
ruler for which patent applications are pending. It 
features special scales for counting by measuring type- 
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THE SENECA SECRETARY RULER 


written lines and spaces. Also included are a quick- 
reading inch scale in two colors, a celluloid ruling edge 
and a brass, paper-cutting edge, making the ruler a 
handy item for any office desk. The retail price is 
twenty-five cents. 

According to the manufacturers the Seneca Secre- 
tary has been subjected to a series of tests and is based 
upon endorsements of actual users in various branches 
of office work, especially that of stencil cutting. 


o——-? 


THE IMPROVED BOTTOM-LINE-CARD-HOLDER. 
The Palley Manufacturing Company, 35 Havelock 
road, Worcester, Mass., has recently improved its 
Bottom-Line-Card-Holder by placing an automatic 
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THERE’S BOUNTY 
in the BEAUTY of 





not the ex- 





In the home, demand for goodlooks is the rule 
ception. The radio, the refrigerator, the desk set and the desk 
itself . . . these are not merely useful . they are stylish 
pieces of furniture, easy to live with. To enter such com- 
pany, a stapler must radiate good taste. TOT does. That's 
why it has made a sensational hit at thousands of home desks. 
You can shout “Mechanical Perfection” and “Low Price” (TOT 
has both), “til the cows come home, but if you can’t add a 
generous dash of modern “Swinglined” beauty, the zipper on 
the home desk pocketbook stays closed. Get going with TOT 


today. 


$150 


Three Steps 
To Quick Sales 


A step each for Walnut, 
Jade and Ebony TOTS. 
This attractive display 
stops the eye at the 
counter or window. An 
eye stopped is a TOT 


sold—2 out of 3 times. 





PARROT SPEED FASTENER CORP. 
37-18 Northern Blvd. 








Long Island City, W. Y. 
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You Can Bank 








on VAIL’S © 


Dealer Service 


Next to the excellent quality of the mer- 
chandise, prompt, intelligent: service to 
dealers is a leading reason for Vail popu- 
larity among dealers throughout the 
country. Dealers’ requirements for PINS, 
CLIPS, STAPLES, BRASS FASTEN- 
ERS THUMB TACKS 


promptly and intelligently. There is no 


and are met 
unnecessary wailing. Quality is expected 


always, and always given. 


The Vail spirit of cooperation makes 
dealer service something more than an 
advertising expression. It means serving 
the trade conscientiously and making the 
of goods a more 


merchandising the 


profitable and quicker process. 
& 


Write for circular with complete informa- 


tion on Vail specialties. 


VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, IIl. 





APPLIANCES 


OFFIC! 


stop on the device which serves a need of visible users 
who index on the edges of cards and sheets. 

The Bottom-Line-Card-Holder is made in all stand- 
ard sizes to accommodate forms used in binders, with 
prongs or rings, as well as steel tray equipment. The 
Holder, made of celluloid, is inserted in the typewriter 
and turned part way around the platen. It forms a 
pocket with a back and front into which cards to be 
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THE IMPROVED BOTTOM-LINE-CARD-HOLDER 





indexed are inserted about one and one-half inches. 
At the bottom of the Holder is an open window 
through which the typewriter keys strike in indexing 
the card contained in the Holder. 

The Holder remains stationary in the typewriter as 


| long as required, and never moves as each card is 


inserted, typed upon, and removed. Through its use 


| perfect alignment is maintained with the typing in- 


dexing in the identical spot on every card. 
Further details and descriptive literature is available 


to dealers on request. 
- a 3 —_—— 


DOWNEY’S IMPROVED LEAD SEAL 

A new and approved type of lead seal for securing 
bags containing currency and other valuables has re- 
cently been introduced to the market by the C. L. 
Downey Company, 941-47 Clark street, Cincinnati, 
Ohio. 

The seals, made only of pure lead, have four holes 
through which extra strong Italian cable is strung. 





NEW DOWNEY LEAD SEAL 


A feature of the seal is the ease with which it en- 
gages in the seal press due to its larger area for die 
impressions, thus giving a clearer impression, more 
perfect sealing and greater protection in deforming to 
secure the coin bag. All seals are made with waxed 
ends and finished with or without pins. 

Seals are packed in attractive cartons containing 


| 250 seals tied in bundles of fifty. Illustrated literature 


on the new item is available on request. 
—— 
FIGURE-CHECKING MACHINE ANNOUNCED 
John E. McKivett, an attorney, of 2215 Arbor street, 


Houston, Texas, has recently designed and patented a 
hand-operated machine for checking lists of figures 
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ZEPHYR 


the latest in streamlined office design 





Suggesting Success 


Successful merchandising is often a matt 
energy and stability. Freq ] k 2 
; a petiti € zh . 
way 
ZEPHYR is designed é I 





It actually brings 1a} th 
its features of pe 2 mi t king 
area and instant accessibility of all storage and filing 
space. The open base design not only provide all 
the dependable support of the eight leg desk 
also.vample foot and knee 
and out of the chair with ample clearance f 
and th jh cleaning, and a | 1 
a re 3 horizonta rking 
le fou nness of f [ ik ira 
10unted nbinat ball and I 

lide at f left hand lestal. Sing 

lesk ave wing end « ent 
brella, galoshe er { onal effe 

ZEPHYR is available in walnut, mahoga k 
Order one for display, and demonstrate 
ing advantages in your window. Al: J 
catalog 





Jasper Office Furniture Co. 
JASPER INDIANA 
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such as those produced by adding and other com- 
puting machines. 

Small and compact, the device is encased in a light 
aluminum stand and, as shown in the accompanying 
illustration, may be operated with one hand while 
being held close to the figures to be checked. In 
operating the machine the user presses a spacer, allow- 





THE McKIVETT FIGURE CHECKER 


ing the figures on the roll to appear in the slot at 
whatever speed the checker may desire. 

The device is so constructed that only one row of 
figures appears at a time, the preceding and follow- 
ing row being completely hidden from view, thus 
avoiding confusion such as may exist when two per- 
sons attempt to check a row of figures together. 

Mr. McKivett, who has applied for a patent and 
has already been allowed several claims, is anxious to 
contact a manufacturer of office devices and special- 
ties with a view toward marketing the device. 


*—- © 


THE HEALTHIFIER HUMIDIFIER 


Listed as the Healthifier, a new humidifier for the 
office or home, has recently been introduced by the 
Patent Novelty Company, Fulton, Ill. The device is 
inserted in that part of a radiator where heat is in- 
tense and where evaporation will be greatest. A special 





RADIATOR HUMIDIFIER 


absorption pad multiplies the evaporation surface 
many times, constantly bringing to the top water for 
direct action by heating. The device may be instantly 
installed and is in two sizes, holding one quart and 
one and one-half quarts of water, respectively. 

—-e 


NEW PENCIL COMPANY TO OPEN 


A new pencil manufacturing company is to start at 
Lewisburg, Tenn., early in the new year. It is named 
the Linton Pencil Company and is headed by three 
Shelbyville, Tenn., men all formerly connected with 
the National Pencil Company. Sam E. Linton is presi- 
dent, Sam P. Rutledge, vice president, Robert Gregory, 
foreman. The plant is now being equipped. The new 
industry is in a section of Middle Tennessee that still 
has considerable cedar and other suitable hardwoods 
available -—CG 
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FW CG OLOR! Rich Deep Olive Green with lustre- 
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steel trim—Smart! Modern! Beautiful! 


HIGH BACK! 














Just slide 4 Keeps drawer 
pins into cor- level — pre- 
ner channels & vents tipping 
oad and it’s a when pulled 
| done! out. “ 
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Acts as warning 
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See other 
side 















{TY STORA 


for 21 years the largest selling, biggest profit item in the 
entire storage equipment field! And now in their biggest 
year of all! 













Check these points with your smart buyers... 






l. “Liberty” patented closing method makes every Liberty 
Box positively spill-proof and — you can close “Liberties” 
safely, securely, even when they are over-loaded and over-full. 
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2. “Liberty’s cover-edges are 
smooth, safe — nothing to catch, 
tear or “jam.” 








3. “Liberty”? bottom construction is 
rigid, flat, as it should be for even 
stacking. Permits high stacks, saves 
space, saves money. 









The answer to every box-type stor- 
age requirement is Liberties. Every- 
one knows them — everyone likes 
them — they are the easiest to sell! 
Cash in! 
















ROBERTS & SON 


PHONE +717 95.5 SOUTH 1m 
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Top Money-maker in Loose-Leaf Storage Equipment .. . 
LIBERTY Permanent Storage BINDERS "To HELP BUILD YOU 


For Ledger sheets, invoices and any loose-leaf forms. 15 













stock sizes immediately available for standard forms and— 
here’s news!—special sizes made to order, one or a hun- 
dred, at trifling cost. Ask us 
for details on this profitable 








line! 
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" r y ry” " T al s 3 
LIBERTY PATENTED ; 
TELESCOPING POST 3 a a a 
id x . “Sales Managers’ Handbook” 9 
Self-locking — adjustable — —just off the press! 2 § 
standard lengths to fit all rage 7 eager rage 
e or increasing storage equip & 
punchings. ment sales. Ask for youll 
complimentary copy——today é 
Address Bankers Box Coe. 9 





536 So. Clark St., Chicago 
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FRANK DAMERON 
Frank Dameron, president of the Dameron-Pierson 








Company, Ltd., and a director of the Times-Picayune, 


New Orleans, La., died last month at the Touro In- 
firmary following a brief illness. He was seventy-seven 
years of age. 

Born in New Orleans in 1861, Mr. Dameron was edu- 
cated in the public schools of that city and completed 


his education at Bethlehem, Pa. He began his career 


with the stationery firm of M. F. Dunn & Brother 
and in 1884, with Herbert Palfrey, organized the com- 
pany of Palfrey & Dameron. In 1904 Mr. Dameron 
and J. Ogden Pierson formed the Dameron-Pierson 
Company. 

Almost up to the time of his passing Mr. Dameron 
was closely associated with civic affairs. He was a 
member of the executive committee of the New Or- 
leans bureau of governmental research and was a 
former chairman of the executive budget committee 
of the Community Chest. He also served as treasurer 





THE LATE FRANK DAMERON 


of the New Orleans Association of Commerce and 
served on various committees of that organization. In 
addition he twice served on committees appointed to 
study the city’s taxation problems and needs. 

He was a member of Louisiana Lodge No. 102, F. and 
A. M., and at the time of his death was a member 
of the New Orleans Stationers and Office Equipment 


Association, the Purchasing Agents Association, the | 


Recess Club and the New Orleans Country Club. 

Mr. Dameron is survived by his widow, the former 
Miss Isabelle Duggan; a sister, Miss Mary Dameron; 
two daughters, the Misses Alice Ivy Dameron and Lil- 
lian Mary Dameron; two sons, Frank, Jr., and Palfrey 
Dameron. 

The surviving partner, J. Ogden Pierson, is well- 
known in the field and is a past president of The 
National Stationers Association. 


> 


A. E. FRITZ 

Andrew E. Fritz, vice-president of the Fritz-Cross 
Company, and for many years a public official of the 
city of Saint Paul, Minn., died December 7 in the Good 
Samaritan hospital of that city. He was sixty-eight 
years of age and resided at 127 North Lexington 
avenue. 

Born at St. Cloud on January 28, 1870, Mr. Fritz was 
graduated from the St. Cloud Normal college and from 
the Saint Paul College of Law. Returning to his native 
city, he was engaged in the manufacture of blank 
books until he was appointed public examiner by Gov- 
ernor Eberhardt, holding that position with honor 
from 1911 to 1921. He was also deputy state treasurer 
from 1930 to 1937. In the period between 1921 and 1930 
he engaged in the practice of law with Charles Foster, 
forming the law firm of Fritz & Foster 
In 1909 Mr. Fritz went into partnership with Earl D. 















Here's the 


MAGIC WORD 
CEN-TR-KOTED 
CARBON PAPER 


With The Perfected Cen-Tr-Koted 
Backing Sheet 










| 


r 
Dur trend is to CEN-TR-KOTED- 
because CEN-TR-KOTED Carbon Paper, 
with the perfected CEN-TR-KOTED Back- 
ing Sheet positively produces finer, sharper, 
cleaner carbon copies. Rigid factory manu- 
facturing standards and inspection assure 
CEN-TR-KOTED uniformity and 
superiority ! 








Send for our helpful booklet ““Car- 
bon Paper Facts.” It will be sent 
to you free on request and will give 
you many informative facts on 


Carbon Paper. 











An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 
@ 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 
Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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Visible Records 


FOR 


The New Year! 


Now is the time when most business 








houses are in a receptive mood to con- 






sider changes—Why not feature Visible 






Record Systems? Visible Equipment is 






the modern way of keeping records— 






and the book form is the most efficient 






and much less costly than other types. 






Get this New Catalog 













Our new Visible Catalog “G” is just 


off the press. It shows stock forms and 






systems designed for most business 






needs — Binders with automatic shift 






and non-shift type, as well as other 






housing equipment. No other line of- 






fers such a wide range of up to the 






minute forms. Write today for your 






copy and our dealers proposition. Ex- 









clusive agencies available. 





The C.E. SHEPPARD CO., 


44-Ol 21% Street,- LONG ISLAND CITY, N.Y. 
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Cross at St. Cloud. Two years later they took in Harvey 
W. Grimmer and the three men incorporated under the 
name of the Fritz-Cross Company. During the years 
that he held public office and practiced law Mr. Fritz 
was more or less associated with the affairs of the 
company in which he was an executive. 

In 1937 he resigned from the position of deputy state 
treasurer to devote his entire time to the company he 
helped form. He then became active manager of the 
posture chair plant of the company at Saint Paul, a 
position he held up to the time of his death. 

Mr. Fritz is survived by his widow, Mrs. Harriet M. 
Fritz, and a daughter, Harriet Louise Fritz, both of 
Saint Paul. Following services held at the O’Halloran 
& Murphy funeral home, interment was at Calvary 
cemetery. 

+ + + 
FRED L. ADAMS 

Fred L. Adams for the past ten years associated 
with the McMillan Book Company of Syracuse, N. Y., 
passed away Saturday, November 26, at the Syracuse 
Memorial Hospital, Syracuse, N. Y. 

Mr. Adams was born in Norwich, Conn., fifty-six 
years ago, and has been associated with the office 
supply, printing and stationery business practically his 
whole business life. For many years he owned and 
managed his own company in Providence, R. I. Shortly 
after the World War he joined the New York sales 
staff of the old Samuel C. Tatum Company. At the 
time of the merger of that organization with the 
Wilson-Jones Company, Mr. Adams was assigned home 
office duties in Chicago. He remained in Chicago for 
about one year, and then returned to the New York 
office, leaving a short time later to join R. C. Macke 
in the retail office supply business in Rochester, N. Y. 

He went with the McMillan Book Company in 1928. 
Having been a pioneer in the sale of book visible 
record equipment, he was of considerable value to his 
company, doing sales educational work necessary in 
that connection. 

During the past few years, his duties have been 
chiefly traveling during which time he has covered 
practically the whole country, devoting most of his 
time to the South, Southwest, the Rocky Mountain and 
Pacific Coast states. 

Mr. Adams had a thorough knowledge of the loose 
leaf industry, and had the ability to impart his 
knowledge to others. He will be particularly missed 
by the younger men in the stationery stores, to whom 
his instructions and advice have been of considerable 
value. 

He is survived by his mother, Mrs. Sarah A. Adams, 
and a brother, Charles Adams of Norwich, Conn., and 
by a sister, Mrs. Gertrude Hildebrand of Burlingame, 


Calif. 
+ - 


MAX DELAGRAVE 
From La Revu de Bureau we learn of the passing of 
Max Delagrave in Paris on November 10. He was head 
of the firm of Delagrave, a knight of the Legion of 
Honor, member of a syndicate committee of editors 
and of a board of the International Exposition of 1937, 
and was highly esteemed by his colleagues. Monsieur 
Delagrave had been honored by his fellow-workers 
who named him president of the superannuation fund 
of the Association of Booksellers and Publishers. He 
built up an establishment devoted to all degrees of in- 
struction, from illustrated editions de luxe for the 
young people to various volumes of interest. 
+ + + 
ENNIS CARGILL 
Ennis Cargill, one of the three founders of the Car- 
gill Company, Houston, Texas, and for many years 
its president, died November 26 at his Houston home. 
He was sixty-nine years of age and had been a resi- 
dent of the Texas city since he was a year old. 
With his father and Edmund Burke, Mr. Cargill 
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SOUND BRass TACKS SELLING PH 


| “ITS THE LITTLE THINGS 
Bo THAT COUNT” 


EXECUTIVE . 
BUSINESSMAN 


WILL WANT A GREAT DRAMATIC TALKING MOVIE 


10 SEE IT! 
pice 


DEVOTED TO BETTER SELLING. . . 





LITTLE THINGS 
THAT COUNT 





On January 2nd, the Bates Representatives started to show this 30 minute talk- 
ing movie to the sales force of stationery and rubber stamp dealers throughout 
the country. It is the biggest and best thing in the way of sales education that 
the industry has ever seen. It is so broad in its application to merchandising that 
business men’s clubs and gatherings will also welcome the chance to see. it, 


THE BATES MFG. CO., ORANGE, N. J. New York Office: 30 VESEY ST. 
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they've always asked for 


MAK-UR-OWN 


TRADE MARK REG. U. S. A. 


CELLULOID 
INDEX TABS 





Made in 6” strips, 3 conven- 
ient extensions, 7 brilliant 
colors 2 handy styles... . 


The smart user knows he wants the best in index tabs... and 
asks for Mak-ur-own. The wise dealer is glad to sell him what 
he wants because Mak-ur-own tabs are a quality product 
made only of the best grade materials . . . and because 
Mak-ur-own's dealer helps, attractive counter displays, practi- 
cal demonstrators and established consumer approval insure 
sales and make it the profitable thing to do. 


and Now they also say 


“VICTOR 


DUPLICATOR 
STENCILS” 


Once your customers 
have used Victor Stencils 
and experienced their 
superior performanceand 
uniform quality, they 


will be slow to accept 
substitutes . . . this con- 


sumer approval is the 
reason why you should 
sell Victor, the Stencil 
that makes satisfied cus- 
tomers and assures con- 
tinued, repeat-order prof- 
its. (Some exclusive ter- 
ritories are available 
where conditions war- 
rant... ask us). 











The new Victor Visible Guide Line Sten- 
cils, with typing guides printed on the 
blue stencil sheet in silver ink are fast sel- 
lers. Victor Stencils made in sizes for all 
standard machines. Ink in 3 grades of 
black and in colors. 


Write today for FREE samples and full details on 
these and many other Victor CON- 





i Sk THE VICTOR SAFE & 
“Y *< " EQUIPMENT CO., INC. 


nee.u.ss NORTH TONAWANDA, NEW YORK 


REG. U. S.A 
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founded the company which grew to be one of the 
largest stationery and printing establishments in the 
state. He served as president until 1920 when he re- 
tired from active service although continuing to serve 
as a director. He was also a director of the South 
Texas Commercial National Bank and the Guardian 
Trust Company of Houston, and was noted for his 
activity on behalf of many civic and charitable organ- 
izations. 

Mr. Cargill is survived by two daughters, Mrs. Elbert 
E. Adkins, Jr., of Houston and Miss Ruby Cargill of 
Santa Barbara, Calif.; a sister, Mrs. John A. McClellan; 
a brother, T. A. Cargill of Houston, and a grandson, 
Elbert E. Adkins III of Houston. 

+ + + 
E. 0. CARLSON 

Failing to respond to medical treatment after an 
illness lasting two months, Edwin O. Carlson, president 
of Copy Papers, Inc., and of the Duplicating Materials 
Manufacturing Company, died December 3 at the 
Augustana Hospital, Chicago. He was forty-four years 
of age. 

The death of Mr. Carlson brought an end to the 
career of a man known throughout the Middle West as 
an authority in the duplicating field. With a back- 





THE LATE E. O. CARLSON 


ground of experience extending over a period of nearly 
twenty years, he was one of the founders of Copy 
Papers, Inc., and had been president of the organiza- 
tion since May, 1932. He served in that capacity up to 
the time of his passing. 

Born at Frankfort, Tenn., Mr. Carlson was educated 
at the University of North Dakota where he was a 
member of Sigma Alpha Epsilon. Surviving are his 
widow, Edith; a daughter, Betty; his parents, Mr. and 
Mrs. C. H. Carlson, and two brothers. 

+ i & 
P. V. BUNN 

Paul V. Bunn, 68, who served from 1926 until his 
retirement in 1930 as vice-president and general man- 
ager of the Remington Cash Register Company, died 
December 8 in Beth Israel hospital, Newark, N. J., 
where he was taken when stricken ill on an airplane 
en route from Florida. He had gone to Florida for his 
health, preparatory to an operation which was to have 
been performed in New York. 

A resident of New York City, Mr. Bunn had several 
organization affiliations there and was prominent in 
Masonic circles as president of the Masonic Club of 
New York. He also was a member of the S.A.R. and 
the Sons of Confederate Veterans. He leaves a daugh- 
ter, Mrs. Eustace Adams, writer, living in Miami Beach, 
and one son, Milo S. Bunn of East Orange, N. J—NJNS 


+ F & 
JONATHAN BARTLEY 
Jonathan Bartley, former superintendent of the Jo- 
seph Dixon Crucible Company of Jersey City and long 
recognized as an authority on the graphite and cru- 
cible industry, died November 21 at the Bloomfield, 
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It is small — compact — streamlined. FAST | 
because it has such an EASY Handle Pull that ) 
operators keep going full speed even at the . 
end of the day. ACCURATE because the auto- ) 
matic clear signal prevents mistakes in tape ; 
Pts checking. FAST because zeros print automat- 

, ically. VERSATILE because the visible dials 
permit adding fractions, figuring chain dis- 
counts, adding hours and minutes, taking 
credit balance, etc., etc. 

Ask for the model ‘“95’’ demonstration. 


Se eee ——— 


me SEND FOR WEW COMPLETE CATALOG 


Allen Calculators, Inc., 
2464 ¢ Si Hi. S *) 99 East 40th St., New York 


i == ct SUBTRACTION Please send your new free catalog. 
PAP ACITY $99.999.99 
' Name _ 
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Mr. Dealer: 


NEW YEAR! 
NEW RECORDS! 





NEW LAWS! 


Plus the fact that very few concerns have 
sufficient capacity in their present Record 
Protection Equipment to house these rap- 
idly increasing new records. 


Mean New Safe Sales 


Meilink dealers can supply any safe de- 
mand because the Meilink line is the larg- 
est and most complete line of Record Pro- 
tective Devices built. 

If you don’t sell “Meilink” and wish to 
occupy the enviable position of a Meilink 
dealer write today for catalog and prices. 


Meilink Steel Safe Co. 


TOLEDO, OHIO 


CHICAGO NEW YORK 
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N. J., home of his daughter, Mrs. Samuel B. Tussey. 

Forty-five years ago he became interested in graph- 
ite and its products. He founded the Jonathan Bart- 
ley Crucible Company at Trenton, built the Chicago 
Crucible Company’s plant in Chicago, was president of 
the Bay State Crucible Company at Taunton, Mass., 
and at the time of his retirement, 10 years ago, vice- 
president of the Asbury Graphite Mills in Asbury.— 


NJNS 
+ + + 
A. B. FOESTE 

Arthur B. Foeste, Rockford, Ill., district manager 
of the Monroe Calculating Machine Company, died 
Saturday, November 5, at the St. Anthony hospital in 
Rockford, following a long illness. He was forty-five 
years of age. 

Residing only eighteen months in Rockford Mr. 
Foeste was active in local affairs and was well-known 
in business circles, being a member of the University 
Club and the Optimists’ Club. 

Surviving are his widow; a son, Arthur A., at home, 
and the mother, Mrs. Arthur W. Shelby. Following 
funeral services the body was taken to Sheboygan, 
the birthplace of Mr. Foeste, for interment. 


- i } 


TOM O’DONNELL 

Stricken with a heart attack while staying at the 
home of a sister in Columbus, Mich., Tom O’Donnell, 
veteran salesman with the Murphy Chair Company 
and the Tell City Desk Company, died October 16. 

Mr. O’Donnell, who had been with the Murphy 
organization for thirty-five years, was well-known in 
the office equipment field and his sudden passing came 
as a severe shock to his many friends in and out of 
the industry. He is survived by the sister, Mrs. Andrew 


Kronner. 
+ - - 


W. C. METZGER 

William C. Metzger, for more than thirty-four years 
an executive of the American Sales Book Company, 
died at his Elmira, N. Y., home on December 5. He 
was assistant secretary-treasurer of the company prior 
to 1931 and was well-known in business circles as an 
executive of ability. 
ys ol ok 


r’ 
J. W. GOOLEY 
Friends of Robert E. (Bob) Gooley of Acco Products, 

Inc., Long Island City, N. Y., were shocked last month 
to hear of the death on November 5 of his eleven-year- 
old son, J. William Gooley. With the many friends of 
Mr. and Mrs. Gooley OFFICE APPLIANCES extends sincere 
sympathy in their severe loss. 

no 


MRS. MARIA HUETTE 

Mrs. Maria Huette, mother of Henry Huette of the 
Autopoint Company, died in Chicago on December 15. 
Mrs. Huette was eighty years of age. Surviving in 
addition to Henry Huette are another son, Robert, of 
Chicago, and three daughters, Mrs. Arthur Bopp, Mrs. 
Rose Willmoreand and Miss Sabina Huette. Funeral 
services were held in Chicago on December 18 followed 
by interment at St. Boniface cemetery. 

eS eee 
WACHTEL PLANS TO REMAIN IN U. S. 

His many friends and acquaintances were delighted 
last month to be visited by Arthur P. Wachtel who 
has been abroad for several years and recently com- 
pleted a lengthy stay in Paris, France. 

Mr. Wachtel is planning to remain in the United 
States and towards this end is seeking a connection 
in this country in the office equipment or supply field. 
He possesses an intimate acquaintanceship with many 
office equipment dealers in Europe which he believes 
would be of value to American manufacturers. 

For the present Mr. Wachtel may be reached at 329 
West Eighty-fifth street, New York City. 
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This is the De Luxe Model 
224. It will handle up to 
twenty-four stations 






















* The increased interest in inter-communication opens up a new and profit- 
able market for the office appliance dealer .. . When you quote on outfitting 
a new office or refitting an old one, include Teletalk in your proposal of 
what is needed in the modernly equipped office. It will help you close the 


ale and bring you extra profits . . . Teletalk is the leading electronic 


rasa system. Many dealers are finding it to be an entree to 

the sale of other office equipment... It is adaptable to the two-office suite 
tthe large manufacturing plant covering many buildings. It is low in price. 
very business is a prospect. Simple and inexpensive to install. Costs prac- 
cally nothing to operate. Service expense is negligible . . . In addition to 
e sales helps illustrated below, Teletalk is being nationally advertised to all 
usiness executives. Write for details. 


pond by Electrical Research Products, Inc. under U.S. Patents of American Telephone and Telegraph 
Company and Western Electric Company, Incorporated. 


WEBSTER ELECTRIC COMPANY, RACINE, WISCONSIN, U.S.A. 
Export Dept.: 100 Varick St , New York ¢ Cable Address: ““ARLAB,” New York 














- Sa Broadsides, envelope enclosures, 
catalogs, service manuals, and other sales 
helps are available to the dealer who takes on Teletalk. : 


Webster 


f @FIVE BASIC MODELS \ 


® TWO CIRCUITS 
@® UNLIMITED FLEXIBILITY 


@ INTELLIGENTLY PREPARED 
SALES HELPS 


This is the Model 105. A 
low priced system of five 
stations for small offices. 





This is the Model 110. It has 
a capacity of ten stations. 


Speen 








This is the Model 212. It will 


serve up to twelve stations. 





The Model 212-A is equipped 
with annunciators which in- 
dicate the station that is call- 
ing or has called. It will handle 


= —_ ‘T up to twelve stations. 
Si: . ) 




















REPRESENTATIVES AND DISTRIBUTORS LOCATED TO RENDER 24-HOUR SERVICE 





“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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... and 
Sales Builders for 1939 


Our greetings ring out to all—our wish for you and 


GREETINGS 


those we have had the pleasure to serve, is that 
1939 may be a year of rejoicing both in health and 
prosperity. 

To contribute to this end, we announce attractive 
NEW STYLES—and every Mashek Case a Sales 
Builder, producing profits for you year after year 
through the delight and lasting satisfaction afforded 
your customer. 

Our saleamen will call on you shortly 


Write for particulars—NOW ! 


FRANK MIASHIE Keco ey 


“If it’s made with leather, MASHEK makes it better.” 














Make Visible Records | 
No equipment required 


w cost to install and maintair 


HAN DIFAX Visible Recor 


1 Card 


200 cards, 6x4 inch, blank, $1.00 

100 _— 10x4 inch, blank, 1.00 
You buy and use only cards for Handifax Visible Re 
ords. They are very simple—Quick—Convenient ; 
pact—Portable—100 cards or 1,000,000 card 
margins aré r half inch inch. A 
sheets of 20 cards are only '/p inch thick. File 
cards on edge like paper in ordinary manila corresy 
dence folders in desk drawer or in drawer of steel | 


file 


Satisfaction Guaranteed 
Ask for FREE 
Sample Cards 


Wage & Hour 
Social Security 
Employee Record 





now available. 


nake 


lifax 


ROSS-GOULD CO. — ST. LOUIS, MO. 


O. A. McMahon, N. G. Ross and H. C. Bignall, Reming- 


QJFFICE APPLIANCES 


Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


= and more rain—in fact a record rainfall— 
attacked this community nearly a week ago, since 
when there has been no let-up, only occasional lapses 
and a rare glimpse of the sun once in a while. Hap- 
pily there has been little or no damage except to 
highways, for the rain has fallen steadily and has been 
rapidly absorbed by the thirsty soil, the record rainfall 
having followed almost a record drouth. Those directly 
dependent on the good earth for a living rejoice; the 
rest of us wear hip boots and rain coats, or take it 
philosophically and get thoroughly wet. The storm 
has done injury to the holiday business of practically 
every merchant, however, because many people will 
not shop in the rain. 





THE UEF BUNCH AT SAN DIEGO.—This lady and these gen- 
tlemen of the Underwood Elliott Fisher Company succeed 
remarkably well in keeping San Diego, Calif., UEF-conscious 
and eager to purchase UEF products. They are (left) to right) 
J. J. Voorheis, typewriter sales; James Grigsby, service; F. C. 
Lewis, adding machine sales; Robert Adams, service; Adeline 
Hanggi, cashier; J. L. Hoyt, branch manager; Robert Shriver, 
service; J. B. Scholz, service foreman. 


* * * 


Ribbon and Carbon Folks Hold Dinner.—More than 
a score of the ribbon and carbon people of Southern 
California assembled in the English room of the Hotel 
Clark on Thursday, December 15, to partake of a 
turkey dinner in celebration of Christmas. The table 
was tastefully decorated and there were favors in 
abundance. The several firms participating contributed 
various small gifts, such as: 

Matches, by Remington Rand; address books, by 
the Shallcross Company; match books, the Winn- 
Billings Company; Miss M. L. Pressey, owner of the 
Bushnell Ribbon Manufacturing Company, leather 
card cases; Arthur Wilson, as the representative of the 
“Panama” carbons and ribbons, presented a neat 
pocket comb, and the California Carbon Paper Com- 
pany gave an attractive calendar ornamented with a 
picture of a baby and a small dog. 

Conversation throughout the dinner was instructive 
and interesting. One of the chief topics had to do 
with the recent development in hektograph processes. 
Trade policies and ethical matters were also discussed. 

Present at the dinner were President W. E. Sibertson, 
American Ribbon and Carbon Company; E. W. Bill- 
ings, Jr., Winn-Billings Company; Arthur G. Wilson, 
Bill Noe, Bill Lenox, C. H. Baker; A. B. Neely; W. Prinz, 
A. H. Olson, all of the Wilson Carbon Paper Company; 
Charles W. Shallcross, The Shallcross Company; 
A. Miller, Kee Lox Company; F. W. and H. F. Coleman, 
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_STYLE-MASTER | 


STEEL MESKS. 











F 4900 LINE SUITE—STYLED IN STEEL 
| FOR THE FORWARD-LOOKING EXECUTIVE | ! 


The new “Yand E” 4900 Executive Suite 
one of the 3 new“ Yand E” lines of Style- 
Master desks, is built especially for execu- 
tives who want the very latest. Superbly 
designed in steel, this suite adds smartness 
to any office—sets its owner apart as a 
discriminating judge of fine office equip- 


ment. 
f Especially designed 66 
But good looks is only half the story. The EE 


system planned interior of the 66” desk — 
an extra utility box drawer — 275<” wide 
knee space — all rounded corners and 
edges — are just a few of the features 
that make this the most efficient and com- 
fortable desk you ever sold. 





Telephone Stand complete 
the Style Master Suite 
Note full panel back ‘of 


the Executive Desk with 





all edges gracefully round 
ed and harmonized 
Write for complete details on the new 

Style-Master Line of Steel Desks — one 


Hers are 151; in, wide inside, and extend full length of the many sales leaders that make the 


Bere 155 ball and pin bearing suspensions. In- “ “ . <-_ cipal: eR 
: Serts permit side to side filing of two rows of Y and E” Franchise so valuable. a : ’ 
letter-size indexes. 


YAWMAN 4"? FRBE Mrc.©. 
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‘‘Foremost for Over Fifty Years’ 


TORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 

















New Improved AIRMAIL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 Ib. x Y ox. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


Write for Circular X. 


SCALE & MFG. CO... 


2714 W. 2\st St. Chicago, Ill. 











TRINE 
6’’ X 26” 


NEW!:; 
» 50” X 26” 


PEDESTAL TYPEWRITER DESKS 


Patented—No. 2133807 
Patent Pending 


THE SECRA-TYPE device in modi- 


fied form makes 








possible these important new sizes. They take all Standard 
Typewriters, use minimum possible floor area, yet give ample 
desk top space. 


@ For the small or professional office 
@ For the small or special locations in any office 


@ For the home; and student 


WAGEMAKER CO., GRAND RAPIDS, MICH. 
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ton Rand, also H. H. Hitchcock of the wholesale ribbon 
and carbon department of Remington Rand, and N. B. 
Taylor of the same organization; H. A. Andre and 


Louis Funaro, Mittag & Volger, Inc.; C. L. Holton, 
Winn-Billings Company; Conrad Waltner, Grimes- 
Stassforth Stationery Company; C. K. Bland, Western 
Carbon Paper Company; R. P. Picou, California Carbon 
Paper Company; Ed. Tepper, and Miss M. L. Pressey, 
Bushnell Ribbon Manufacturing Company; H. W. Mar- 
tin, OFFICE APPLIANCES. 
> +. * 

Adding Machine Man Home from Long Trip.—wWil- 
liam Tonkin, western sales manager of the Victor 
Adding Machine Company, Los Angeles, recently re- 
turned from a trip through California. He found a 
spirit of optimism prevailing. Business seems to be 
improving. He reports Victor business as fair among 
most of the agencies, who are looking forward with 
expectation to the new models the company will soon 
have on the market. 

* * * 

A Worker in the Vineyard.—Among the distinguished 
stationers of the Pacific Coast is W. R. Lindsay, 
president of the West Coast Stationery Company on 
Broadway, across the street from the Los Angeles 
Chamber of Commerce. He began his career with the 
Neuner Corporation in 1910 as assistant to Joe E. 
Harvey. The latter gentleman organized the West 
Coast Stationery Company in 1916 and two years later 
Mr. Lindsay resigned from the Neuner Company and 
again joined Mr. Harvey. On the death of the latter 
a few years ago he became head of the organization. 
Able, affable, kindly and full of energy, he knows the 
stationery business thoroughly and has gathered about 
him a group of young men who are each and all 
sturdy staffs to lean upon. That he is going to make 
his mark in business and association affairs is a 
foregone conclusion. 

$$$ 


OPENS STORE TO FEATURE ROYALS EXCLUSIVELY 


New Jersey Typewriter Sales Company, Inc., of East 
Orange, which has fifty agencies throughout New Jer- 
sey and claims to be the largest typewriter and office 
equipment dealers in suburban Essex County, opened 
during December a new store at 11 Washington street, 
East Orange, for the single purpose of promoting Royal 
typewriters. This store carries a complete line of Royal 
equipment and parts, supplemented by a competent 
Royal service department. 

J. C. W. Reid, president of New Jersey Typewriter 
Sales Co., Inc., decided to devote an entire store to 
one particular make. of typewriter after Royal had ap- 
pointed his firm exclusive representatives in Essex 
County, excepting Newark. Deciding that if the idea 
was worth trying it was worth doing right, Mr. Reid 
has incorporated several effective merchandising inno- 
vations in the new exclusive Royal store. 

One of the feature displays of the new store is a 
chromium plated revolving showcase of Mr. Reid’s own 
design. As the machine turns it reveals through glass 
panes three typewriter models at a time, each illumi- 
nated within the case. 

The entire store is unique in that it presents theatri- 
cally but compactly all models of one make of type- 
writer. It is a show place which its management be- 
lieves would be effective as an advertising medium 
only, even if no direct sales were made on the premises. 

The new store is an annex to the firm’s regular store 
at 17 Washington street, East Orange, which offers a 
complete line of every known typewriter made, as well 
as adding machines and other office equipment. The 


| No. 17 store is headquarters for eleven salesmen, who 


i 





cover the New Jersey suburban and rural field for all 
types of office equipment. It also is headquarters for 
fifty agencies throughout the state. 

One of Mr. Reid’s methods of sales promotion is 
conducting contests at state and county fairs, accom- 
panying the firm’s exhibits. Typewriters are awarded 
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Add to vour Sales...make extra profits 


e e e With these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 


Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 
sale leads to continuous and profitable repeat in every town and city. Write today for illus- 
business on Speed-O-Print Supplies trated catalogue and full details. 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 





> 





S.A IE SENN I mae 





OFFICE APPLIANCES 








START 1939 RIGHT WITH 


P ejml f / 77 






Sales Are Waiting for You! 


This year sell furniture that will bring you greater sales .. . that 
will be in demand . . . Royalchrome. Everywhere business and 
professional men are interested in this better styled, more dur- 
able, more up-to-date office equipment. Royalchrome is con- 
structed so sturdily and has so many other selling points that 


you can keep it turning over all the year round. Be a Royal 


dealer—and profit! 


@ FOR RECEPTION ROOMS 


Customers gain lasting satisfaction from a 
Royalchrome reception room because it makes 
a fine impression on their clients—it has style 
and beauty. And it's easier to keep clean— 


looks new much longer. 


@ FOR OFFICES 


Business and professional people know that 
Royalchrome lends prestige and dignity. It's 


truly in tune with modern business practices. 
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ROYAL POSTURE CHAIR 


The Royal secretarial chair has every known adjust- 
ment—and in addition, it's by far the smartest in style. 
You can sell it easily—and you'll find that it leads 
the way to other profitable sales. Available in either 


chromium or enamel finish. 





@ WRITE FOR NEW CATALOG! 


It's a brilliant 72-page job that will merchandise 
Royalchrome for you. It contains natural-color 
illustrations of reception and office installations. 
Let this catalog be your guide to real profits in 
1939—write for it today. 


Oa nad 
Roual 


ROYAL METAL MFG. COMPANY 
1109 S. Michigan Ave. CHICAGO 


Factory: Michigan City, Ind. 
Branches in 


New York Los Angeles Toronto 
Miami Beach Pittsburgh Boston 
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as prizes. Mr. Reid personally supervises these fair 
campaigns, the object of which is to obtain names and 
addresses of prospective clients. Leads thus obtained 
are carefully followed by salesmen. 

In exhibiting at the fairs Mr. Reid uses trailers, 
fitted up inside to simulate an efficient business office. 
Models of typewriters, adding machines and other 
office equipment are thus effectively displayed. 

These campaigns are followed by newspaper adver- 
tising from time to time. Mr. Reid believes the news- 
paper medium accomplishes the double purpose o: 
bringing direct sales and bringing the attention of 
those in homes and offices to the fact that New Jersey 
Typewriter Sales Co., Inc., is a reliable office equipment 
firm.—NJNS 

initiiancniiiliiilllli cians 
CANADIAN TYPEWRITER ADVERTISING STAND- 
ARDS LAUDED BY MANUFACTURERS 


An agreement between manufacturers of typewriters 
in Canada to maintain and encourage high standards 
in advertising has been proven highly successful after 
eight months of operation. 

The agreement, promoted and sponsored by the 
Toronto Better Business Bureau, was placed in oper- 
ation last May after executives of the leading manu- 
facturing companies agreed to the following standards 
compiled in cooperation with the Toronto bureau: 

1. No statement or illustration shall be used in ad- 
vertising which has the capacity or tendency to mis- 
lead or deceive the consumer. 

2. No statement shall be used in advertising which 
attacks competitors or which reflects unfairly on com- 
petitors’ products, services or methods of doing busi- 
ness. 

3. No statement shall be used in advertising which 
lays claim to a policy of continuing practices of gener- 
ally underselling competitors. 

4. No statement shall be made in advertising which 
is a bait offer wherein the customer does not have a 
fair opportunity to buy the advertised article. 

5. No statement shall be used in advertising re- 
ferring to cut prices on trade-marked merchandise or 
other goods in such manner as to lead the public 
to believe that all of the merchandise sold by the 
advertiser is similarly low priced, when such is not 
the fact. 

6. An advertiser shall be willing to fully substantiate 
the accuracy and fairness of any statement which he 
submits for publication. 

7. No advertiser shall use any subterfuge to frus- 
trate the spirit or intent of those fair practice stand- 
ards designed to prevent advertising which misleads 
the consumer and advertising which is unfair to com- 
petitors. 

8. Free Merchandise—The terms “Free”, “Given”, 
“Our Gift’, “Two for the price of one”, shall not be 
used. Combination offers of related merchandise shall 
be permitted. The terms “free”, “given’’, etc., may be 
used if the obtaining of the merchandise or services 
is not dependent upon the purchase of another article. 

eee 


PASTEL COLORED LEATHER GROWING IN DEMAND 


From the Eagle-Ottawa Leather Company, Grand 
Haven, Mich., we have received a marked copy of 
the Detroit Free Press issue of November 27 in which 
appears an article stressing the growing demand for 
pastel colored leather for the home and the office. 

The article explains that leather may now be ob- 
tained in any hue required to effect an harmonious 
whole in any room or office grouping. Because it also 
blends beautifully with mahogany veneers, the writer 
points out, leather is now extensively used on the tops 
of tables and, when equipped with a finish im- 
pervious to acid or alcohol its utility, combined with 
its beauty, makes it ideal for that purpose. The article 
concludes with a statement that leather is even being 
used to a great extent as wall paneling to provide 
a wall contour both beautiful and durable. 
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DORABILT 
STEEL CABINETS 


FEATURES OF CONSTRUCTION 


1. More storage space inside than other cabi- 
nets of same size. 

2. Modernistic chrome plated handles. 

3. Heavy gauge steel doors, pan reinforced 
full length. 

4. Shelves adjustable up and down on one 
inch centers without use of tools. 

5. Sliding Shelf—Durabilt's own development 
can be attached to any Durabilt cabinet 
(36 inches x 18 inches deep). 


DEALERS WANTED 


We would like to contact aggressive dealers in every 
locality who can sell cabinets. Durabilt features help 
reduce price resistance and will aid your sales. Write 
or wire for complete information on our sales plan. 


DURABILT STEEL LOCKER CO. 
459 Arnold Ave. Aurora, IIl. 
Sales Offices in all Principal Cities 
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POPULAR 
OFFICE 
CHAIRS 


QUALITY 
CRAFTSMANSHIP 
. . « MODERN 
STYLING .. 
EXTRA COMFORT 


Office furniture 
dealers can 
make greater 
progress and do 
more business 
with Jasper Seat- 
ing Co. chairs. 





Keyed up to present day demands in 
points of style, construction and 
comfort, their self evident value often 
clinches the sale for the entire en- 
semble—desk, table, cabinet, ete. 
Good furniture . . . prompt ship- 


ments. Catalog and details on request. 


Jasper Seating Cao. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 


house Co., 573 Broadway 














[ PROFITS FOR YOU 
» “Storite” Storage Binder 





VARIABLE CAPACITY — UNLOCKS, RELOCKS — 
to Remove or Insert sheets 
Thousands of office and factory records transfer 
into storage in the next few months. Sell “Storite” 
-extra sales and profits. Exclusive features 
priced to meet competition! Easy to use—stack 
sheets on posts, press posts down (no threads) 
lock with coin—unlock to remove or insert sheets. 


FREE! Test this sales-maker with your contact 
man. Send for Sample Binder (Free) and complete 


information, no obligation. 


GRAND RAPIDS 
LOOSE LEAF BINDER CO. ' 


GRAND RAPIDS MICHIGAN 
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Calendar of Industry 
Activities 
Chronological A\rrangement of Major 
Events For Easy Reference 


March 16 and 17. N.S. A. fourth regional meeting, 
Hollywood Beach hotel, Hollywood, Fla. (Governor) 
Henry I. Coleman, Nathan Coleman & Sons, Savan- 
nah, Ga. 

April 6 and 7. N.S. A. ninth regional meeting, Gal- 
veston, Texas. (Governor) A. H. Hoera, Hoera-Rosen- 
thal Company, Fort Worth, Texas. 

April 10 and 11. N. S. A. tenth regional meeting, 
Antlers hotel, Colorado Springs, Colo. (Governor) 
Herbert S. Riley, Outwest Printing & Stationery Com- 
pany, Colorado Springs, Colo. 

« » 

April 13 to 22. N. S. A. Twelfth district meetings. 
Cities not yet designated. (Governor) W. R. Lindsay, 
West Coast Stationery & Printing Company, Los An- 
geles, Calif. 

« » 

April 24 and 25. N.S. A. eleventh district meeting, 
Portland, Ore. (Governor) R. G. Montgomery, J. K. 
Gill Company, Portland, Ore. 

« » 

April 28 and 29. N. S. A. eighth district meeting, 
Jefferson hotel, St. Louis, Mo. (Governor) Frank Lynch, 
Johnson Press Company, Wichita, Kans. 

May 2 and 3. N.S. A. sixth district meeting, Peoria, 
Ill. (Governor) Cless O. Burras, Cless Burras Station- 
ery Company, Inc., Oak Park, IIl. 

« » 

May 5 and 6. N.S. A. seventh district meeting, Des 
Moines, Iowa. (Governor) Willis Mohn, Holden- 
Kahler Company, Cedar Rapids, Iowa. 

« » 

May 25 and 26. N.S. A. fifth district meeting, Louis- 
ville, Ky. (Governor) William Kelly, Office Equip- 
ment Company, Louisville, Ky. 

« » 

June 5, 6 and 7. Wholesale Stationers Association 
twenty-fourth annual convention, Hotel Chase, St. 
Louis, Mo. (‘Association manager) H. C. Whittemore, 
250 Fifth avenue, N. Y. C. 

June 16 and 17. N. S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) Robert 
L. Thomas, Lucas Bros., Inc., Baltimore, Md. 

« » 

July 24, 25 and 26. National Typewriter & Office 
Machine Dealers Association annual convention, Cleve- 
land, Ohio. (Secretary) J. Paul McWilliams, 800 Grand 
avenue, Kansas City, Mo. 

September 18, 19, 20 and 21. National Stationers 
Association convention, Statler hotel, Boston, Mass. 
(Secretary) Charles P. Garvin, 740 Investment build- 
ing, Washington, D. C. 

oo - 

BEHAN TAKES ROYAL’S SPRINGFIELD OFFICE 

The Royal Typewriter Company, New York, N. Y., 
recently announced the appointment of L. B. Behan 
as manager of its branch office at Springfield, Mass. 
Mr. Behan has an extensive background including five 
years with Royal. His successful record and experience 
will prove a valuable asset in his new position. 
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LET'S START IMPROVING 
NEXT YEAR'S PROFIT SHEET NOW 


Be sure of bigger profits for every month of 1939 
by adopting the sales policy of hundreds of suc- 
cessful A-S-E dealers—featuring and concentrat- 
ingon A-S-E Files and Cabinets. You can depend 
on fast turnover. The outstanding dollar for dol- 
lar values are immediately recognized by buyers. 

With models and types to meet every size, 
price and drawer arrangement requirement, 


prospects become customers with a minimum 


ALL-STEEL-EQUIP 


COMPANY, INC. 


618 JOHN STREET 
AURORA, ILLINOIS 


of sales effort—customers automatically be- 
come repeat buyers. 

Check the sales advantages of the A-S-E 
“Balanced Design™ line, yourself. Study the 
58 buyer-convincing sales points—find out why 
A-S-E Files and Cabinets offer the BIG sales 
opportunity for 1939. Mail the coupon today, 


get all the details —there is 


no obligation. 


All-Steel-Equip Company, Ine. 
618 John Street, Aurora, il. 

Send me, without obligation, the new 72-page Catalog 
of A-S-E. Aurora “Balanced Design” Filing equipment. 


Name 


Address 


City State 

















OFFICE APPLIANCES 


“THE ACCEPTED 
STANDARD OF QUALITY” 








Bassick 


OFFICE CHAIR CASTERS 


The largest selling quality ofhce chair casters 
in the world! 


Why — because of the patented two-level ball race design 
that gives greater efficiency and easier swiveling — because 


of guaranteed and proven satisfactory service in actual use. 


These casters and the complete line of BASSICK floor 





yrotection equipment are building good-will and profitable 
} jul} ot | 


Chis BASSICK display will sell sales tor leading office equipment dealers. 
QUALI ry casters, and floor protec- 

tion equipment. It 1s available free to 
CATALOG AND COMPLETE INFORMATION ON REQUEST 


dealers stocking the Bassick line. 


THE BASSICK COMPANY * BRIDGEPORT, CONNECTICUT 


STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 


Canadian Factor) 
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BUCHANAN COMPANY IN TENTH YEAR 
The Buchanan Stationery Company, 816 Scott ave- 


nue, Wichita Falls, Texas, recently celebrated its tenth | 


year of existence by publishing a pictorial booklet en- 
titled “Our Tenth Year.” 


Headed by G. T. Buchanan, the firm was started on | 
October 1, 1928, with a small stock of office supplies | 


and stationery. Careful management, a rigid regard 
for the customer and the ability to obtain and hold 
business were the cardinal traits displayed by Mr. 
Buchanan and carefully drilled into his sales force as 
it grew larger from year to year. 


Today the company maintains a complete stock of 
filing equipment, furniture, blank books and station- 





THREE VIEWS OF THE BUCHANAN STATIONERY COM- 

PANY’S STORE AT WICHITA FALLS, TEXAS.—(Top) Private 

office of G. T. and A. O. Buchanan. It is a fine example of 

modern executive office. (Center) The office furniture and 

equipment department on the second floor. (Lower) General 

stationery department in which are stocked several thousand 
items. 


ery in addition to running a:large printing department 
capable of turning out any type or size job required. 
Explanatory of the firm’s standing at the present time 
is a paragraph in the foreword of the booklet which 
reads: 


“We opened our business October 1, 1928, and the 
year just closed showed the largest gross business of 
the ten years of operation. Our printing plant now 
occupies an entire floor, 25x150 feet, and new equip- 
ment and machinery has been added. During 1937 Mr. 
Buchanan added fifty per cent to the floor space of 
his establishment which made available an entire floor 


Shiurg us 


POSTURE ,CHAIRS 





SOLD EXCLUSIVELY THR 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 











UILTATUR 


HUPLICATING IN 


You'll be interested in 
Dictator—the duplicating 
ink that won't separate. 
Put it to the severest 
tests—so you can see 
how rapidly it dries; how 
perfectly it lies in the 
pad without hardening; 
the sharp, clear, brilliant 
copies it produces, and 
its rich, black tone. This 
outstanding ink is not 
affected by the climate 
and can be used equal- 
ly well on open or 
closed drum machines. 


Sy 
My 
MA 
iy 
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ULLLLLLL, 


Alert dealers everywhere 
are selling Dictator Du- 
plicating Inks. Investi- 
gate its possibilities to- 
day. 


INK SPECIALTIES CO. INC. 


519 S. Laflin Street Chicago 
Fred B. Canode, Pres. 
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HARACTER in a ring 


book is a good deal like 








character in a man. 


It stam ps ils possessor as 








being above the ordinary. 





There’s areal reason for 
the distinctive trend on 
the part of many good 


dealers to 


It Will Pay You 
To Investigate 


PFRUSSELL MANUFACTURING CO 
Poughkeepsie, N. Y 
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This is a | E L L C | T Y Dependable 


DESK 


E voevssine force and dignity of character, 


the 2700 series is the choice of many engaged in public 


life and in duties which put them in continual contact 
with the business public. It is made with four or three 
drawer pedestals in the 66x36 size, and also 60x34 and 
55x32 in the three drawer pedestal. Sturdy of construc 
tion and conventional in design, the series includes desks 
and tables of all standard sizes, with phone cabinet, 
waste basket and costumer to match. Full details of 


material and finish are given in our catalog. 


TELL CITY DESK COMPANY 




















Tell City, Indiana 
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for the display of office furniture, filing equipment and 
some items for the home.” 

Included in the unusually large stock of the store 
are products of the following companies: 

American Lead Pencil Company, Art Metal Construc- 
tion Company, Boorum & Pease Company, Dennison 
Manufacturing Company, Joseph Dixon Crucible Com- 
pany, Esterbrook Pen Company, Eberhard Faber Pen- 
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IN THE BEGINNING.—G. T. Buchanan (at 

right) and R. Lee Joiner uncrate the Buchan- 

an Company's first merchandise in Septem- 
ber, 1928. 


cil Company, General Fireproofing Company, Graham 
Paper Company, The Globe-Wernicke Co., Johnson 
Chair Company, Keuffel & Esser, Leopold Company, 
B. L. Marble Chair Company, Frank Mashek & Com- 
pany, Murphy Chair Company, Frederick Post Com- 
pany, Sanford Manufacturing Company, W. A. Sheaffer 
Pen Company, Troy Sunshade Company, F. S. Webster 
Company, Weis Manufacturing Company and the Wil- 


| son-Jones Company. 


_— 
WIS-ILL CLUB NEWS NOTES 

Two dealers and about thirty manufacturers’ repre- 
sentatives attended the December 9 meeting of the 
Wis-Ill Club, the dealers being Joseph Redman of 
Marshall-Jackson Company and G. O. Stevens of 
Stevens, Maloney & Company. Called upon for a 
talk, Mr. Stevens told of the necessity of paying more 
attention to fair trade as a means to combat unsatis- 
factory price conditions. He made suggestions for 
more cooperation from manufacturers to further their 
own interest by helping the established merchant. He 
referred to several specific fair trade violations in 
Chicago and urged that the manufacturers of the 
products involved use their influence to stop them. 

Bill Lipner of Koh-I-Noor Pencil Company reported 
for the Christmas party committee that everything 
was ready for a good time at the party which was 
held on December 21. Ralph Maneval of A. W. 
Faber, Inc., told of progress on the Wis-Ill Club’s New 
Year’s Eve program. It was announced that the elec- 
tion of officers would take place December 30. 
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The All-Purpose, Economical, Popular Priced 


COLUMBIA DUPLICATOR 








Note These 
OUTSTANDING 
FEATURES 
® No gelatine films to 
change 

@ Equipped with the pa- 
tented, all-season Col- 
umbia Gelatine Roll. 


@A turn of the handle 
provides a new printing 
surface. 

@ New improved locking 
device allows fine ad- 
justments. 


@ Printing surface 8% x 
14 inches. 

















WITH GELATINE ROLL! 


Vo office or factory need now be without a duplicator! 


@ The new, popular-priced Columbia Duplicator combines every 
advantage of the gelatine process plus a number of unique and 
exclusive features. It is a modern, improved machine to meet the 
present day need for ulmost simplicity and economy. 

@ At a minimum of cost it produces up to 100 or more good copies 
of an original prepared with hectograph carbon paper, typewriter 
ribbon, writing ink or pencil. 

@ The new Columbia Duplicator has a multitude of uses in schools, 
offices, factories and countless other places, where small quan- 
tities of copies are required. 


TO DEALERS: The Columbia Duplicator offers a splendid 


opportunity for more sales and more profits. 
Wrile us for full particulars. 
e 


COLUMBIA RIBBON & CARBON MFG. CO., Ine. 
Main Office and Factory Glen Cove, L. IL. N. Y. 


COLUMBIA 


GELATINE ROLLS & HECTOGRAPH CARBON PAPERS 
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FOR ALL OUR 
CUSTOMERS 
AND FRIENDS 


we wish 


HEALTH, HAPPINESS ano PROSPERITY 
in 1939 








And just a word about prosperity! 


As far as filing supplies and corrugated files are concerned, 
we know we can make a definite contribution to your busi- 
ness prosperity. 


In TRANSFILE steel reinforced collapsible corrugated Files 
we give you the cream of the crop—imitated but un- 
equalled. TRANSFILE Files give you a decided edge wher- 
ever you show them. They cost no more. They last longer. 
They make satisfied customers. They make real money 
for you. 


In GUSSCO Filing Supplies we give you a complete line of 
folders, guides, cards, etc., concentrating on those items 
we know you can and do sell. We do not burden the line 
with slow moving, seldom called-for items. And our strong 
point is service, the kind of service that means something! 


We can help you make !939 more prosperous if you'll roll 
up your shirt sleeves and dig in on these products. Let's 
get together now! 


GUIDE SYSTEM & SUPPLY CO. 
335 Canal St. * New York, N. Y. 
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The Leader 
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HALL-MARTIN HOLDS FORMAL OPENING OF 
NEW STORE 

With President Harry E. Martin and an enthusiastic 
staff on hand to welcome visitors, the formal opening 
of the new, five-story home of the Hall-Martin Com- 
pany, 56 Exchange street, Portland, Me., was held last 
month. 

The efficient manner in which every available inch 
of space has been arranged for the benefit of cus- 
tomer and store employe alike is due to the ingenuitv 
of Mr. Martin. For weeks before the store was due to 
open he traveled through Maine and New York and as 





THREE VIEWS OF THE NEW HALL-MARTIN STORE.—(Top) 
Furniture display section with fountain pen case in fore- 
ground. (Center) Store display window featuring Shaw- 
Walker products. (Lower) Another section of the display 
showing abundance of space in which visitors may make a 
thorough inspection of the merchandise offered for inspection. 


far west as Michigan, making candid camera shots 
of interiors of the best stationery stores. He then 
combined the best features of them all into a pleasing, 
attractive and highly efficient whole in his own estab- 
lishment. 

The firm was originally established in 1850 by Bailey 
& Noyes, strangely enough, on the same site it now 
occupies and has been an Exchange street tradition 
ever since. In 1908 the firm was succeeded by the Has- 
kell & Armstrong Company. Several moves were made 
until the company was purchased by Mr. Martin and 
his partner, Walter S. Hall, whose interest the former 
purchased three years later 

> 
DUN & BRADSTREET SURVEY LAUNCHED 

For the purpose of ascertaining the present tax 
burden on trade and industry and its localized effects 
on every type and size of business, a nation-wide sur- 
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300 E. Federal Street 





7 Year in. . Year out .. the > 
4 CALVERT Light is Right ? 
The No. F 


600 lamp 


with the 





CAP 
In lamps as in everything else, you only get what you pay 
for That is why we say Year In Year Out Calvert Light Is 
Right” It is right in construction, finish, design, and price 
The above No. 600 lamp may be had with solid brass breaks 
at $12.00 List, or without breaks at $11.00 List Both are 
equipped with the inique vent cap that allows the hot air; 
yet no light to scape 
There will be NO increase in price for we have always paid 
better than 1938 Wage and Hour Law salaries 
For dditional information write 
THE CALVERT LAMP COMPANY 


Baltimore, Maryland 











The Nos. 1946 and 194614 chairs shown above were 
especially designed for use with the newer “stream- 
lined” Modern desks. Available in finishes that 
match the Walnut, Mahogany or green finishes of 
the leading wood or metal desk manufacturers. Mod- 
erately priced to meet today’s sales opportunities! 


* 


For such an intimate piece of furniture as a chair, 
there is no satisfactory substitute for WOOD. 


* 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 
BEDFORD, OHIO, JU. S. A. 
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HIGH POINT POSTURE CHAIR 


No. 7814— popular in appearance, 
comfort, convenience and reason- 


able cost. 


LOOKS RIGHT! That goes a long 


way toward the sale. Harmonizes in 








most office interiors, is well con- 
structed and restful to the user yet 
keeps her alert and ready. In addition 
to slat back style shown here, it is also 


offered with upholstered seat and slat 
back, with saddle seat and upholstered 
panel back or full upholstered back. 
Let us send you details and prices of 


this popular item. 


High Point Bending 
& Chair Company 


SILER CITY 
NORTH CAROLINA 



































ANY 


Unground Ball Bearings for the 
Metal Office Furniture Industry 





(U. 8S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending. ) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York | 
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vey has been launched by Dun & Bradstreet, Inc., 
290 Broadway, New York, N. Y. 

On January 1 approximately 2,000,000 questionnaires 
were mailed to every business house listed in the Dun 
& Bradstreet reference book. Every manufacturer, re- 
tailer and wholesaler was asked to give his experiences 
by answering questions prepared with the advice of 
business men, tax experts and economists to yield a 
maximum of information with minimum effort on the 


part of contributors. 
ee 


WAGONER ANNOUNCES “REWARD OF MERIT” 
CONTEST 

A stirring incentive to every member of the Under- 
wood Elliott Fisher Company’s field selling organiza- 
tion was announced recently when President P. D. 
Wagoner used the columns of the UEF News to intro- 
duce his 1938 Reward of Merit contest. 

According to the rules in President Wagoner’s in- 
teresting contest every person other than those quali- 
fying for the All-Star Club may take part and become 
a winner of a personally-signed president’s check. 
Those who may qualify include branch managers, ma- 
chine salesmen, exclusive supply salesmen and every 
Sales agency. Thus a lot of people are to be made 
happy by the receipt of a substantial post-Christmas 
check. 

While not permitted to enter the president’s check 
contest, machine and exclusive supply salesmen who 
qualify for membership in the 1938 UEF All-Star 
Salesmen’s Club will be awarded a prize they will 
never forget. Each member of the club will be a 
guest of his company on a trip to the 1939 World’s 
Fair in New York with all expenses paid. 

naan” = -Qaereital 





OLD TOWN’S MODERN PACKAGING.—In line with its pack- 
age-modernization plan the Old Town Ribbon & Carbon 
Company, Brooklyn, N. Y., has just placed on the market two 
new ribbon containers. The Crowfoot typewriter ribbon box 
is round and is attractive in a silver and black combination. 
The Typal ribbon box is square with rounded corners and is 
printed in yellow and brown. 
- — 





“THE OREGON TRAIL TRAVELERS” 

Attractively decked out in green and yellow, the 
first issue of the “Oregon Trail Travelers,” official 
house organ of the newly-formed Pacific Northwest 
Travelers Club, was issued to members last month. 

The new house organ, edited by F. C. (Chet) Wil- 
liams, Yawman and Erbe Manufacturing Company, is 
a capital little publication and boasts a beautiful 
letterhead designed by artists of the Lowman & Han- 
ford Company. 

Officers of the Pacific Northwest Travelers Club 
are: 

President, Cordell Smith, The Wahl Company; first 
vice-president, F. C. Williams, Yawman and Erbe 
Manufacturing Company; second vice-president, Dick 
Zeisler, Boorum & Pease Company; treasurer, Charles 
Miller, Pacific Northwest Stationers Association. 

Starting its career with twenty-six enthusiastic 
members and officers, the new club is destined to be- 
come prominent in its field within a short time. 
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YOU PAY TAXES; 
MAKE TAXES PAY YOU 








“MANY UNHAPPY RETURNS’ MAKE SALES 
FOR THE STATIONER WHO HANDLES NATIONAL 





HOW NATIONAL HELPS YOU 
GET MORE BUSINESS THESE VERY MONTHS 


Merchandise - - books, forms, systems, especially 

“ prepared to help the business man make his tax, pay- 

roll and other returns with a minimum of “headache.” 
Easy to sell, this time of year. 


A complete promotion built around taking the head- 

“ ache out of tax returns. Window display, circulars, 

letters and other aids to help you get more business. Free 
to dealers who carry the National line. 


NATIONAL BLANK BOOK COMPANY 


es —— HOLYOKE, MASSACHUSETTS 


ow —— 
SZ ATIONSLE— Catalog Covers, Loose Leaf, Bound Books, Visible R 


~ 


As’ N.Y. City-100 Sixth Ave Chicago-328 S. Jefferson St Boston-45 Franklin S 


Tere) 40 (3 








OUTSTANDING 
NEW FEATURES 


of No. 557 L. A. shown here 


LUX-AIRE, new type 
rubber cushioned seat, 
developed by Domore, pro- 
vides luxurious comfort. 





New larger back greatly 
enhances appearance 
of this new clerical chair. 


Deeper seats with 

rounded front edge 
also makes chair more 
attractive. 


New striped mohair for 

added luxury and eye 
appeal also makes seat and 
back softer. Saves wear on 
clothing. 
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| POMORE has developed an outstanding new series of Clerical 
Chairs for dealers who want to have the edge on their compe- 
tition. New selling features, greater eye appeal, more comfort. 
Read the features listed at the left. From every standpoint we 
believe these chairs are in a class by themselves. 

This new line is going to make it easier for Do/More dealers to 
get an okay on their proposals to prospective customers. If you 
are a Do/More dealer—stock this new line now! 


A FEW TERRITORIES AVAILABLE 


If not now selling Do/More, send for full particulars on the 
Do/More plan—a plan which will make you money and give you 
absolute territorial protection. A few good profit opportunities 
are available. 

It’s always easier to sell the leading line. That’s why so many 
successful dealers are concentrating on Do/More—th2 complete 
line of posture seating for executive, office and factory. 

Send today for full details on this wonderful new Clerical Chair 
Series for 1939. 


DOMORE CHAIR COMPANY, INC. 


101 Monger Bldg., Elkhart, Indiana 


DO/MORE DEALERS HAVE THE ADVANTAGE! 





nee 











JANUARY, 1 


NATION AL Oypewriter & Oflice Machine 
DudeeK SOCIATION NEWS 


John Loser, President 
Noiseless Writing Machine Service 
New York, N. Y. 





Mrs. Jessie I. Taylor, Treasurer J. Paul McWilliams, Secretary 
Globe Typewriter Company 800 Grand Avenue 
New York, N. Y. Kansas City. Mo. 





BOARD OF DIRECTORS 


Theodore Schafer J. S. Morse C. D. Bills 

New York, N. Y. New York, N. Y. Washington. D. C. 
William T. Corney James P. Ward, Sr. Elmer Young 

Toronto, Canada Chicago, Il. Chicago. Ill. 
Sam Hutter William F. Clausing R. H. Preston 

New York, N. Y. Chicago, Ill. Knoxville, Tenn. 
Frank Marin Irwin Vincent Harry Russell 

Chicago. Ill. Topeka, Kans. Des Moines, Ia. 
G. S. Cambias H. J. Williams F. C. Waltz 

New Orleans, La. Iowa City, Ia. Cincinnati, O. 
L. H. Grunden James J. Sheehan Irvin Ritchie 

Seattle, Wash. Providence, R. I. New York, N. Y. 


Gerald Martineau, Quebec, Canada 


Another step in the advancement of the N. T. O. M. 
D. A. is the recently published first issue of our booklet, 
“Dealers Topics,” the official magazine of the type- 
writer and office machine industry. As President Wood 
explains in Volume 1, No. 1, the booklet is designed 
to bring 5000 dealers and manufacturers of two na- 
tions into one intimate community of interest, and its 
sole purpose is to “inform, instruct, perhaps to enter- 
tain.” 

For those who desire to keep a handy reference of 
the names and addresses of our district board of gov- 
ernors, appointed since the last convention: 

District No. 1, William T. Corney, Toronto, Canada; 
No. 2, James J. Sheehan, Providence, R. I.; No. 3, John 
Loser, New York, N. Y.; No. 4, Charles A. Muenze, Pas- 
saic, N. J.; No. 5, Howard Burke, Miami, Fla.; No. 6, 
R. H. Preston, Knoxville, Tenn.; No. 7, F. Ketcherside, 
Detroit, Mich.; No. 8, E. A. Hug, Chicago, IIl.; No. 9, 
L. H. Wittgraf, Minneapolis, Minn.; No. 10, Harry Rus- 
sell, Des Moines, Ia.; No. 11, Robert Randazzo, Kansas 
City, Mo.; No. 12, J. T. Boyce, Dallas, Texas; No. 14, 
C. F. Sanders, Los Angeles, Calif.; No. 15, Lou Smith, 
San Francisco, Calif.; No. 16, William H. Burt, Seattle, 
Wash. 


* + 7 


Without a let-up, the work of keeping track and 
reporting the serial numbers of stolen machines goes 
on at the Kansas City headquarters of this association, 
but with the extra service of “Dealers Topics,” the 
columns of which will contain a complete list of all 
machines lost, stolen or strayed, for the dealers 
guidance. 

* 7 * 

Meanwhile work goes on apace on arranging details 
for the Cleveland convention. The various committees 
and their chairmen are as follows: Executive commit- 
tee, Leo W. Adler, chairman; Fred Snyder, sub-chair- 
man; Harry Katz, finance chairman, and A. W. 
Schlecht, secretary. Exhibits, Walter Hanson; pro- 
gram, E. H. Dawson; convention hall, Tom Conn; 
president’s reception and banquet, Tom Conn; hos- 
pitality, Ed Pfahl; registration, Harry Katz; signs and 
publicity, Sid Glueck; transportation, L. A. Pierce: 
special committee, L. A. Pierce; luncheon, C. A. Bol- 
linger; speakers, I. H. Dawson; ladies, Mrs. Ruth Adler. 


* * * 


Those who pick up the first issue of “Dealers Topics” 
will do well to turn to page 10 and read thereon the 
first-class article by L. H. Wittgraf, governor of dis- 
trict No. 9, on “The First Fifteen Years Were the 
Easiest.” 
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DISTINCTIVE — MODERN 
POPULARLY PRICED 






[ | NEQUALLED in their price 
class, St. Johns modern office 





tables are distinguished for quality 
in materials and workmanship. The 
smartly styled illustrated model has 
rounded corner legs and plank-edge 
top. Available in four sizes ranging 
from 24 x 36 to 34 x 72 inches. 
Finished in walnut or mahogany. 
OFFICE Write for new catalog and price 
TABLE 
No. 20 





list today. 








ST. JOHNS TABLE CO. 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Co. 573 Broadway, New York, N. Y. 


‘STEER: &6TRONG 
5) The Red 







Window 
(}) -B)) Here got 
of Visibility) 
Y oan 

















AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


“Steel-Strong”’ Products are sold through Stationers and 
Office Supply Dealers only We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 





THE C.L.DOWNEY CO. = cincinnati.o 
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CK 
BALANCED ACTION 
CHAIR IRONS 

















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS, C-K PRODUCTS 
ARE WELL BUILT OF HIGHEST 
QUALITY AND SERVICEABLE. 


CATALOG ON REQUEST 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 











THE THIRTY NINE GROUP 





Moopernizinc CommerctaL Furniture 


TO PROVIDE— 
GREATER WORKING COMFORT 
INCREASED EFFICIENCY 
ADAPTABILITY TO PRESENT NEEDS 
EASY CLEANING 
@ LOW MAINTENANCE 
QUALITY IN DESIGN, MATERIALS AND CONSTRUCTION, 
ASSURES YEARS OF SERVICE. 


—@->—_.__ 


Shelbyville Desk Company 


SHELBYVILLE, INDIANA 
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FRANK RYAN RETURNS TO FURNITURE FIELD 

Frank Ryan, well known to dealers throughout the 
South and the Middle West, has resigned from Sanford 
Manufacturing Company, with whom he has been con- 
nected for five and a half years, to represent several 
furniture manufacturers. For twenty-three years prior 
to his connection with Sanford he sold office furniture, 
representing Milwaukee Chair Company, and for a 
number of years the Clemetsen Company. Through 











FRANK RYAN 


his long experience he has definite ideas on how to 
make the most out of a furniture department. His 
territory will extend from Georgia to Texas. He will 
counsel with the dealers who sell his merchandise and 
help them to build their furniture volume. 

Although most of his time will be spent in the South, 
Mr. Ryan’s headquarters are at the Webster Hotel, 2150 


* N. Lincoln Park West, Chicago. Mail addressed to him 


there will be forwarded promptly if received when he 


is absent. 
—_- —— 


ROCKWELL-BARNES ADOPTS NEW PACKAGING 
A distinct improvement in stationery packaging has 


been under field test by the Rockwell-Barnes Company, 


1515 West Thirty-eighth street, Chicago, for several 
months and is being given national distribution early 
in the new year under the trade name “Box-Wrapt.” 

The new packaging consists of a heavy scored box 
wrapper that fits standard packages snugly and gives 
them the appearance and general utility of a box. 
Two features which have made the new package popu- 





NEW BOX-WRAPT PACKAGING OF ROCKWELL-BARNES 


lar in test markets is the ease and speed of opening 
and the protection it affords the product in use. 

To open, the front is distorted. This breaks the 
perforated lower edge of the label end and completely 
opens but does not detach it. Instead, it remains as 
a hinged awning protecting the paper edges from dust 
and accidental soiling. 

Patents are pending on the “Box-Wrapt” package 
which is now standard on the entire Rockwell-Barnes 
dealer line of papers. 

+ © — 
AUGUST ISSUE OF “METHODES” FEATURES 
DUPLICATING MACHINES 

Through the courtesy of the publishers we have re- 
ceived a copy of the August issue of ‘“Methodes,” a 
French journal of office equipment, which is an im- 
pressive special edition exclusively featuring duplicat- 
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mamma MANY OFFICES NEED THESE USEFUL 
' Type any 
so F ING ACCESSORIE 
Ad RAAB 
al There are many dependable G/W office acces- 
sories you can sell your customers—some of 
A them are needed in every office. These useful 
business helps enable people to do more work 
with less effort and expense. 
. Stock up on fast moving Globe-Wernicke mer- 
chandise that offers a good profit and helps to 
in- d b build repeat business. Don’t lose sales by not 
g clo d having what the customer wants when he is Masonite Lepboords 
d - : : Handy for reading, writing, 
ready to buy it. drawing, sewing . . . for 
refreshments, games. . . 
1 of b Send for new combined catalog and price list 2A 0s student or in the 
e ’ sick room .. . attractive 
as. on stationers’ products. brown finish . . . two 
‘ Pie weights, *\,” and 14” thick. 
e O e = OO elele 
O se 
e e ome _— 
oid » typ Clip Boards Agate Card Index Trays Everyday Files 
Two styles ... striped wood Made of heavy binders —_ = -¥ — iy. a in- 
- ae board d with Agat exed alphabetically, days 
: e ; or Masonite board. The por He oman 3 of weak, dak af aan 
. clip has powerful spring bottom ...steel follower... etc. ... also with metal tabs 
20 Pp arta for holding papers. Made combination label holder having removable inserts. 
We a O in note, letter, cap and and pull. Available in Available in standard and 
‘ iaghill clove. 3x5",4x6",5x8",6x9” _ legal sizes. 
i and check file sizes. 
Cut to Any Steel Card Index Cabinets 
Size Desired Well made, but inexpen- 
TOI - a sive steel card index cabi- 
nets . . . furnished in one 
= and two drawer styles for 
ee i iH 3x5”",4x 6” and 5x 8” 
T a cards. Combination label 
Findex” a holder and pull .. . easily 
oh - a adjustable steel follower. 
7 D Steel Waste Baskets “Accesso” Wood Desk Trays 
Attractive steel waste baskets for Wide hand openings on all 
sata pps ee: ’ home and office . . . easy to keep four sides and bottom make it 
at1o baad and p easy to handle papers... 
. or deta of how dea clean . . . rounded corners... two every office a prospect. Trays 
2 a a sizes, both with or without legs... may be stacked or combined 
cdispilea = variety of finishes. laterally. 
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THE LEADER 


Now, in its 34th Year, Apsco remains 
unquestionably the world’s largest 


manufacturer of pencil sharpeners 





Consistently, through years of Growth... Progress .. . Change, APSCO 
has remained unquestionably the Leader. Repeatedly, in the most gruel- 
ing tests, APSCO Cutters have fulfilled these exacting requirements: knife- 
like edge, combined with great 
durability. In the vastness of their 
superiority, APSCO Cutters may 
be taken as an apt symbol of the 


Leadership, in Service ... Quality 





... Integrity, of every APSCO Pen- 


cil Sharpener. Today — as always APSCO Premier No. 2-B: Exceptional value 
— and largest selling of all automatic-feed 


— look to APSCO for leadership. pencil sharpeners; a leader in performance. 


ONLY APSCO CUTTERS APPROACH 
THE IDEAL OF A KNIFE-LIKE 
EDGE COMBINED WITH DURABILITY 














AUTOMATIC PENCIL SHARPENER DIVISION 
SPENGLER-LOOMIS MANUFACTURING COMPANY © CHICAGO, ILLINOIS 


World’s Largest Manufacturer of Pencil Sharpeners 
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ing machines and their uses. Containing 78 pages, 
the journal is of unusual interest to the user of dupli- 
cating machines in that it not only lists the many 
makes of this type of equipment available, but goes 
into considerable detail on their operation, reproduc- 
tion abilities and labor-saving qualities. “Methodes” 
is a well-known journal abroad and is widely read by 
office managers and heads of French companies. 
<a 


PIERSON ELECTED HEAD OF HIS COMPANY 


The election of J. Ogden Pierson to the presidency | 
of the Dameron-Pierson Company, to succeed the late | 
Frank Dameron was announced December 20. The | 
report of Mr. Dameron’s passing will be found else- | 
where in this issue. 

Mr. Pierson is a native of New Orleans where the | 
company has been located since its opening in 1904. | 
He was vice-president and treasurer and prior to that 


i 





J. OGDEN PIERSON 


was associated with Mr. Dameron in the Palfrey- 


Dameron Company. 
With the election of Mr. Pierson, James B. Eaton, 
formerly secretary, becomes vice-president and Charles 


N. Wursteisen, formerly auditor, becomes secretary- | 


treasurer.—CG. 
¢ —— + 


U. S. TO TEST PAPER TAG SIMPLIFICATION 
ACCEPTANCE BY DEALERS 

The United States Department of Commerce re- 
cently issued the following statement concerning the 
placing before the industry for acceptance the revision 
of simplified practice recommendation R-93-29, paper 
shipping tags. 

“The standing committee in charge of Simplified 
Practice Recommendation R93, Paper Shipping Tags, 
has approved a first revision of the recommendation, 
and the Division of Simplified Practice of the National 
Bureau of Standards has mailed copies to all inter- 
ests for the purpose of determining whether it is 
generally acceptable for promulgation. 

“This revision, which was proposed by the Tag Man- 
ufacturers Institute, covers sizes of shipping tags 
and the paper stocks used in their manufacture. Four 
tables are included, showing fiber content, weight, 
thickness, and Elmendorf tear for manila tag stocks, 
kraft and dyed stocks, coated stocks, and white lined 
stocks.” 

Following approval by all interests the revised rec- 
ommerdation will be promulgated and printed by the 
Department of Commerce. 


a 
NATIONAL MANIFOLD OFFERS LINE UNDER ITS 
OWN NAME 


The National Manifold Products Company, 711 South 
Dearborn street, Chicago, is now offering its complete 
line of ribbons, carbons, stencils and duplicating inks 
to dealers under the trade name “National.” The com- 
pany has for more than thirty years manufactured and 
sold this line under dealers’ trade names. Complete de- 
tails concerning the company’s products will be given 
dealers on request to the firm’s home offices. 


IT PAYS FGbeeetl THE SPENCERIAN LINE 


Ltpays ... to sell 


‘Properly Selected” 
Carbons and Ribbons 


You’re bound to have satis- 
fied customers — and repeat 
orders—if you make it easy 
for your customersto buy the 
right carbons and ribbons 





for their requirements. And 
that is what you can do if you sell the Spencerian 
“Secretary Quality” Line with “Proper Selection 
Chart”. Spencerian Carbons and Ribbons last 
longer, produce better work and build repeat 
business. And they protect you from unscrup- 
ulous price-cutting competition because they are 
sold only through recognized dealers. Write for 
details of our complete merchandising plan. 


SPENCERIAN PEN CO., 434 BROADWAY, DEPT. P, NEW YORK 
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DEMONSTRATE ITS STRENGTH 


Lay any Vul-Cot on its side with 
the rivets on the floor. Then let 
any 100 lb. person stand on it. 
Vul-Cot will bend . . . BUT, it 
will not dent or crack. When the 
weight is removed. Vul-Cot will 
spring back into its normal 
shape. Made of National 
H-A-R-D Vulcanized Fibre. 
Steady demand. Liberal profit. 
Available in olive-green, maroon- 
brown, oak, walnut and mahog- 
any. Sizes and shapes to meet 
every need. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Del 


VUL-COT 


-the National Wastehasket 


Guaranteed 5 years 
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VISE SIGNALS 
v 


f ae . 
Le)  Graffco a 
Gremeo junior, Prefrie 


SIGNAL SIGNAL) "aking 
investment 


The best investment of your system sales- 
men’s time is ... to serve your customers 











by making their record systems as com- 
plete and efficient as possible. Make the 
installation of your customers’ credit, sales, 
stock, and other important records 100%. 





CGraffico Vise Signals pay the user a profit from 
the start. By speeding up reference, enabling quick 
and accurate action, they increase the value of the 


record by from 50% to 200%. 


Graffco Vise Signals are a profit-making invest- 


ment——for your customers and for you. 


Write us for detailed information. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 














ONE ORDER FOR 45 SPINE-PROTEX 
RESPIRATOR CUSHIONS— 


to equip every chair in one office—is evidence of the sales 
possibilities of this new health promoting type of seat cushion. 
This order is referred to as an example of many complete 
Respirator Cushion installations in offices where the comfort 
and efficiency of employees is given proper consideration. 





Dealers everywhere report that Respirator Cushions can be 
sold where no other type of seat cushion would even be con- 
sidered, and now with the spine protection feature found 
exclusively in Spine-Protex Respirator Cushions (which is 
endorsed by medical authorities and chiropractors) they can 
truthfully be called health promoting. 

Salesmen enjoy selling Respirator Cushions as good will is 
created and one Respirator Cushion placed in an office results 
in additional orders. A Respirator Cushion is more than a 
seat cushion and can properly be called a scientific seating 
device. 

If you are not getting your share of this business you are 
losing profits and your customers are being deprived of the 
comfort and health promoting advantages secured by using a 


RESPIRATOR VENTILATED CHAIR CUSHION 
Patent No. 2,025,712 
Manufactured by L. M. Bickett Company a" OS A 
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EYLAR CELEBRATES 50 YEARS IN INDUSTRY 
(continued from page 56) 


late John T. Underwood, securing the invention of 
Franz X. Wagner launched the “Underwood”, the first 
visible writing machine and which was destined to 
revolutionize typewriter construction throughout the 
world. So responsive was the public to the “visible”’ 
idea that in 1903, Mr. L. C. Smith and his brothers 
withdrew from The Union Typewriter Company to 
manufacture a visible machine of their own, known 
as L. C. Smith & Bros. typewriter. 

The idea of keeping books by machinery had been 
receiving a good bit of attention and in 1897 a machine 
which was expected to do for the bookkeeping depart- 
ment of business what the typewriter had done for 
the correspondence department, was produced. It hap- 
pened in that year that Mr. Eylar, violating one of 
the company’s rules of sale, lost his job with the 
Smith-Premier division of the Union Typewriter Com- 
pany. And it was in that year the writer of these 
lines went to one of the upper floors of the Dunn 
building, at the corner of Broadway and Reade streets, 
New York, to call upon the Elliott & Hatch Company, 
and there made his first acquaintance in the machin- 
ery division of the office equipment industry—M. S. 
Eylar, sales manager. 

Developments of the bookkeeping machine business 
were slow. For five years the sales manager for that 
enterprise functioned as a missionary. In the period 
came another flat writing machine—the Fisher book 
typewriter. The two were merged—into the Elliott- 
Fisher Company with the factory at Harrisburg, 
Penna., which merger brought Mr. Eylar’s resignation. 
But as on the day he first set out for Kansas City, he 
had an idea in mind. The “Underwood” was looming 
large in typewriterdom. He would cast his fortune 
with that. But top jobs were filled. Then he would 
begin as salesman. Within sixty days, he was manager 
of the New York office and within six months, general 
manager, which he held from 1903 to 1908. During 
that period he had his first experience in the foreign 
field, organizing the distribution of the Underwood in 
Europe. 


Takes London Post 


In 1908, Mr. Eylar’s old friend, Mr. L. C. Smith, pro- 
posed that he take charge of L. C. Smith & Bros. Type- 
writer Company business in all territory outside the 
United States, with headquarters in London. An offer 
he could not afford to refuse. With much regret, he 
resigned his position with the Underwood Company 
and proceeded to London where he remained for three 
years, returning to the United States, to take charge 
of the domestic organization with the foreign. A posi- 
tion he held until 1920. 

Meantime, Mr. Eylar observed with interest the im- 
provements in mechanisms for machine bookkeeping, 
his missionary work with which had made him con- 
fident of general application. His interest was in hav- 
ing his early opinion confirmed, rather than in becom- 
ing identified with the business. Six years later, 
however, making acquaintance with Philip D. Wagoner, 
who had recently taken the presidency of the Elliott- 
Fisher Company, he was tendered the position of vice- 
president in charge of sales. With feeling of certainty 
that the bookkeeping machine was destined to repeat 
the success of the typewriter, he accepted. “But,” as 
he has said, “without realizing I had so much to learn 
and so much of old technique to forget”. 

The development of the Elliott-Fisher business was 
rapid and profitable under the management of Pres- 
ident Wagoner, who, with the idea of producing a 
broader line of office machinery, acquired the Sund- 
strand Adding Machine Company. The success of Mr. 
Wagoner’s idea developed into a merger of the Under- 
wood typewriter with the other two lines, together 
with the manufacture and sale of ribbons, carbon 
papers and supplies for all the machines. This com- 
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TAB GUIDES AND FOLDERS 


This splendid new line of Oxford guides and 
folders will provide extra sales opportunities 
for Oxford dealers everywhere. The guides 
are made of black genuine pressboard, con- 
trasting brilliantly with tabs in green, yellow, 
blue, orange, or clear celluloid. The folders, 
with the same color tabs available, are made 
of Durox tag, a new and sturdy 18 point stock 


in a pleasing tan color. 


The angular tabs present the headings at just 
the right slant for easy reading in the file 

and note the round corners, the folders scored 
four times for one inch expansion, with full 
height front flap which gives complete cover- 
folder 


age to contents even at maximum 


expansion. 
Send today for samp'es and prices of these 


attractive items. 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 


125 So. 8th St., St. Louis, Mo. 
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DYNAMIC... CONTEST 


TO JUMP SALES IN EACH DEALER’S STORE 


re 


WRITE A SLOGAN ABOUT 
THE 7/7. PENCIL 
' 
ot|6 EXTRA PRIZES ! rye y 


_|GRAND PRIZE. 0 FORD SEDAN 
17 PRIZES 7 10 PRIZES..100 6 PIECE SHEAFFER GY 
szrouenre evgurma gers 
Get gay WEXT 6 PRIZES...\ 37.50 17 JEWEL MENS Your logan 
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SHEAFFER'S 9(///c SLOGAN CONTEST 
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_ SHEAFFER TO GIVE FORD SEDAN AND 
16 OTHER PRIZES FOR ~~» SLOGANS 


FINELINE is a revolutionary pencil and lead that is selling fast. Sheaffer 
has named it and now Sheaffer wants an advertising slogan—and wants 
to build store trafic for you. 
For writing just a few words one of your customers may win a Ford 
Sedan or one of the 16 other major prizes: 
Ten $100.00 six-piece LIFETIME’ AUTOGRAPH writing sets trimmed 


in 14k genuine gold with winners’ signatures engraved in facsimile on 
wide 14k bands—an heirloom possession, yet practical for daily use. 


Six 17-jewel $37.50 gold-filled wrist watches, men’s or ladies’ styles, 
a prize anyone will be proud to win. 


And your store is included in this contest. You select contest judges 
and they pick your best entry and you award a FINELINE pencil as an 
immediate prize. Sheaffer furnishes the FINELINE pencil prizes. (Free 
on all except the smallest assortments.) Your store winner then competes 
in the national contest, judged by a clergyman, banker and advertising 
expert. All contest helps are free to you. 
Write for full information. This is definitely a sales increasing plan. 
It will sell Fineline pencils for you but, better still, you will bring in many 
customers who will buy your higher-unit Sheaffer merchandise. National 
prizes will be awarded as soon as possible after August 31, 1939, but 
the contest can go on continuously in your store. 


W.A. SHEAFFER PEN CO. 


FORT MADISON, IOWA 
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bination was completed in 1927 and Mr. Eylar had the | 
honor of being selected as vice-president in charge of | 


domestic and foreign sales. 

With the end of the day, December 31, 1938, Mr. 
Eylar rounded out his fiftieth year in the field of the 
typewriter and bookkeeping machine. 


tion of experiences from that first venture with the 
heavy Caligraph in hand to his trip around the world 
last year, cailing upon Underwood Elliott Fisher agents 
in the countries visited: Pleasant thoughts, too, of 
accumulated good will and valued friendships. 

Among material possessions acquired is the Kansas 
farm where “that something” of which he was un- 
aware attached itself to him as unnoticed as the 
“Spanish needles” attached themselves to his wool 
stockings on the way down the corn rows. But the 
farm acreage has been increased from 160 to 1,390. 
New houses built with offices for superintendent and 
assistants. And five sets of modern buildings erected 
to care for the great herd of Aberdeen-Angus cattle 
and other stock. “But that’s another story,” as Kipling 
used to put it. 

Out of the Caligraph case with which the young 
man from the farm made entry into the business world 
came by magic all things needed and many other 
things desired; came sleek cattle and lowlands and 
uplands upon which they graze; came by the magic 
of initiative, enterprise, industry and—favorable cir- 
cumstance. 

Fortunate the man who has found the work he likes 
to do. “Congenial labor is the secret of happiness.” 

OFFICE APPLIANCES joins Mr. Eylar’s many friends at 


home and abroad in compliment upon his achieve- | 


ments and in the wish that his years to come be as 
fruitful as those gone by. 

<>< 
STATIONERS EXHIBIT FOR PURCHASING AGENTS 

Outstanding among annual events in stationery 
circles of Seattle was the recent Advertising Night and 
Exhibition at the Hotel Olympic, under auspices of the 
Purchasing Agents of the State of Washington. Dom- 
inating displays in the big Seattle hostelry showed to 
excellent advantage numerous stationery lines inas- 
much as booths and personnel representing a number 
of the leaders in Seattle’s office appliance and sta- 
tionery realm were prominent in the exhibition that 
drew unprecedented attention. 

Paraded before the purchasing agents who make up 
the list of who’s who in buying for the big industrial 
plants and large business houses of the state and who 
control the purse-strings of many businesses, was 
bright array of new stationery merchandise, and lead- 
ing lines offered through numerous outlets of the city 
of Seattle——an education in office equipment compar- 
able to that of a big fair devoted to business products, 
and many lines of Washington manufacturers swelling 
interest in the mammoth display. 

The Monroe Calculating Machine Company was rep- 
resented by a splendid exhibit with H. E. Dunlap, Bert 
Allen and W. Perry in charge; while the Lowman & 


Hanford Company participation was in the capable | 
hands of T. M. Pelly personally, assisted by Andy | 


Boggess and F.C. Williams. Charles E. Frost and Lloyd 
White were on duty for the Biggs Company of Seattle, 
while Bruce Covault, Don Brastow, R. T. Kelly, and 
Erna Norbom took charge of the interesting setup of 
the Royal Typewriter Company. Representing the 
Northwest Envelope Manufacturing Company of Seat- 
tle was its head, C. W. Milne, with F. R. English, V. W. 
Haskell and R. V. Mowen; the H. & M. Ribbon & Car- 
bon Company, with R. J. Brown, Rod Newton, Jack 
Thomas, and V. Phil Vallguist, and the Hansen Desk 


Looking back 
ever the long trail must afford him pleasant recollec- | 
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The Profit Line for 1939 


Start the New Year right by selling the Varat 
Quality, Low Price line of leather goods—in- 
vestigate the possibilities of this complete line 
now. You will find Varat has a case for every 
customer at a price that means a good profit 
for you. 

Be prepared for increased profits and satisfied 
customers in 1939 by featuring Varat leather cases 
in a wide variety of styles. 

Ou 








wa 





Le 
Place a Sample Order NOW! 
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Chicago, Ill. 




















THERE’S MONEY IN 
SHIPMAN-WARD REBUILTS 


You can build an enduring specialty business on 
Shipman-Ward rebuilt typewriters. This company 
has earned a nation-wide reputation as an expert 
rebuilder of office machines. 


TYPEWRITERS 


We rebuild for the trade Underwood Typewriters 
from the frame up, also Royal, Remington, L. C. 
Smith, Woodstock and Noiseless. A plant with 
up-to-the-minute equipment and an experienced 
staff enable us to present top quality at all times. 


ADDING MACHINE REBUILDING 


As with typewriters, we rebuild the following makes 
of adding machines: Burroughs, Barrett, R. C. Allen, 
Allen-Wales, Victor, Remington and Dalton. 


For those who do their own rebuilding, we keep an 
extensive line of rough Underwoods in stock, also 
parts, tools, supplies and the finest quality of platens 
on the market. 





You will find it prompt, 


Investigate our service. 
Prices are fair. Full par- 


cordial and intelligent. 
ticulars upon request. 





SHIPMAN-WARD MFG. CO. 


325 N. WELLS ST. CHICAGO, ILL. 


Manufacturing Company with Arthur M. Hansen and 
A. E. Weston. 

And as to gifts and prizes: Pencils of the General 
Pencil Company were won by John H. Marvin of the 
company of that name, and Oscar Strum of Cragin 
& Company; stationery was given by the Northwest 


Montreal 
20 St. James St. West 


Minneapolis 
116 S. Fourth St. 


Los Angeles 
1019 S. Main St. 
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The “OFFICIAL” 


PATENTED 


>, POCKET SEAL 


FOR 


NOTARIES 
CORPORATIONS 
ARCHITECTS 
ENGINEERS 
SURVEYORS 


AND ALL 













Each SEAL IS 


A STRONG FuRMisHeD 
STU RDY Giicaanaree 





Pocket Case 


POCKET 
SEAL 
EASY TO 
OPERATE 


3 SIZES— 


~15% INCH- -1°4INCH-2 INCH 


LIGHT IN WEIGHT BUT POWERFUL ENOUGH TO 
EMBOSS HEAVY BOND OR LEDGER PAPER 
FULL PARTICULARS AND PRICES WILL BE SENT UPON REQUEST 


MEYER & WENTHE 


SEALS AND MARKING DEVICES FOR THE TRADE 
30 SO. JEFFERSON STREET, CHICAGO, ILL. 














Have you seen the be 3 Ww 


BOSTON SILVER COMET? 





4 __ IT'S PORTABLE! 


Your customers have often asked you for a pencil sharp- 


ener which does not have to be fastened to the desk or 
wall. You now have the answer for them with this new 
design, handsome BOSTON Silver Comet Pencil Sharp- 
ener It can be placed anywhere, always on hand with 
its self feed service. Equipped with BOSTON SPEED 
CUTTERS, with POINT ADJUSTER, giving fine, stan- 
dard or semi-blunt points as desired. Beautiful nickel fin- 


ish on base with black, gives an attractive appearance 
unmatched by any other type of pencil sharpener. Pack- 
aged in modern silver foil box. Write today for prices 
and circular. 


pO WO} \| 
PENCIL SHARPENERS 


C. HOWARD HUNT PEN COMPANY 
Main Office and Factory CAMDEN, N. J. 
HUNT PENS, SPEEDBALL PRODUCTS, BOSTON PENCIL SHARPENERS 
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| Envelope organization, and a desk tray by Lowman & 


Hanford, and chair,.cushion and chair and casters 
awarded by the Hansen Desk Company. 

Increased popularity of this annual event was re- 
flected in the enthusiastic reception of the products 
and displays and the welcome awards and prizes that 
added zest to the entertainment featured with educa- 
tional displays in numerous stationery lines brought 
to a focus in the exposition of Washington goods where 
it is likely to do the most good.—CML 

EA 
NEW ENGLAND TRAVELERS NOTES 

Those who attended the regular meeting as the 
year 1938 drew to a close had the opportunity to 
welcome eight new members to the club. The new- 
comers, all of whom are well-known in the stationery 
and office equipment field, are J. E. Bermingham, 
Frank S. Carroll, J. J. Mortimer, Ben S. Grayson, 
George H. Gilpatric, J. J. Berry, Harrie E. Copeland 
and A. P. Simpson. 


* * * 


As this issue of OFFICE APPLIANCES goes to press the 


club is holding its annual meeting and election of 
| officers. Details of the gathering as well as the list of 


new officers will appear in this column next month. 


* . * 

Harry Chandler, of Adams, Cushing and Foster, has 
been elected secretary-treasurer of the Boston Sta- 
tioners Association to serve for the balance of the 
association year. He replaced Gordon J. Stewart who 
recently resigned. 

* * . 

A recent remodeling of the basement of its store 
has resulted in giving Philip Morris & Company, 
Nashua, N. H., forty percent more display space for 
its large stock. 


* * * 


Al Coelln has joined the New England sales organ- 
ization of the Wilson-Jones Company and will work 
in conjunction with Jack Dacey in and around the 
Boston area. 

. ra 

By taking over a store next door to its location in 
Worcester, Mass., the Palley Office Supply Company 
has recently added fifty percent more floor space for 


| the benefit of customers, salesmen and display. 


* * * 


Directly from the owner of the Adams Book Store, 
Fall River, Mass., comes a denial that the company is 
liquidating its business. Officials of the firm plan to 


' continue in business at the present location indefi- 


nitely. 


* . * 


The above news items were gleaned from the N. E. T. 


| Club News, official organ of the New England Travelers 


Club. 


—><- 
ART STEEL PREPARES DEALER AIDS 

The Art Steel Company, Inc., New York, N. Y., has 
started the new year for its dealers by preparing for 
them an entire series of line cuts illustrative of repre- 
sentative numbers of the Asco line. The cuts have 
been made small enough to be suitable for single 
columns or small spaces in newspaper advertising. 
The advertising department of the company is also 
preparing a series of mats and early in January will 
be in a position to supply dealers suggested layouts for 


newspaper advertisements. 


i 


McMEANS JOINS GODWIN CO. 

After an absence of eight years during four of which 
he was connected with the Schwabacher-Frey Com- 
pany on the Pacific Coast, R. L. McMeans, former 
president of the Office Outfitters, Birmingham, Ala., 
last month returned to the southern city where he 
has joined the staff of the Godwin Company, also of 
Birmingham. For the past four years Mr. McMeans 
was head of the furniture department of T. H. Payne 
& Company, Chattanooga, Tenn.—_GHW 
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A STATIONERY PACKAGE 


with SALES APPEAL 


@ There are dozens of brands of commercial 
stationery that serve your customers’ purposes, 
but how many brands build steady repeat busi- 
ness and create really rabid customer partisan- 
ship for a particular product? 


Box-Wrapt does just that! 


New to the general market, it has been tested 
for “Sales Appeal” in a dozen local markets and 
IT SELLS... again and again... to the most 
particular people. 


Box-Wrapt is the outstanding advance in paper 
packaging. It’s the packaged paper that looks 
like a box and is like a box. It’s easy to sell, 
easy to use, and it protects the contents of the 
opened package (aside from giving complete 
accessability) as neither boxed or wrapped 
packages can. 


Ask about Box-Wrapt. Sell Box-Wrapt. You 
can tie your customers to you with a product 
that has real “Sales Appeal.” 
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EASY TO OPEN 





By distorting the label end, the per- 
forated edge is broken and the whole 
end is completely opened. 


PROTECTS CONTENTS 


The package 
end becomes a 
hinged awning 
which protects 
contents from 
iS dust and acci- 
dental soiling. 


STACKS LIKE ANY BOX 


Box-Wrapt pack- 
ages are perfectly 
square and firm. 
There are no 
bulges from tucked 
edges or taped 
fastenings. 





“BOX-WRAPT” PRODUCTS 


Typing Papers Second Sheets 
Manifold Papers 
Mimeograph Papers 
Manila File Folders 


BUY BO X-WRAPT Commercial Stationery 





ROCKWELL-BARNES COMPANY 


1515 WEST 38th STREET - - CHICAGO 
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SECTIONAL BOOKCASES 


EQUIPMENT 





SAFES SHELVING 


alas 


DESKS 





STORAGE CABINETS 
WARDROBES 








FILING CABINETS 
4 Grades 


LOCKERS | | 


WASTE BASKETS 














OFFICE APPLIANCES 


ll BeA Profit Year 
STEELCASE Dealer.’ 


For years, Steelcase has maintained its nation- 
wide leadership by providing office equipment 
which has successfully served progressive busi- 
ness. The preference rating of Steelcase is at an 
all time high. This means easier selling, better 
satisfied customers and greater net profits. Steel- 
case Dealers are looking forward to 1939. 


Q QUALITY LING 
A SELLING LING 
A COMPLETE LINE 


Every member of the great Steelcase Line pre- 
dominantly fulfills the most rigid requirements of 
efficiency, durability and beauty. Steelcase sets the 
pace in popularity, in prestige and in value. Let us 
send you the detailed facts about the profit possi- 
bilities of this complete line. Write us today! 


METAL OFFICE FURNITURE CO. 
Grand Rapids Michigan 


STEELCASE 


Business Equipimertit, 


in 1939 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 








Bill Smith, the Aceman, and Bill Bloom, the Omaha 
Cowboy, both sent out Christmas Cards of unusual 
designs and sentiments, appropriate for the occasion, 
and for the recipients. Many thanks Bills. 

x + 7 

New Years Resolutions, Stanley Yawmonite Griebel: 
another one-half million order for 1939. 

Ace Bill Smith: an Ace in every office. Beau Brum- 
mel Cooper: more suits and more B. & P. visible 
installations. 

Roy “Micro” Clarke: not to draw a blank during 
the duck hunting season. The new scattergun should 
help. 

Ed “Gov” Hansen: more chairmanships and com- 
mittees for the coming year. 

Willis “Governor” Mohn: a bigger and better Re- 
gional meeting in May. 

Art “Colonel” Grayston: the most successful Twin 
City Stationers Party and Frolic in February. 

Sterley Jerue: a Friendship Room “par excellence” 
at the Stationers Party, as well as the usual close 
cooperation between the Stationers of the Twin Cities. 


Sherm Read: another nice vacation trip in the | 


“block long’ Studebaker. 


Cliff Talty: bigger royalties on his two books, “The | 


way of the Wily Fish”, and “Simple Bridge for Simple 
People”. 


Karl Kiesel: the hope that the Badgers take the | 


Gophers this coming season. 

Karl Castle: more Celluseal, and successful seasons 
for his favorite teams Northwestern and Notre Dame. 

Claude Fleet: a continuation of Chrysler and Gopher 
supremacy, and more and better No-Blots on all 
dealers shelves. 

Members of the Northwest Travelers Club extend 
their heartfelt sympathy to the family of Walter P. 
Nelson who died early in December. Mr. Nelson was 
for many years manager of the Minneapolis branch 
of the General Fireproofing Company. For the past 
two years he has been the president and general man- 
ager of the Walter P. Nelson and Associates Company, 


dealers in steel filing equipment and office furniture. | 


* * * 


Stan Griebel is back on the job after a seige of the 

“a”. 
~ * * 

Members of the Northwest Travelers Club and the 
stationers of the northwest express their wishes for 
a rapid recovery of their good old “Roastmaster” 
Elmer Dolldorf, who has been confined for many 
weeks. The gang hopes that Elmer will be sufficiently 
recovered, so he may perform at the annual party 
in February. 

Fred Schaefer, the ink man, Ed Hansen, Roy Clarke 
and Karl Castle make up a foursome at Stationers 
Club No. 2 on Fourth street whenever Karl hits 
Minneapolis. 


* a ” 


Herb Fall says he and Archie were almost too busy | 
during the Xmas Holidays. Art Grayston likewise | 


reports an unusually active holiday business, as does 
O. J. Bertelson and Arthur Walker. Sherm Read also 
reports business very brisk at the St. Paul Book and 
Stationery Company. 

Wonder how Mr. and Mrs. Owen Williams (Ever- 
Sharp) like our Minnesota winters, snow and zero 
weather after their Florida sojourn. 

. * - 

Ski “yumpers” like John Dougherty, Larry Collins, 
Jimmy “Parker” O’Brien, Cliff Talty, Lou “M.D.” 
Burlingham, Sterley Jerue, Bob Valleau, Jimmy 








THIS YEAR..FOR ALL 


- direct from The Clarotype Co., Inc., 16-A Hudson St., 


THE BEST KNOWN— KNOWN AS THE BEST 


STENOGRAPHERS 


All stenographers need a type cleaner. Decide to increase 
your sales this year with Clarotype. It is easy to use. It 
cleans quickly. It gives value from top to bottom of the 
bottle. The handy dauber ends spattering. Let Clarotype 
help you make more initial sales . . . and more repeat 
sales in 1939. Over 4500 dealers are selling Clarotype. 
More stenographers use Clarotype than any other type 
cleaner on the market. Write us for free, attractive adver- 
tising aids. Order Clarotype today from your na . 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 














“3-in-1” Costumer 
for every wraps emergency 




















The versatile “3-in-1” 
Rack consists of two 
upright costumers plus 
an interlocking Hat Shelf 
Bridge which accom- 
modates 44 coats and 
hats. Knocked down, it 
forms two individual 
costumers and the bridge 
stores in any closet. 
Ideal for offices, schools, 
institutions, banks, fu- 
neral homes, restaurants 
etc., etc. Choice of 
16 modern colors. 






Square. tubular 
steel uprights, 12” 
hat shelf, and non- 
tippable base. 


PETERSON 3U 


is the answer to all wraps 
problems! 










Individually separated ac- 
commodations for 3  per- 
sons per running foot, and 
adequate facilities for hats, 
lunches, umbrellas, rub- 
bers, etc., made the 3U 
Rack the fastest selling 
office rack on the market 
today—misses no _ sales. 
Used extensively in leading 
offices everywhere. 


Write for Cireular 
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VOGEL-PETERSON CO., INC. 
“The Check Room People” 
N. Woleott Ave., Chieago, U. S. A 














7 
NOW !S THE TIME 
4 Yo R_ two best 
Cash in on 


months are ahead. 

them to the fullest with 
FLLTON Daters, Stamp Pads, 
Numberers, Office Printing Out- 
fits and the complete Fulton line. 
Fulton quality is your best bet 
for profit now and repeat busi- 
ness all through the year. The 
Fulton catalog will prove it 
send for it now. 


FULTON 


SPECIALTY Co. 






Elizabeth, New Jersey 


Sales Office: 200 Fifth Ave., 
N. Y. City D4 
FOR DATER 


BUSINESS 
4 















» Dt stapces - pins - tacks 
~ USES 7Aree 
SIZES STAPLES - 
. FOR LICHT, 
MEDIUM ard 
HEAVY WORK 
Aifse time 
GUARANTEE 
neran $6 °° win 
000 ASSORTED STAPLES 







as at 


CTAPLES 
Pins 
TACKS 
WORLD'S BEST 
Low Price STAPLER 
acran $9) 5° worn Jor prorir insuRANce 
100 STAPLES ON REPEAT ORDERS FOR 4 
PATENTED STAPLES, 9th 
MARKWELL. 


Write NOW for particulars, 


* 
_a oe we ia - Si oe ae Cited Blea >. - ie 


MFG.CO.9ne. 2Q00 HUDSON ST. NEW YORK,NY. 





am 





OFFICE APPLIANCES 


“Schaeffer” Stauffer and other Norsemen thrive on 
our snappy winter weather. 
* ~*~ ~ 

“Alley Oop” Bob Valleau who hopped around on a 

very bad foot, is feeling in tip-top shape once again. 
* a x 

Jack Laws, the Wallacer in this territory likes our 
Minnesota weather, and has become a skating and bob 
Sledding addict, even an ex-Kentuckian can be re- 
formed or recast, as it were. 

» * * 

Minneapolitans are justly proud of their title as the 
“best decorated” Christmas City in the United States, 
and Nicollet avenue at night, is a sight worth travel- 
ing miles to see, with the snow covered streets glisten- 
ing in the glow of the festooned and lighted standards. 

* * * 

Don’t forget the Annual Stationers party and frolic 
to be held at the Hotel Lowry on Saturday February 
4, 1939. Colonels Grayston, Hansen and Jerue will 
accept your reservations now. Happy New Year to all. 

a < - 





HELPING TO PREVENT FIRES.—Working in cooperation with 
the local fire department, the Transylvania Printing Company, 
Inc., Lexington, Ky., recently maintained this window in its 
store at 108 North Upper street. The fire-fighting apparatus was 
furnished by the fire department while the safe file and two 
treasure chests were taken from the company’s stock. 


*—- 


WATSON ADDRESSES STAFF OF IBM TORONTO 
BRANCH 

Tribute to the relations of America and Canada was 
the keynote of an address delivered by Thomas J. 
Watson, president of the International Business Ma- 
chines Corporation, at the recent opening of the com- 
pany’s new executive and sales offices at Toronto, 
Canada. 

Amid impressive surroundings Mr. Watson told his 
listeners that the recently-concluded reciprocal trade 
agreements between America and Canada, as well as 
between America and Great Britain were events of 
outstanding significance because they “represent a 
sharp reversal of policies which have hampered trade.” 
Stressing the friendly relations between the two na- 
tions, Mr. Watson said: 

“Canada, next to Great Britain, is the United States’ 
best customer, and next to Great Britain, the United 
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The Complete Wolber Line 


WOLBER MASTER AUTOMATIC Auto- 
matic fluid and paper feed. Up to legal size 
815" x 14". Double paper guides, exclusive copy 
clamp and roller release. Complete with 
Wolber Master Kit $79.50 


a 


os 


WOLBER DELUXE MASTER Automatic 
fluid, hand paper feed. Up to legal size 8'," 
a. Double paper guides Exclusive copy 
clamp and roller release Complete with 
Wolber Master Kit $69.50 


WOLBER LEGAL MASTER. Up to legal size 
sheet 8',” x 14". Double paper guides. Exclu- 
sive half turn roller release for instant cleaning 
Complete with Wolber Master Kit $44.50 


_ 


* WOLBER LETTER MASTER Up to letter 
size sheet, 8';” x 11’ Double paper guides. 
Exclusive half turn roller release for instant 
cleaning 

Complete with Wolber Master Kit $28.50 
WOLBER JUNIOR MODEI Takes sheet 6!,” 
x 9'.”". Single paper guide. Ideal machine for 
restaurant and tea room menus, sales bulle- 


7 


tins, etc 


Coniplete with Wolber Master Kit $18.50 


PLUS DIVIDENDS FOR you! 


Wolber’s complete line of Liquid Duplicator Supplies will give 
you repeat sa and repeat profits that mount up monthly. 
Wolber Supplies were developed and matched for outstanding 
performance on Wolber and other liquid duplicators. 




















A Machine For Every Need 


Your customers who have long needed but could 
not afford a rapid, simple and efficient liquid 
duplicator can now have the machine they want. 
Offices, factories, stores, restaurants, schools, 
churches, clubs, hospitals and institutions are 
definite prospects for these popularly priced 
machines. 


Simple—Rapid— Efficient 


Wolber Liquid Duplicators turn out bright, clear 
copies without the use of gelatin, stencils, ink, 
type or ribbons. Using an instant drying colorless 
fluid, they reproduce anything that can be written, 
drawn or typewritten in from | to 5 colors from a 
single carbon copy. 


Vo wonder these machines Sell Fast and Stay Sold! 


FREE! Write or Wire today for free copy of new 19-page 
brochure. Shows complete Wolber line of Duplicating machines, 
Accessories, Supplies Also complete information on Wolber 


OLBER 


WOLBER MANUFACTURING CO. 
1203 Cortland St., Chicago, U. S. A. 
Cable Address: ‘‘Wolbers Chicago’’ 


dealer plan. 
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MEET MAIL ORDER COMPETITION 


with this new and 
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improved 


27 drawer all steel utility cabinet 


No. 2716—LEGAL SIZE 
Wide Long High 
t + Size 30” 18” 37%” 
side Drawer 9” 16” 31%” 
Shipping Weight: 125 Ibs 
19.95 


PRICE: Green. . . . 
ICE Grained Walnut 25.95 


PRONTO FILE CORP. 


No. 2712—LETTeR SIZE 
Wide Long High 
“own 
bs 
17.55 


PRICE: Green. . . . 
Grained Walnut 23.55 


na W 


349 BROADWAY 
NEW YORK, N. Y. 
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States is Canada’s best customer. The feeling of de- 
pendence of each country upon the other for im- | / N T R O D U c | N G 
provement of standards of living and general welfare 


has steadily grown.” 
Other speakers at the opening were the Hon. Ralph 
NATIONAL 
DEALERS LINE 


Day, mayor of Toronto, and Charles S. Band, chair- | 

man for the Ontario region of the Canadian Chamber 
RIBBONS : STENCILS 
DUPLICATING INKS 


of Commerce. 
CARBON PAPERS 







' aiid 
BEDAU HOLDS IMPRESSIVE MARCHANT RECORD 

One of the most progressive branch offices of the 
Marchant Calculating Machine Company is that main- 
tained at 625 Market street, San Francisco, of which 
Hugo A. Bedau is the manager. 

Mr. Bedau has held the Marchant franchise for San 
Francisco and San Mateo county since March, 1934, | 
and in this highly concentrated area operates one of | 
the larg2st sales and service forces in the office equip- | 
ment industry. The agency is composed of nineteen | For Over 30 Years National Precision Products 


oe ae have been packaged under Distributors labels. 





Now we offer our own 
line. Write for Special 


| 
| Prices and possible 





territory assignment. 


jill NATIONAL MANIFOLD PRODUCTS CO. 


711 South Dearborn Street Chicago, Illinois 








H. A. BEDAU 











persons, nine of whom are salesmen and six high | —Bp>=>== 
skilled mechanics. The type and character of the sales 
job being accomplished by this group is aptly demon- 
strated by the fact that the sales record of the past 
four and one-half years since Mr. Bedau took over 
shows a sp.endid advance in volume of business. 

Mr. Bedau arranged and maintained a splendid dis- 
play booth of his products in the recently concluded 
Fourth Business Show of Progress which is described 
and pictured elsewhere in this issue. 
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© 
OHIO NEWS NOTES 
The Orville A. Brown Fountain Pen Shoppe, in the 
Spitzer Arcade, Toledo, has been remodeled with 
stream-line effects. The back wall cases have a futur- 
istic design effect, while the interior of the shop has 
been redone in Australian woods. 


* * * 
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Directors of the American Crayon Company, San- 
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dusky, have elected A. M. Spore as president, replacing | ; 
the late George Parmenter. John Whitworth was ! TEMPO STENCIL ART SERVICE 
elected secretary-treasurer to succeed Mr. Spore. R. G. | ] If you believe in the old Chinese maxim—“One picture 
sie . , | & i rth . 2 at words” ten You 
Echols has been named assistant secretary-treasurer, | 4 Deltcee ia ake cenvios Guan Seumuiats Photographie Art 
j : I t : render you. To enhance your duplicating 
and E. F. Van Buren, auditor. j aah, won have anita to ulead your design—clip it from 
be ° . z the page and transfer it to your regular stencil with 
] surprising ease. Now, that art work — —— a 
j ide j z nad ly avery deale mdi every stenc 
Avery Adams, former vice-president in charge of ' singel ~ le tae ennai on service. Proof 
sales for General Fireproofing Company, Youngstown, ’ sheets of seasonal ‘and practical ideas are available. 
has been appointed vice-president and assistant gen- ' . 
eral manager of sales for the Inland Steel Company | | MILO HARDING CO., LTD. 
at Chicago. He joined General Fireproofing in July, j Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 
1928, leaving there to join Carnegie-Illinois Steel Cor- Pittsburgh and Los Angeles 
poration of Pittsburgh in June, 1936. ' MAIL TODAY 
ee oe $9 Mito HARDING CO., Ltd. ¥ 1-39 
: : 48617 C alth Annex, Pittsburgh, Penna 
Richard H. Grant, vice-president of General Motors | | a ats “1 7 
Corporation, has purchased controlling interest in the j Send details on Insert Service Also, Dealer Plan 
Reynolds & Reynolds Co., Dayton printers, lithograph- Send Samples Tempo Stencils for Duplicator. 
ers, and manufacturing stationers, and space facilities (Please pin to your letterhead) 
will be doubled with his purchase of the adjoining renner marten er comnrarnenten -_ 
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In two sizes: 
16 x 12'!/, x 5 and 
18x13x6 






AMBASS- 
-ADOR BRIEF BAG 


A 3-pocket all-purpose bag, for business and professional men, 
salesmen and students. For bulky papers, books, samples, and 
small dress-articles for short trips. A de luxe bag with rein- 
forced opening, bottom and corners; two full-length strap rein- 
forcements on side, talon zipper, lock and two strong handles. 


co) PPE Le 


(. 
GO 


tine -_LEATHER GOODS 


412 Orleans St. Opposite Merchandise Mart 
Y 
Correct 


GAYLO<¢ 
osture 


METAL FOLDING CHAIRS 


Ideal for offices, sales» REMARKABLE 
rooms, schools, church- EFFICIENCY 
AND DUR- 
ABILITY 


oa AT LOW 
joints, made of heavy COST 


COLD ROLLED steel. 
Comfortable and rigid 










































es, clubs, lodges, beauty 


shops, etc. Riveted at all 


in construction. Opens 
and closes quietly. Folds 
flat and stacks easily. 
Upholstered wood or all 


metal seat. 


Made by seating special- 
ists with many years of 
successful manufactur- 
ing experience. 


WRITE FOR DESCRIP- 
TIVE LITERATURE AND 
PRICE LIST 





COLORS: 
Mahogany, Black, Walnut, 
Olive Green, Ivory. 


Cable Address ""GAYLOCO" 


Yaylo Manufactwing (o., Inc. 


820 NORTH MICHIGAN AVENUE « CHICAGO 
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power plant of the Peoples Railway Company, it was 
announced. Grant’s purchases were in behalf of a 
family trust. L. H. Forster will continue as president; 
Mrs. E. S. Reynolds, widow of one of the firm’s found- 
ers, will be a member of the board, as will her son, 
Stoddard Reynolds; and R. H. Grant, Jr. Mr. Grant 
will become chairman of the board. Company was 
founded in 1866 by Ira and L. D. Reynolds, and has 
branches in Los Angeles, Baltimore, Dallas, Boston, 
Detroit and Tampa. 
- * - 

The General Fireproofing Company, Youngstown, 
has been awarded the contract for supplying steel fil- 
ing cabinet and desk needs of the federal government. 
Business during 1939 will amount to between $500,000 
and $1,000,000. Company will increase its operations 
after January 1. The company already has a contract 
to supply aluminum chairs for the government. 

* ~ * 


Hal Schultz has been elected president of The Gen- 


eral Fireproofing Company, Foremen’s Club. Howard 
| Burt was named vice-president; George Millman, 


secretary-treasurer; and George Farrell, chairman of 
the program committee. 


* * * 


Jack J. Bricker, sales representative in the Cleveland 
office of the International Business Machines Corpora- 
tion, has been admitted to the company’s Hundred 
Percent Club of sales leaders, the second year he has 


attained such distinction. 
+ - * 


The Interstate Ribbon & Carbon Corporation, Cleve- 
land, has been incorporated with 250 shares of no par 
stock, principals named being Faith Ingersoll, Harry 


Roemisch and Florence R. Silmer. 
- 7 a 


The Hinde & Dauch Paper Company, Sandusky, 
plans to erect a factory at Detroit to employ 200 per- 
sons, the company’s fifteenth for the manufacture of 
corrugated paper shipping boxes. Plant will be ready 
for operation by April 1, 1939, it was said——AK 


> 


COLUMBIA ISSUES DUPLICATOR SUPPLIES 
PRICE LIST 


Prompted by an enthusiastic reception on the part 
of dealers everywhere of a new duplicator recently 
placed on the market by the Columbia Ribbon & Car- 
bon Manufacturing Company, Inc., Glen Cove, L. I., the 
company has just issued a price list covering its com- 
plete line of duplicator supplies. 

The list is in the form of a folder and contains the 
entire line of supplies manufactured by Columbia. It 
will serve as an excellent reference for users and a 
sales aid to dealers. The line of duplicator supplies, 
according to Columbia officials, will be presented to 
dealers together with educational bulletins and other 
sales aids. 





MISSING MACHINES. 





The following companies ask dealers everywhere to 
be on the lookout for office machines (described and 
numbered beside the firm’s name) which are reported 


| lost, stolen or strayed. Information concerning the 


whereabouts of these machines should be forwarded 
to the company concerned at the earliest opportunity. 





New York Office Machine Dealers Association, 111 
Nassau street, N. Y. C—Underwood portable, student 
model, No. 1094531. Corona adding machine No. 
KA78485. 

* * - 

Seattle branch, Underwood Elliott Fisher Company. 

—Underwood Noiseless portable, No. 882473. 
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Automatic Again 
Leads*t 


—leads the way to increased 
sales with a— 


New Postinc , ee 


—of EXTRA DEPTH and a— 


New Steet Desk 


—and each with incomparable features! 









> 


J The new AUTOMATIC DOUBLE DEPTH MACHINE 
POSTING TRAY incorporates the same ORIGINAL and 
EXCLUSIVE EXPANSION and COMPRESSION FEA- 
TURES, UTILITY, COMPACTNESS and STRENGTH that 
have made AUTOMATIC SHORT DEPTH TRAYS famous. 








> 







| You will also be proud to offer the 
NEW AUTOMATIC STEEL desks to your 


customers. 









| Nowhere else can you find such 
STRENGTH and BEAUTY combined— 
the beauty of smooth straight lines. 






J You will always have the advantage 
with these EXCLUSIVE features:— 
1. UNIT CONSTRUCTION. 
. INTERCHANGEABLE PEDESTALS. 


. FULL PROGRESSIVE SUSPENSION 
SLIDES ON ALL PEDESTAL DRAWERS. 


. DEEPEST PEDESTAL DRAWERS. 


. AUTOMATIC EXPANSION AND COM- 
PRESSION IN ALL LETTER DRAWERS. 































> 






J Let us tell you more about these units 
and also other AUTOMATIC equipment 
—''the line that has everything!" 











> 









—Only AUTOMATIC gives EXPANSION and COMPRESSION— 


AUTOMATIC FILE & INDEX CO. 


629 West Washington Blvd., Dept. 791, Chicago, Illinois 



























WITH 
VENTILATOR SEATS 





HESE new posture chairs—with ventilator seats—are 
exceptionally easy to sit in. We believe they offer the 
highest degree of comfort in the history of posture 
seating. Indeed the specially designed grill or rest, plus 
the foam rubber cushion, form a great combination—found 
exclusively on these new Harter Posture Chairs. 





Remember, the new Harter seat is the first in which a 
foam rubber cushion is placed on an “open work” grill or 
rest—thus giving the cells in the foam rubber a chance to 
breathe, to do their job without interference. Remember, 
too, that the soft yielding surface of the seat conforms 
perfectly to every movement of the body. Another thing 
to remember is that this Harter seat is durable—it re- 
tains its resiliency. 

These new Harter Posture Chairs, moreover, are de- 
signed to make correct posture easy and natural. They 

‘encourage workers to sit erect—in comfort—without no- 
ticeable effort. Correct posture reduces fatigue, makes 
for increased efficiency and permits normal functioning of 
the vital organs. Correct posture means so much and is 
so easily attained. 

Harter dealers are enthusiastic about these new Harter 
Posture Chairs because they know that ventilator seats are 
comfort-giving, and in line with public demand. Harter 
dealers know that advanced yet practical features—like the 
ventilator seat—are routine with Harter. 

If you are not a Harter dealer perhaps you would like 
to know more about Harter policies and sales opportu- 
nities. Alert dealers are invited to join our organization. 
Just let us know that you are interested and we will send 
complete details about our dealer plan. 


The HARTER CORPORATION 
STURGIS, MICHIGAN 


A NEW LINE OF 
STEEL POSTURE CHAIRS BY 


ARTER 
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MODERNIZE=- HARTERIZE 





No. 15-D— Self-Adjusting — Posture Chair 


With the new No. 5 seat— 14%" deep x 16" wide 
x 2%" thick. Foam rubber seat cushion 2” thick— 
mounted on steel mesh ventilating seat base—welt- 
ed upholstering. Steel swivel back padded with 
foam rubber. Base— 1%" tubular steel. Seat height 
adjustable 17” to 21”. All adjustments self-fitting. 


Important—In order to obtain maximum benefits 
from the foam rubber seat we recommend for up- 
holstery our 100% Mohair Frieze. 





Shown above isthe con- There are three adjustments 
struction of the ventilator on the self-fitting chair an 

seat—the specially designed each is simple and positive— 
open steel grill or rest and also, each is made without 
the foam rubber cushion. the help of a “‘service man.” 
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“101 FAMOUS ACME VISIBLE RECORD FORMS” 
Herewith is illustrated the method which the Acme | 1888 Golden Anniversary 1938 
Card System Company, 8 South Michigan Ave., Chi- | 


cago, Illinois, has worked out to solve the problem | 

of selling Visible Record Equipment over the counter. yi a E M U L T | S c R V E 
They have assembled 101 of the most popular forms 

from the more than 40,000 comprising the Acme li- 

brary of Visible Record cards. These have been ar- | A L | G N S R 

ranged under 34 visibly indexed subjects and are sup- 


plied to the dealers, filed in an Acme Visible Card 
Book, making it easy, simple and quick to locate any 


A Practical, Completely Efficient Method of Handling 
Carbons-Forms 


The “Little” Multiserve Aligner is the first completely 
economical and efficient method of handling carbon 
paper in assembling and writing forms, letters, invoices, 


etc. 

Paper and carbons placed within the Multiserve Aligner 
cannot slip nor alter their position in the typewriter. 
Absolute registration is assured 


More Profits for the Dealer 


The Multiserve Aligner is a great sales stimulator. It 
is fitting that at this our fiftieth anniversary we should 
introduce this new useful device which increases user 
acceptance of ribbons and carbons and opens the doors 
of untold new prospects to dealers handling the Little 
line. 





Investigate this money earning exclusive opportunity. 








~ Oldest Exclusive Manufacturers of Typewriter Ribbons and 


ACME VISIBLE FORMS BOOK Corsen Paper 


desired form or group of forms. The subject indexes, | 
visibly spread out before the prospect, suggests the F~ 
examination and purchase of forms for records other | eg? ITTL ve 
pe rad ones in which the customer was originally MANUFACTURERS 

iterested. 

Fact Rochester, N. Y. 

This “101 Famous Acme Visible Record Forms” | ae ; 
book, together with an attractive window and counter 1888 Golden Anniversary 1938 
display, rounds out a new selling plan which enables 
the entire sales organization to sell Visible Equipment 


and these stock forms right in the store. 
A unique feature, which makes selling easier, has WE HAVE THE STOCK 
been incorporated. It consists of concise printed ex- | 
planations accompanying the individual forms, which 
remove from the sales people the burden of explaining | TO S fH | Dp AT O N a be | 
oa 


the forms and the manner of using them. They also 
outline the added benefits which accrue through the . . 
use of Acme Visible Record Equipment. From the fund Transfer ne usually brings a greater demand 
of information incorporated in these explanations, on a few items than was expected. Don't pass 
each member of the sales organization gradually be- up any business through lack of adequate 
comes acquainted with the selling points and use ad- stock but just 
vantages of Visible Record Equipment. 

This simple selling plan, built around the “101 Fam- WIRE OR PHONE WARSHAW. 
ous Acme Visible Record Forms,” is intended to assist f 
dealers to develop a steady and growing volume of We have the stock and can get it to you 
profitable Visible Equipment business. without delay. 

The book is light and portable and can be used with | : 
equal effectiveness by salesmen when calling on the | —and every WARSHAW product is as fine a 
trade. "buy" as you and your customer can make—-a 

(2 er real value for the money. 
NASON AND CLARKE OPEN OFFICE 

Hall Nason and Joe Clarke, who have between them | 
a combined successful wholesale and retail sales ex- | 
perience of more than twenty years in typewriter spe- | WARSHAW MFG. CO.., Inc. 
cialties in Southern California, have opened up 4 | ; main ST., BROOKLYN, N.Y. yi 
ground floor sales office at 827 South Main street, Los | 
Angeles. Convenient to the office machine and sta- 











Better get our catalog and prices now! 





tionery headquarters district they have already been Pec BON 
rewarded with increased orders from the trade. Mr. FOLDERS 


Clarke represents the Imperial line of ribbons and 

carbons and Mr. Nason handles the Peerless line of | manente TAPS 

typewriter accessories in Southern California. | GUMMED INDEX 
<P TABS 


SOCIAL SECURITY FOLDER PUBLISHED BY U. S. ROLL LABELS 
Written expressly for the guidance of employers who 

are covered by the Social Security Act, a new circular - | 

cz 

Gee 


PROTEX STICKONS 








entitled “Brief Outline of Employer’s Duties Under the 
Social Security Act” is ready for distribution. 
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The Binder of OUTSTANDING Features 


* UNLIMITED CAPACITY— 
Holds any number of sheets. 


* NON-PROTRUDING POSTS— 
Posts do not extend through covers. 
* DIRECT SCREW COMPRESSION— 
Holds sheets under 400 pounds pressure. 
* TWO-INCH WORKING SPACE— 
For inserting sheets. 
* AUTO-RAISE COVER— 
Cover rises and lowers with posts. 
* COVER RELEASE LEVER— 
For adding standard post sections. 


Write for a demonstration. 


STATICNERS LOOSE LEAF COMPANY 


MILWAUKEE 
WEW YORK 524 NW. BROADWAY CHICAGO 


THE POST THAT TURNS THE CORNER 


ee | 









Carbon Papers 


___ and Typewriter 
O Ribbons 


SUPER-FIBER type- 
writer ribbons 
packed in a new col- 


orful attractive con- 
tainer which will ——$————— 
















help you definitely 
in sales. A quality 
product that will as- 
sure consistent, top 
notch performance 
at all times. 


oa 
a 


Feature Codo carbons and rib- 
bons. They are guaranteed for 
five years against deterioration 
in stock. They are accepted 
exclusively in hundreds of of- 
fices, due to high grade and 
uniform results. 


Let us help you solve your rib- 
bon and carbon problem. 


Codo Mfg. Corp. 


Chicago New York 


Factory, Coraopolis, Penna. 
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DITTO, ART METAL AND POSTINDEX JOIN IN 
STAGING BUSINESS SHOW 


Featured by a capital display of the latest types of 
duplicators, files, desks and visible record equipment, 
a joint exhibition of products of Ditto, Inc., the Art 
Metal Construction Company and Postindex was held 
at Washington, D. C., last month. The event was 
staged in the main corridor of the Southern building. 

The Ditto display included that company’s new 
high-speed automatic Direct Process duplicator No. 
D-8, an electrically-driven machine capable of turning 
out seventy copies per minute. The booth also ex- 
hibited the improved model R-4 Ditto rotary hand- 
driven, automatic feed which operates from a master 
in connection with Ditto gelatin films, the heavy-duty 
S10, and Direct Process models D5, D6 and D7. 

This exhibit was in charge of W. J. Myers, Jr., as- 
sisted by William E. Durbin, F. T. Crume, special repre- 
sentative from the factory; W. F. Braswell and J. J. 
Ruess, Richmond and Baltimore managers respectively. 

The Art Metal display featured several new products 
including the Speed-File, tabulating card files; Re- 
Kordak film file for banks and other users of photo- 
recorded data, card index cross-filing trays, waste 
baskets and the Planfile. Another section was given 
over to the Airline, Dynamique and Mt. Vernon execu- 
tive desks. P. D. Farrell, John Rowland and Myrl G. 
Meves were in charge of the display. 

Postindex featured the self-aligning trunnion wire- 
card-holder for visible records and many types of 
cabinet installations in a fine and attractive display 
under the management of W. N. Dervoe, C. R. Dean, 
J.R. Smith and H. W. Mynders. 

The miniature business show held by the three 
prominent companies created considerable comment 
in the business circles of Washington and was visited 
by several thousand spectators who watched with in- 
terest the demonstrations made for their benefit by 


the men in charge. 
—->-—___— 


“U” COMPANY IN NEW HOME 


Since moving from 4318 University Way to modern, 
streamlined quarters featuring approximately triple 
the previous frontage space at 4224 University Way, 
Seattle, the U. Mimeo & Typewriter Company has ex- 


‘ Mey a 
: rz 5 ne TT hii iit 


NEW HOME OF THE “U” MIMEO & TYPEWRITER COMPANY 


perienced a considerable increase in business according 
to J. C. J. Martin, owner and manager. 

The firm’s new quarters are equipped with extra long 
windows providing a greater exhibition of stock which 
includes several new lines of stationery and student 
supplies —JCJM 


*—- 


DAMERON-PIERSON OPENS NEW DISPLAY ROOM 

The Dameron-Pierson Company, Ltd., office equip- 
ment and stationery house, at 400 Camp street, New 
Orleans, has opened on its second floor a beautiful 
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IT TOOK DUSCO TO DO IT! 











THE NEW 1939 DUSCO 


CHALLENGER 


ROTARY STENCIL DUPLICATORS 
FEATURES: @ Elevating feed table, full ream 


capacity @ Accurate automatic feeding @® Full floating 
impression roller @ Positive automatic roller release 
@ Controlled automatic inking @ Patented front paper 
Electric Model stop and secondary feeding mechanism for perfect 
registration @ Modern beauty and simplicity. 





The new 1939 model Challenger rotary stencil duplicator is the finest equipment of its 


kind ever offered. 


Years of experience, latest engineering practices and controlled precision method of 


manufacture, all in our own factory, make this new duplicator possible. 


The 1939 Dusco line, composed of eight different model rotary stencil duplicators, rang- 
ing in price from $32.50 to $300.00, plus a complete line of supplies comprising practically 


every item necessary to perfect stencil reproduction, leads the field. 


Dealers are invited to write for the new 1939 Dusco catalog. 


THE DUPLICATOR CORPORATION 


MANUFACTURERS OF DUSCO DUPLICATORS AND SUPPLIES 


MINNEAPOLIS 











ee 
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SEASON'S 





Personal Files 





No. 1830 


Utility Cabinets 








Transfer Cases 











Combination 











ASD 





It takes many links to make a chain 


and each link 


Must be STRONG 


Thru the years ASCO has built up a powerful 
chain of profit making items for the office 
appliance dealer—not one or some but a com- 
plete line of office equipment in steel. 

Complete from the smallest cash box to three 


outstanding lines of filing uprights. 


Strong—for satisfaction of dealer and customer 
alike affording profit to the dealer and lasting 
satisfaction and economy to the consumer. 
Let us show you how to profit and serve with 
the “'Line of Quality at Popular Price." 


Art Steel Co.,Inc., New York, N.Y. 


Brown Bros., Toronto-Canadian Wholesalers 





Wood & Steel 
Typewriter Tables 






















Storage Cabinets 











JANUARY, 1939 


display room showing leather furniture for the execu- 
tive office, club or home. Club chairs, sidearm chairs 
and accessories are shown. “Everything for Your 


Office” is their slogan. The store has parking facilities | 
at rear of its building—CG 


o—m— 











CHRISTMAS WINDOWS AT A MINIMUM OF EXPENSE.— 
These two windows of the Buxton & Skinner Printing & Sta- 
tionery Company, 306-308 North Fourth street, St. Louis, Mo., 
were trimmed by John J. Hughes, one of the company’s clerks, 
who decided to exemplify the Christmas spirit and do it at a 
reasonable cost. He made the window panes with ordinary 
electrician’s tape, artificial snow created the frost effect with 
Dennison’s crepe tissue from the stock. Corrugated cartons 
and Dennison’s imitation brick tissue turned the trick in 
making the excellent fireplace. Mr. Hughes is to be congratu- 
lated on a fine piece of work. 
>? 


STANDARD MAILING APPOINTS KANSAS CITY 
AGENCY 


The Standard Mailing Machines Company, Everett, 
Mass., last month announced the appointment ot 
Hoover Bros., Inc., 922 Oak street, Kansas City, as its 
agency in the Missouri city. 

As part of the deal Joseph Biel, manager of the 
duplicating machines department of the Hoover organ- 
ization, will become Standard district representative, 
placing at the disposal of that company his more 
than fifteen years of experience in the business. Under 
the arrangement service and shipping facilities of the 
Hoover Bros., Inc., will be available to customers of the 
Standard organization. 


*—-¢ 
PHILADELPHIA ASSOCIATION PLANS BUSINESS 
SHOW 


With a committee already appointed and a tentative 
date set for next April, the Office Equipment Associa- 
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A Case For Exeeutives 


Top Grain Cowhide 
Fan Style 

Large Capacity 
Space for 
Wearing Apparel 
Talon Zipper 
Double 
Handles 
Size 

7x 1A” 









ask for 
No. 972 





NATIONAL LEADS THE FIELD! 


If you want to see all that is smartly modern and of finest 
quality in 
ZIPPER BRIEF CASES AND ENVELOPES 
DRESSING CASES FOR MEN AND WOMEN 
RING BINDERS AND PORTFOLIOS 
SEND FOR 1939 CATALOGS 


National Brief Case Mfg. Co. 


512 S. Peoria St., 358 Fifth Ave., 
Chicago, Ill. New York City 











tion of Philadelphia has started plans for a business | 


show similar to the event held in 1937. It is expected 


that the trade will be kept informed of plans of the | 
event as they are made by the committee headed by | 


C. W. Norton. 


Eyelets inserted and 
fastened in counter- 
sunk holes in top 
metal after binding. 


Drawn steel end-caps, 
nickel plated and highly 
polished — assembled 
after binding and fast- 
ened in place by means 
fluted 


Standard inner sections 
are added to chain-posts 
to Increase capacity. 




















Thimbles to guide 
chain- posts in and 
out of tube. | 








Right - and - left - hand 
screw-rod to move 
chain- posts in and 


Right-and-left-hand 
blocks to move 
chain-posts in and 





out. Made of rust- out. The threads are Hinge lugs have 
proof metal. produced by rolling, four projections 
CHAIN which makes smoother which pass thru 
surfaced and easier hoies in tube and 
POST METALS working threads than are very securely 
cut (or chased) ones. clinched inside 

the tube. 


A New Service for Manufacturing Stationers 


Strength, security, light weight and economy 
recommend this new metal. It is becoming more 


and more in demand among bookkeepers and =f 


accountants. It is furnished with protruding or non-protruding 


posts, in eleven stock sizes with % inch posts and seven stock 
sizes with ;; inch posts. Special sizes are also obtainable. 

We manufacture an extensive line of metals for memo and price 
books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 


who operate their own binderies should write for our illustrated 
catalog and price list. 


LOOSE LEAF METALS CO., INC. 








6816 Arsenal Street St. Louls, Mo. 
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Modern thought in office desk 
styling is interpreted in the 
SKYWAY Group. 


Your Profits Can Be Increased 


in 1939 by Selling 
EVANSVILLE DESKS 


They are noteworthy for eye appeal, sturdy construction, bright 
clean finish and attractively low prices. 

They're the kind of wood desks that attract the greatest number 
of potential buyers and earn better and more frequent profits for 
the dealer. 

Once a dealer knows these things, 
EVANSVILLE DESKS. 

So we say—send for the Portfolio of Designs. 


he's a firm booster 


Then order an 


assortment of floor samples, so you can find out what EVANSVILLE | 


DESKS will do for your business. 


EVANSVILLE DESH COMPANY 
BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 











STYLED BY BRIGHT 


The invigorating comfort of a chair cor- 
rectly designed and adjusted to the exact 
posture is a tremendous “lift” to every chair 
“sitter.” These BRIGHT numbers produce 
this keen satisfaction. 


And only skilled leather craftsmen can 
produce these masterpieces of comfort and 


beauty. 
: No. 58 No. 59 , 


Bright Chair Co. Inc. 
127-133 Bleecker St. 
New York, N. Y. 


ee 


Write for our catalog of 

BRIGHT styled leather 

office furniture. You will 
profit, too. 














r | 
vor | 


| 
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GW EQUIPMENT FOR BANK PROVIDES MANY 
NOVEL ARRANGEMENTS 

Globe-Wernicke steel equipment recently installed 
by Kelsall-Voorheis, Inc., Globe-Wernicke dealers of 
Cincinnati, has provided many useful and novel fea- 
tures in the North Hyde Park Savings & Loan Com- 
pany, also of Cincinnati. 

Working in conjunction with the secretary of the 
bank, Globe-Wernicke engineers designed and worked 
out the details of the installation which included a 
massive paneled front with the base of counter and 





GLOBE WERNICKE INSTALLATION IN A CINCINNATI BANK. 

—(Top) Front or customers side of the built-to-order steel bank- 

ing equipment by the Globe-Wernicke Co. (Lower) A view of 

the working side of the counter in the North Hyde Park Savings 
& Loan Company. 


low railing protected by a bronze cove moulding. The 
entire installation is finished in grained walnut. 

The advantages of the modern equipment are many. 
Employes in conducting their business are never re- 
quired to turn their backs upon customers. Steel draw- 
ers which house passbooks are divided into two sec- 
tions—right, for straight running accounts and, left, 
for mortgage loans. Toe space is provided on the 
working side of the counter. 

Cash drawers with removable trays are provided for 
each wicket with a special locker with slotted doors 
between wickets. When busy, the secretary and his 
assistants drop passbooks through slots from which 
they are later taken and sorted. 


— 


WAGE-HOUR STANDARDS SET FOR WOMEN 
COLORADO 

Forty-eight hours is officially recognized as the 
standard retail work-week for women and minors, in 
an order handed down December 5 by the Colorado 
Industrial Commission. The order applies to office 
appliance stores and all other retailers, and sets up a 
schedule of minimum wages. 

Merchants hailed recognition of 48-hour week with 
satisfaction, inasmuch as, in the 1939 Legislature, they 
will be opposing a “model” state wage-hour law which 
sets out to extend principles of the National act to 
retailing and other intra-state business. 

The recent order fixed $14 as the minimum weekly 
wage in Colorado Springs, Denver, and Pueblo; set $13 


IN 


' as the minimum in all towns and cities between 5,000 
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Announcing- 
“101 FAMOUS ACME VISIBLE RECORD FORMS” 


Another Great Sales Help for Acme Dealers! 


Here’s a new Acme service to help you sell Visible Record Equipment to 
everybody—whether they need 100 cards or many thousands. 


We have selected “101"’ standard Acme forms—the most popular ones from 
our library of over 40,000 forms—and have arranged them in an 


Acme Visible Card Book 


These “101 Famous Acme Visible Record Forms’’—a‘l carried in stock 
are accompanied by printed explanations of their use and value; and the 
benefits of using them in Acme Visible Equipment. 


Counter Display Arouses Curiosity 


The interest-provoking counter display we provide causes the customer to 
examine the forms in the Acme Visible Card Book—which is part of the 

























display—and which 


Makes Selling Easy 


Every record subject is located instantly through 
the Visible Index, which suggests many types of 
records the customer can use. 


TT +++ 
+t ithe 


Nationally Accepted 


The “101° Acme forms are those used most 
widely. The purchaser of 100, or any larger 
quantity, gets the same scientifically designed 
forms as those approved by large national 
organizations. 


101 Forms 34 Subjects 


These “101” Forms are filed under 34 separate 
Classifications in the Acme book, and cover a 
wide range of record-keeping forms. 


This new tool opens the door to 
vast untapped markets—and new 
PROFITS to you. Ask for complete 


information, prices and discounts. 









ACME CARD SYSTEM CO. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 
8 SOUTH MICHIGAN AVE., CHICAGO, U.S.A. 
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The Hilco Automatic Shows You What 


REGISTRATION 
Really Means 







i, 


AUTOMATIC 
DUPLICATOR 


There's nothing like the Hilco Auto- 
matic at anywhere near this price! 


Itis outstanding for $ 50 
accuracy, speed 


And Another Feature... °°” she: 


F.0.B. Chicago 


The patented Automatic Front Paper Stop and Impres- 


sion Roller Release — exclusive with Hilco— safeguard CHECK THESE 


your work. A sheet of paper which 
starts crookedly into the machine 


automatically stops contact be- 
tween impression roller and drum. FEATURES 


This prevents offsetting on the next 

... Here are 5 good reasons for the 
satisfaction which the Hilco gives:— 
e Automatic Front Paper Stop 
e Rubber Roller Releaser 
Write e Closed-in Leak-proof Drum 
ALL METAL CABINET e Automatic Feed 


i i e Automatic Paper Counter — 
17 x 30 x 31 inches high — 5 1 7 50 for ee 


especially designed for arunlly go dwangh the meckine. 
Catalog 


sheet — and assures you of no 
spoiled pages! 








| Ee eee eee 











THE HILCO CORPORATION 


ee ee el ew Wcme 
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and 30,000 population; recognized a minimum of $11 
for communities under 5,000. The order further per- 
mits three peak weeks during the first six months of 
the calendar year, and four during the second six 
months, during which 56 hours will be allowed without 
penalty. Other than these exemptions, overtime will 
cost retailers time and a half. 

The order was issued in pursuance of legislative pro- 
visions first passed in Colorado seventeen years ago. 
The Industrial Commission has given lengthy consid- 
eration to the retail order. George A. Flannigan, Sec- 
retary of the Denver Retail Merchants Bureau and 
Manager of the Colorado Retailers Association, led 
retail forces in their efforts to present complete evi- 
dence before the commission. —BART 

i <p ae 
TYPEWRITER S. AND S. CO. IN NEW HOME 

The Typewriter Sales & Service Company, Aberdeen. 
Wash., owned and operated by M. E. Hills, last month 
moved into larger and more modern quarters in the 
Aberdeen Elks building, 107 East Wishkah street. 

The new store is up-to-date in every respect. The 
walls are buff colored while a rich brown inlaid lin- 
oleum harmonizes with the dark plywood desks, cases 





INTERIOR OF THE NEW HOME S OF THE TYPEWRITER SALES 
& SERVICE COMPANY, ABERDEEN, WASH. 


and partitions and the blue leather and chrome furni- 
ture. A demonstration table, built with a revolving 
top, stands near the entrance for the convenience of 
those desiring to inspect machines. 

Mr. Hill, with seventeen years of experience in the 
field, carries a complete stock, including Speed-O-Print 
duplicators, Royal typewriters, Allen-Wales adding ma- 


chines, Dictaphones and Marchant calculators. 
. —<—->-e-  —— 


recente! a 
CL BARKLEY & 00 » : 
Ce 





BARKLEY ADDS TO . TRUCK FLEET.—This new, streamlined 
delivery truck was recently added to its fleet by C. L. Barkley 
& Company, 517 South Jefferson street, Chicago, and will do 
its part toward increasing the speed of deliveries during the 
new year. 
- —- 
S-W DEALERS LIKE PRE-ADDRESSED ORDER 
FORMS 
In its mailings to dealers, the Shipman-Ward Manu- 
facturing Company, Chicago, has adopted the system 
of pre-addressing order blanks enclosed. That the 
idea clicked seems evident from the fact that a number 
of orders came from dealers who had not made pur- 
chases from Shipman-Ward for some time, and several 
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Introducing the NEW 


HAMolg 





ALL ENCLOSED 


For Use in 
SPOOL TYPE 
STAPLING MACHINES 


° 
CONTAINS 
ENOUGH WIRE FOR 
10,000 STAPLES 














PROTECTED against dirt and 
rust, this beautiful new gun-metal 
finished spool creates a new high 
in efficient, economical feeding of 
Spool Type Machines. Contains 520 
feet of .016 gauge brass wire, 
enough for 10,000 staples—TWICE 
AS MANY AS OLD STYLE 
SPOOLS. Easily mounted; cannot 


jam; your customers will 

welcome this splendid a 

new Spool. List 

Write for literature and discounts 
CHAMPION FASTENER CORP. 


299 Broadway New York, N. Y. 
SOLD THROUGH THE TRADE ONLY 




















MAKING A CUSTOMER 
IS MORE IMPORTANT THAN 
Se, MAKING A SALE 





MUNSON 
CUSHION KEYS 
GIVE SERVICE 
—SATISFY THE 
TYPISTS AND 
BRING REPEAT 

ORDERS. 


Ho ee © 


INTERNATIONAL 


’ VE: 2 we? ee 


GOG0N0006E608 


MUNSON Supply Co., 848 Hudson St., New York City 
Piease send information about the New Key 
New Packaye and Counter Display to 


(a 
Address... a A ee 
eee State... 
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A nother 
MURPHY 


BEST SELLER! 


ERE is a splendid exam- 
ple of an executive's 
chair. It is expertly fin- 
ished in full grain leather 
and has a deeply uphol- 
stered seat and back. Solid 
leather and substantial 
hardwood frame definitely 
assure extra long wear. 


This No. 8293 Execu- 
tive’s model is a real profit 
builder, and is an unusu- 





ally fine example of the 
complete quality Murphy No. 8293 
line, fully described in our 
catalog. 
WRITE 
MURPHY CHAIR COMPANY /ror new 
INCORPORATED MU R PHY 
OWENSBORO, KENTUCKY CATALOG! 


MURPHY CHAIRS 
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, from merchants who had never been S-W accounts, 
| although on the mailing list constantly 


The pre-addressing scheme is now well systematized. 
When an order is received, a new order blank is pre- 
addressed by slipping it in the billing machine behind 
a carbon sheet so placed that when the invoice is made 
a carbon copy of the name and address appears on the 
order blank. The new pre-addressed order blank is 
mailed with the invoice. 

0 = 0 


R. C. ALLEN VISITS ENGLAND 


The major part of December was spent by R. C. 
Allen, president of Allen Calculators, Inc., in London 
in connection with his firm’s introduction there of 
its new line of adding machines for handling sterling 


| currency. 


Mr. Allen reports an enthusiastic reception of the 


| new line in Great Britain which completes the com- 


pany’s world-wide distribution, the Allen decimal ma- 





R. C. ALLEN 


chines already enjoying representation in forty coun- 


tries throughout the world. 
Mr. Allen was also interested in the reception of 


| the R. C. Allen cash registering machine which, like 


the new line of calculators, has also been converted 
to handle sterling currency, thereby offering for the 
first time, according to the manufacturers, a complete 
cash register model at a popular price. 

Mr. Allen declared he felt confident of improving 


| conditions in England as business has shown a slight 


but steady rise there for some months past. 
© 


WILSON COMPANY IN NEW HOME 
The Wilson Printing Company, printing, stationery 


and office furniture concern of Montgomery, Ala., has 


moved into modernized quarters at 119-121 Lee street 
which provide twice the room in the old location. 

The new place of business is marked by a structural 
glass front of jade and black. The company now has 
10,000 square feet of floor space with a 70-foot frontage 
on the street which provides plentiful display space 
for the lines carried. There is a truck entrance also 
for ease of loading and unloading. 

The company, which represents the General Fire- 
proofing Company, especially expanded the office 


| furniture department in its new location. 


Officers of the concern are George T. Watterson, 
president and general manager; Barnett Johnson, 
store manager; F. R. Carroll, superintendent and Myrt 
Preer, secretary.—_GHW 

eee 
SERVICE IN THIRTY MINUTES 

Business building rule for its repair shop, used by 
the Amann Typewriter Company, of New Orleans, La., 
is that of giving service within thirty minutes of each 
call, Mrs. G. H. Amann of the New Orleans firm re- 


ports. 
“Quick service is one feature of repair sales which 
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bo GREATEST NOW READY—The only pencil priced as low as 49c with the 
Pp E N C} IL sensational thinner lead created by Dixon for Rite-Rite.. - 
Thinner lead clicked immediately in the higher-price field.* 

N E WS/ NOW! you can capture the volume market with Threadline at 49! 


IN YEARS, NOW READY —the striking WINDOW AND COUNTER 

DISPLAY pictured below. ALSO displays of one dozen lead 
paks to retail at 15¢ each. ‘’Threadline at 49°’ will be a sen- 

sation with your customers. Be first to feature it. Rush 


nn eer 
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WITH SENSATIONAy 
NEW THWMER seape PING 





ue 17 oe +: THREADLINE 
HIS 
YEARS AnEgD OF orvens. 
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THIS DISPLAY 
CARD~ / 


NOW: 


ENT 
(vow AME: Rute re N23 Years 


al 10 1010 texon ce, 
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RITE-RITE MFG. CO., CHICAGO now subsidiary to Joseph Dixon Crucible Co 
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* A special license to use this lead in Fineline higher priced pencils 
only has been granted to W.A. Sheaffer Pen Co., Fort Madison, lowa. 
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® MODERNAIRE DESKS 
© 1200 FILE LINE 


® FULL-SIZE JUNIOR 
NON-SUSPENSION FILES 


® NEW 1600 FILE LINE 


Get set for increasing your profits in 1939 by 
lining up on the complete range of Invincible Products. 
Everything in modern business furniture to suit every 
need —with all grades of files and all styles of steel desks 
and tables. All sales-proved by remarkable successes 
with Invincible Dealers in 1938. Invincible will con- 
tinue in 1939-——as In years past—to furnish you with 
the furniture of smart appearance, dependable and 
durable construction, and packing plenty of ‘‘umph’” 
that boosts your sales and builds your profits. 


Write for complete details and prices TODAY! 





FACTORY AND MAIN OFFICE 


INVINCIBLE METAL FURNITURE CO. sein isctniin 
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cannot be neglected with impunity,” Mrs. Amann in- 
sists. “We have three men in the shop available for 
calls; anything beyond ten blocks can be picked up in 
an automobile reserved for the purpose. We try to 
stick to the thirty minute rule even for calls in out- 
lying sections.”—-BART 


—-) 








TWO GALS, A RADIO AND A ROYAL. 
—In a recent unique radio program 
in Minnesota secretaries of leading 
businessmen were interviewed on the 
Royal Typewriter Company program 
over station KATE. Above Miss Ger- 
aldine Lennin, Speltz Grain & Coal 


Company (right) tells Interviewer 
Peggy Lee why she likes her Royal. 


<-> 


FUGATE TAKES LARGER CHICAGO QUARTERS 


Following out a program of expansion, the Chicago | 
Dictating Machine Company, which has engaged in a | 
general dictating machine business for the past ten | 


| 


years at 19 South Wells street, recently moved into 
larger and more modern quarters at 28 South Wells 
street. 

The new quarters contain more manufacturing and 
display space for the future expansion of the busi- 
ness. A well-equipped factory is maintained for the 
manufacture of parts and supplies in addition to an 
efficiently-organized service department for servicing 
all makes of dictating machines. 

N. E. Fugate, manager, in announcing the new move, 
said he will be on hand to welcome old and new friends 
of the company who may care to call and inspect the 


premises. 
oe 


COOPER GOES TO ROBINSON COMPANY 
H. M. (Harry) Cooper, well-known traveler whose 
stamping ground for the past many years has been 
the South, last month joined the Robinson Manufac- 
turing Company, Westfield, Mass. 


On January 1 Mr. Cooper established permanent 









ay 


: 
: 


H. M. COOPER 





headquarters in Houston, Texas, from which he will 
cover the southwestern state of Oklahoma, Texas, 
Louisiana, Arkansas and Mississippi. 
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Sany metal 


UNTIPPABLE 


STEEL COSTUMERS 









"Top-heavy" costumers are more of a nuisance 
than a convenience .. . tend to irritate and 
sometimes lose customers for restaurants, hotels, 
business and professional people. Sanymetal 
"Untippable" Steel Costumers never jeopardize 
customer goodwill. 

Perfectly ‘‘balanced"’ . . . they stay upright .. . 
even when the load is all on one hook. That's the 
kind of assurance business men want when buying cos- 
tumers. Assure it with Sanymetal! .. . the costumer that 
can't tip over . . . that never loosens or warps... 
that has no rough edges to catch and snag clothes. 
Their graceful lines and enduring wooo finishes are 
ideally suited to modern office environments. 

Write for dealer discounts and descriptive folder 
... today. Sanymetal Costumers cost no more to 
handle because they are regularly moving items 
with a larger margin of profit. 

List prices f.o.b. Cleveland, Ohio: 


Green or Gray $10.00 
Mahogany, Walnut or Oak $11.00 
White Enamel $13.50 


THE SANYMETAL PRODUCTS COMPANY, INC. 


1681 URBANA ROAD CLEVELAND, OHIO 








Try this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 
easier—and you can keep it up all day without 
That's how it is with the 








tiring. 


Trigger Action 


STAPLER 


—the machine that does all the 
work. It's easy to operate— 
never tires you—staples 40 
sheets as easily as two. Satis- 
« faction guaranteed if No. 333 


staples are used. 


The AAA Trigger Ac- 


tion Tacker is also an exception- 
ally useful machine in its field, 
and guaranteed if No. 444 
used. Both are 
equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER « ‘orporation 


2531 N. Ashland Ave. 


staples are 





Chicago, Illinois 
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DURABILITY TRANSFER FILES 


t 
a 









1. STURDY COLUMNAR CONSTRUCTION 
2. HEAVY STEEL REINFORCING FRAME 


3. FULL GRIP HANDLE—4 PLY DRAWER 
FRONT-LABEL ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of —— 


operation. aft 
SEND NOW ... For complete details on I = 
this entirely new and exceptional value Al | | euLine — 

in Transfer Files. pl uve TY 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 
cManufacturers of Filing Supplies 
517 S. JEFFERSON STREET [o}: i(oy Ceo mn ihm 








REVOLVING DICTIONARY STAND 


Get your share of these fine 
long profits and quick turnover. 





Oak, Walnut, Mahogany and 
School Brown finishes. 

Size 21” wide, 12” deep, 4” 
high. 


Send for Samples 


IMPERIAL METHODS CO. 


760 S. Circle Ave. FOREST PARK, ILL. 
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DORSEY OPENS LARGER COLUMBUS STORE 


The General Office Equipment Company, owned and 
operated by J. P. Dorsey, recently moved into larger 
quarters at 77 South Fourth street, Columbus, Ohio. 
The firm has been in operation since 1933 and was 
formerly known as the Columbus Sales Book Com- 
pany and the General Office Machines Company. 

The company employs nine persons in Columbus 
and has salesmen in Newark, Mt. Vernon, Chillicothe, 
Portsmouth and Jackson. It is the local distributor 
for Allen Wales adding machines, Woodstock type- 
writers, Speed-O-Print duplicators, Security steel office 
furniture and Milwaukee chairs. Also handled are 
Sturgis automatic registers and all makes of portable 


and standard typewriters. 





NEW MITTAG & VOLGER SALES AID. 
—This new metal revolving cabinet is 
about to be introduced to the trade by 
Mittag & Volger, Inc., Park Ridge, N. J., 
manufacturers of ‘“Thousand-And- 
One” typewriter ribbons and carbon 
papers. The cabinet is attractively 
lithographed and holds a gross of rib- 
bons with a bracket for two carbon 
boxes on top. In six full colors the 
display shows forty-eight ribbon 
boxes, with ninety-six more cleverly 
stored so that they feed automatically 
into the display space as units are 
sold. 


—><-—_—_ 
SONOTONE FORMS NEW DIVISION UNDER 
HERRICK 
Prepared to handle the distribution of the company’s 


office intercommunicating equipment, a new division 
has been formed by the Sonotone Corporation, manu- 


| facturers of hearing aid products, of Elmsford, N. Y. 


The new division, which will be a direct sales organ- 
ization, is to be under the direction of C. A. Her- 
rick who has been associated with the telephone in- 
dustry for thirty-five years in capacities ranging from 
manufacturing, operating and maintenance of tele- 
phone systems to sales and administration with lead- 
ing companies. With Mr. Herrick in command, instal- 
lation and _ “service of the intercommunicating 
equipment will be provided through a Sonotone service 
organization, directed by superintendents of installa- 
tion at key points and providing a network of facilities 
which will insure immediate service to all users. 

In the task of building a direct sales organization 
in the field, Sonotone Corporation is in an unusually 
advantageous position due to the fact that the ma- 
jority of its executives are men with extensive pre- 
vious experience in the office equipment industry and 
in direct selling. 

Dean Babbitt, president of Sonotone, is widely known 
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SPEED ... quicker fastening for your customers 
... quicker turnover for you...... 








Profits multiply when you display and push the Yellow Box Line. Customers 
like the quick, sure fastening job the Yellow Box items do for them—and you 


certainly like the quicker turnover you get. 


Closely regulated, precision manufacturing means that Yellow Box prod- 
ucts don’t break or fail. That saves the customer’s time, and brings him back 


to you for more of his requirements. 
Yellow Box fasteners hold securely, saving papers and saving time other- 
wise spent in looking for papers gone astray. 


It’s an extra builder of customer good-will to sell Yellow Box Products— 
fastening devices of all types for all needs. And your stock moves faster, push- 


ing up profits from your staple lines. 


‘0. 
°5 


ROCA 
\Qeaee? = DIVISION OF SCOVILL MANUFACTURING COMPANY 
‘Semmeo WATERBURY, CONNECTICUT 

PINS a CLIPS « FASTENERS * THUMB-TACKS a TAK-A-PINS ® ETC. 
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@ Full Walnut exteriors. Drawer 
fronts veneered with center- 
matched Butt Walnut. 

@ 5S-ply tops, 1%” thick. Edging 
beautifully moulded. Solid Wal- 
nut legs, 1%" square, with cor- 
ners chamfered and fluted, 
blocked and turned at bottom. 

@ Cast brass drawer pulls. Antique 
English finish. Tumbler locks. 

@ No. 2400 Series ineludes 11 
matching pieces. 
















No. 2467 Flat Top Desk—66” 
x 36” x 30” high. A beautiful 
turned-leg all-Walnut desk for 


executive and general offices 





“THE CARBON 
AND THE IDEA 
ARE PERFECT” 


That’s what important 
dealers say about 


CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESIST 
ANCE TO CURL make it the carbon paper pre- 
ferred by busy users. 


Cleangrip combines all the desirable features of | 
| good carbon papers plus the highly important spe- 
| cial features possessed by no others. 


It is profitable to the dealer as it brings new 


| business and holds it against competition. 


DEALERS: Don’t overlook this business getter. 


Write for samples and prices. 








CARBON 
PAPERS 
Cleangrip 
Whitedge 
Clean Pull 


Cameo 





American 


| Tally 


| Teletype Carboni 


Reliance 


Carbons in all 
weights and 


finishes 


Are You a Good Guesser ? 


WHAT'S THE PRICE OF THIS DESK ? 


Look at the beautiful lines of Imperial’s No. 2467 Desk. Read its specifi- 
cations. Then try to guess the retail price of this outstanding desk. You'll 
be surprised when you learn how moderate the price really is 
to $25 lower than most dealers guess. 


from $10 


Imperial’s No. 2400 Series has all 


the rich “eye appeal” 
and built-in quality of 
high-priced office fur- 
niture—yet it’s priced 
low enough to bring 
you quick, profitable 
sales. Write today for 
details and prices of 
the complete Imperial 
Line for 1939. 













IMPERIAL 
DESK 
COMPANY 


EVANSVILLE, 
INDIANA 





HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 


Business—Repeat Business— 


To You 


CARBON 
ROLLS 


Tailor’s Marking 
Photo Offset 
Billing 
Fisher Machines 
Billing Rolls for 


Burroughs Posting 


Machines 
Register Rolls 
Rolls 


Rolls 
Rolls for 
Addressing 


Spe cial Rolls 


Elliott- 
Mact 


Rolls for Elliott- 


zed 


INKED 
RIBBONS 


Stormtex Silk 
Stormtex Cotton 
Cameo 
American 
Reliance 


Ribbonsfor Address- 
ograph-Multigraph 





, | Speedaumat 
lines 


| Dupligraph, ete. etc. | 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 


561 GRAND AVE. 


BROOKLYN, N. Y. 
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Senne mememnemeeng 


for his outstanding record in building sales organiza- — > 
ti d ho f iated 
so dander enamels caaeettion wttic a: aueiaber-o8 quealle PELO UZE POSTAL SCALES | 


nent companies such as The Safe Cabinet Company, 


Remington Rand, Inc., and L. C. Smith & Corona ELF computing dials for all mail matter including 
Typewriters Inc. Lee Rosemond, vice-president in tb Sialaal d the did aaa 

charge of sales, is also a well-known figure in the : pa Pe ey ae ee oe plat cit: 
office equipment industry, having been associated affix the postage. 


Beautifully Finished 
in Gold or Green Bronze 


with L. C. Smith & Corona Typewriters Inc. as branch 
and division manager and assistant sales manager. 
A complete description together with pictures of 
the Sonotone intercommunicating system units ap- | 

pears elsewhere in this issue. 
—-<- 


“SIKES BOOK OF OFFICE FURNITURE” 

The Sikes Company, Buffalo, N. Y., last month began 
distribution of its new catalogue No. 20, which bears || 
the title of “Sikes Book of Office Furniture.” The cata-_ || 
logue covers the entire line of Sikes office chairs and 





""National,"’ 4 
"Columbian,"' 21 Ibs. 





























































= anand No. 2 "Victor," 2 Ibs. 
| No. 4 "'Victor,"’ 4 Ibs. 
| Ht || "Commercial," 6 Ibs. 

il! Hit tH “Mail & Express,"' 10 Ibs. 

i} PATH | a ms — 

WH | HH i | Dealers ? ons a 
AH ult} , | 

||| ir Supplied by | 
i Hi i} i . HE . 
())))) SIKES | — ; ; | 
HH) OF . 2 Ibs. & 4 Ibs, 
HA OFF Tey Stationers 
HE , : . j 
RAN FURNITURE | | 
i Hi} i] om, “AO MW Tony } e 
NE ‘al | | Pelouze Manufacturing Company | 
WL FATURING 
WHHL] Sateen | 232 E. Ohio Street CHICAGO | 
HHH HAH S-Poimy StATINg Member National Stationers Association 
AM li nm am 7 , 
Nh RSTO sea me | | 
uu } | ¢ Pits i |) 

Free! Free! 


SIKES’ NEW CATALOGUE NO. 20 


Beautiful Display Stand for 


furniture and gives special attention to the many new 
protection pad phic st features of the chair an in- Chrome Mount Rubber Stamps! 
cluding the company’s well-known Koolcushion seat- A beautiful display stand offered FREE. Also your 
ing, five-point protection, fixed-floating principle and name engraved on handles FREE OF CHARGE. 
Rest-Fio seating. _ A constant reminder to your customers where 

; : eal! they have purchased their supplies—a most valu- 

with thanas Mt Pally, yeosltastiot lowmenteitons |) {eee 
, A sident of Lowma - 

ford Company of Seattle at the helm, a goodwill DEALERS: ATTENTION 


caravan and motorcade completed one of its most 
successful jaunts through the state of Washington 
ever undertaken. Under the inspiring leadership of 
the chief of the large stationery house, business and 
professional men of Seattle visited the cities and 
towns of Southwest Washington with a circuit of 
twelve cities and a round-up at Portland, Ore. The 
tour designed to renew business acquaintance among 
friends resulted in the promotion of genuine good 
feeling and neighborliness on the part of business 
men in the important communities visited, where Mr. 
Pelly and his new type of travelers were given a rous- 
ing welcome. Several other leaders in the paper, 
envelope, stationery and office furniture field of Seattle 
were in the group, such as A. W. Akers, Jr., George 
W. Milne, and James D. Headley. All who took part 


Be the first in your 
community to fea- 
ture this new chro- 
mium stamp. Watch 
your sales grow as 
customers realize 
that your store takes 
the lead in introduc- 
ing the latest and 
most efficient office 
devices. The new 
B. & M. Chromium 
stamp will stimulate 
your business. OUR 
SERVICE: All orders 
received 12:00 
(noon) are complet- 


ed and shipped the 




















returned to Seattle with a better knowledge of Wash- d 

: : : ‘ , same day. 

ington affairs and widened interests and horizons. Write for cate- 

As one of the leaders commented: “Never has a good- LU log and liberal | 
. ee iscounts. 


will tour encountered such a fine spirit of cooperation 
in the communities visited. There was displayed a 

widespread desire to uphold Washington and to work | Bankers & Merchants Stamp Works, Inc. 
for the common good. While the acquaintanceship 3215 N. Sheffield Ave. Chicago, Ill. 
gained by members of our own party was a by-product, a nen 
































FOR THE 


ASSIGNMENT 






Weldon Roberts HEXO CLEANER 


Feature this versatile pink eraser prominently for 
all types of “cleaning”: 


GLOVES FABRICS WALLPAPER 
WHITE SHOES CRAYON CHARCOAL PENCIL 


\ Hexo-shaped for convenience—the broad side 


for cleaning large surfaces, the ends for more 

detailed work. No. 1010, the 10c. size. No. 1000, 

5c. Volume sellers. 
WELDON ROBERTS RUBBER CO., Newark, N. J. 


America’s Eraser Specialists. 


Weldon Roierts 
GOW 
COMFORTABLE 


Posture Chair, built 
according to correct 
scientific posture 
principles, enables 
the user to do a bet- 
ter day’s work. Its 
exact degree of back 
support and deeply 
cushioned seat elim- 
inate fatigue. Adjust- 
ments are made sim- 
ply, without tools. 

This chair is a typical 
number of the Eff & 
C line. Secretaries 
and = stenographers 
find it particularly 
suited to their re- 
quirements. Sell it 
and your furniture 
volume will grow. 











Correct Mistakes in Any Language 








Eff & C No. 250-P 


WRITE TODAY for details concerning our 


Dealer proposition. 


THE FRITZ-CROSS COMPANY 


304 E. Fourth St. St. Paul, Minn. 
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| it was nevertheless valuable.” Value of the good-will 
caravan cannot be overemphasized and due credit was 


accorded Mr. Pelly for the leadership demonstrated in 
his chairmanship of the expedition that was every- 
where greeted with real cordiality and neighborly 


| friendliness. 


Lowman & Hanford Company employes in Seattle 
have exhibited their generosity in a striking manner 
this November when the Community Fund call came 
round. Already well “over the top” with their con- 
tributions to the group of Seattle charities, they in- 
creased their subscriptions to more than double the 
amount which they furnished for such aid to the 
destitute last year. 


> = 


* * * 


Tenth anniversary of Thompson’s Stationery & 
Office Equipment House at 526 Fourth street, Bremer- 
ton, Wash., was celebrated with a newly remodeled 
and enlarged store, for the display and demonstration 
of new and used typewriters, as well as complete lines 
of office furniture, files and supplies. Large variety of 
stocks of personal as well as commercial stationery are 
featured in the expanded business on Fourth Street 
of the Navy Yard City of Puget Sound, after a decade 
of service to Bremerton business houses. 

* . . 

Enlarged, remodeled and redecorated, the University 

Book Store, a leading typewriter and stationery outlet 


| of the college district of Seattle, staged “Open House” 


with a reception to students and faculty of the Uni- 
versity of Washington. From the campus thousands 
called, for the Eds and Co-eds this year number more 
than 11,100 students, taught by a faculty of more 
than 600, and there were rosebuds for hundreds of 
the women students looking through large stationery 
and typewriter stocks as well as other departments 
of the large University store. Modernized and ex- 
panded, it was thoroughly inspected by freshmen as 
well as older students patronizing it in years past. 
Tea and coffee were served by the smart student 


| hostesses in the midst of the entertainment afforded. 


Under new auspices latest model typewriters were dis- 
played and demonstrated, as hosts of machines are 
sold to the large enrollment of students at the big 
educational institute of Seattle. A number of new 
departments have been added to the large typewriter, 
stationery and students’ supplies outlet in the col- 
legiate district of Seattle, close to the campus of one 
of the nation’s finest universities, where Professor 
Dvorak is engaged in extensive typewriter research, 
instruction, and simplification and improvement of 
the typewriter keyboard which may yet revolutionize 
the production of American business machines.—CML 
CLARITY IN SPEECH ASSET IN SELLING 


There are persons who say “Good morning” and 
“Thank you” with some intonation and manner that 
immediately stamp them as having a superior per- 
sonality. The article they have for sale is described 
with a sense of clarity and the words so carefully 
chosen before they were used that unconsciously the 
buyer gives more than ordinary consideration to the 
salesman who has made every word count. 

You will notice that their language is not smooth 
and flowery or precise or oratorical. They speak with- 
out apparent effort and their most commonplace 
phrases become endowed with crispness and their 
words are hinged together with common, little con- 
junctions that freshen the sales talk and arouses in- 
terest because the selling talk is repeated in a differ- 
ent manner. 

Any salesman can manipulate the reason of the 
prospective buyer but it takes a gift of fair speech to 
keep from blundering. Perhaps, some of the persua- 
siveness may lie in the voice, some of it in the diction; 
but after all, the supreme gift of speech is inherent; 
it is a very part of an individual. Of all aesthetic in- 
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characterized by smart styling, 


inches. 


finished underneath, corners 
legs with front corners rounded. 
36 inch sizes. 





Above—our 171 series of genuine American walnut, 
utility and extraor- 


dinary convenience. Standard sizes up to 


Below—our 60 series, another modern style in genuine 
American walnut with moulded edge, five-ply wood top 
rounded 
60 by 34 and 72 by 


and 


MODERN 


192 by 48 and you can save their time 
showing the SAMSON 
present . to do busi 


tapered 


SAMSON tables. Our 


select for intelligent recom 


ings and with strength to 


and illustrated in great 


MUTSCHLER BROTHERS COMPANY 


NAPPANEE, INDIANA, U.S.A. 





builders, 


seek modern design when considering office or directors’ tables, 


advantage of this modern trend 


varie 





Everyone wants to 


line 


ness with up-to-date people. 


fine variety of styles enables 


the generation 


erve 


ty in the SAMSON No. 30 


architects, and business men 


and stimulate their interest by 


live 
show some of these modern 
mendation in harmony with surround- 


Tables for the 


directors’ room, general office, school and cafeteria are described 
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in the 
So, take 


you to 


catalog. 























FEATURE 


BENTSON 


Steel 


Steel for longer, better service 
for time saved—for value to be 
remembered and for real depend- 
ability. Bentson Transfer Cases 
are made in two grades, the 100 
line with outer channel frames, and 
the 50 line with smooth exterior 
supported by inner channel frames. 
Can be stacked to any desired 
height and locked into a solid unit. 





TRANSFER 
CASES 


Letter, legal, ledger and invoice 
sizes, also made for cards and doc- 
uments. Drawer moves easily on 
two rollers—letter, legal, and in- 
voice sizes can be equipped with 
follower block and rod. Solid and 
sanitary bases available. 

Write for your copy of the new 
Bentson Catalog. 


Lasti 


The Bentson Mfg. Co. 


Manufacturers of 


Steel Office Furniture 


AURORA 


4 


ng 







Bontson 
100 Line 


ILLINOIS 
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STAPLES, ACE 













Looking Forward... 





Looking Back 


we are grateful to you dealers tor we confidently expect that “Staples 


your co-operation in making staple by ACE” will sell in ever increasing 


users conscious of that often over volume because of the added de- 


looked factor “Quality”. As a result mand from a great many important 


sales of “Staples by ACE” showed a consumers who recently standard 


ized on “Staples by ACE” after try- 


further large increase during the past 


year, while repairs on stapling ma ing brands of staples that have only 


price appeal. 


"Staples by ACE” will help you 


make this a prosperous New 


/ chines for troubles caused by infe 


rior staples dropped off sharply. 


This proves once againthat.. _ es oe 
Sot Year, Mr. Dealer! 


5 4AKES BOTH... TO GIVE tae “REAL STAPLING SATISFACTION’ 


ACE FASTENER CORPO RATIO N—3415 no. Ashiand Ave., Chicago, Illinois 


Makers of the World’s Best Stapling Machines and Precision Staples 


A New 
Desk for 
Modern 
Offices 
built by 
Jasper 
Desk Co. 














. The New 600 Line Genuine wal- a siete a. ee a 
nut .. Genuine mahogany .. Three lenever you see a new desk announced by Jasper Desk Co., 
sizes . . 72, 66 and 60 inches long . you can at once and with confidence credit it with symmetry and 
all sizes 36 inches wide. Top 1); _ style, rugged construction and up to date facilities. Those of 
inches thick five-ply. Panels 1% our dealer friends who have seen the 600 line predict a lively and 
inches thick five-ply. ; . : . ° : ; 

; growing demand for it. A record of more than sixty years in 


producing desks of unvarying quality, a consistent growth in 
volume and distribution, vouch for its success. Full details on 
request. 


Jasper Desk Company Jasper, Indiana 


CHICAGO REPRESENTATIVE: W. H. Brown 
6708 Glenwood Ave., Phone ROGers Park 3644 





New York Warehouse, 573 Broadway 
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stincts speaking is the hardest to learn and since 


speech is needed to win a buyer’s fancy, when a sales- D RF y ' AT 
man is not born with an instinct of persuasive speak- ry 

















ing, let him take to a clarity of thinking. That being TURES 
the basis of good speaking in which random terms and FEA IN 
impulsive remarks have been eliminated. ONE BOTTLE 
There are many steps to be taken before one sells | V A Typewriter Cleaner. 
merchandise intelligently. First, there are schools and \V A Platen Refinisher. 
always observation and adaptability and—repeating \V A Polisher for the Enamel and 
what has been said before—clarity of thinking. Noth- | Nickel. 
ing is surer of getting sales than a sales talk well \ A Protector and Cleaner for 
thought out and let “go” at the right time and place. Rubber Keys. 
—Alice Lennhoff. Sold by the best dealers from 
SS Coast to Coast 
CANADIAN NEWS NOTES Manufactured by 


The Viceroy Manufacturing Company, Toronto, Ont., | DR. SCAT CHEMICAL CO. - REFINISHER” 


has awarded the contract for a two-story addition, 

which will provide nearly 11,000 square feet of much- 178 N. Franklin St. -- Chicago, Ill. 
needed floor space. The two floors, which are to be 
used entirely for manufacturing purposes, are of brick 
and timber construction and measure sixty-five feet 
by eighty-six feet. In January the company erected 
an addition containing 30,000 square feet, and this 
with the latest one, will give the firm a total area of | 
148,000 square feet. 








J. J. Seitz, president of Underwood Elliott Fisher 
Ltd., and a pioneer in the marketing of typewriters 
in Canada, has returned from a very profitable and 


All you Re ed do 


pleasant business and pleasure trip to Vancouver, a. ctal Svce P 

B. C. Despite his seventy-seven years, Mr. Seitz is| im ory Pusbless Hanger: 

active and cheerful. Ls . give it & GOO” & Pomally 
* * * ced ae pecentie profits pe 


omes and 


13,546, 645 he -Pl 
MOOR RE PUSH | Phila., Pe- 


Bennett & Company, office stationers, of Port Arthur, | 
Ont., recently moved into a new and enlarged store 
at the corner of Arthur and North Court streets. The 
Bennett firm will take over the Remington typewriter 
agency, adding calculating and other business 
machines. 


113 Berkley Street 





7 7 7 


Stein-Hall, Ltd., 250 Van Horne street, Tronoto, Ont., 
subsidiary of Stein-Hall & Company, Inc., of New York, 


Sell More 


and Stein-Hall Manufacturing Company, Chicago, Hanson 

manufacturers of starch products, are adding a line 

of liquid glues for office and general commercial use. Scales! 
oa 


New equipment is now being added at the Toronto 


plant for the making of the new preparations—SJL There is a wide market for 


shipping, postal anJl air 
mail seales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 
profitable distribution. Send 
for Bulletin No. 5. 


ee 
KERN JOINS INVINCIBLE METAL 


Scheduled to travel Texas, Louisiana, Oklahoma and | 
Arkansas, where he will devote his time to assisting | 
dealers in every way, Jack C. Kern last month was | | Heavy Duty 
appointed a field representative of the Invincible Metal | — — 
Furniture Company, Manitowoc, Wis. oe methane 

Announcement of Mr. Kern’s appointment was made $17.50 525 N. Ada St., Chicago 
by George H. Alter, vice-president of the company, 
who said the new representative will maintain an 


office and display space in the Allen building in Dallas, 

where he has made arrangements for Invincible prod- we RADIAL OSTA py 

ucts to be demonstrated or disc aaued during his ab- \9° i’, 
o* ®s 






HANSON SCALE CO. 

















sence in the field. 
oii 


BAIER NOW ON HOTCHKISS STAFF Efficient and — 

The Hotchkiss Sales Corporation, Norwalk, Conn., pees cosa aaees 
last month announced the appointment of Erhart on hand and properly 
Baier as a representative covering Indiana, Kentucky, arranged. The most ef- 
Michigan and Ohio. ficient desk file on the 

In accordance with the Hotchkiss policy Mr. Baier market. Made in four 
has been brought up from the ranks and goes into the | sizes. A very profitable 
field fully equipped with a first hand and valuable item for stationers. 
knowledge of stapling, its possibilities and problems. 

Hotchkiss dealers throughout the states named | 
above will find Mr. Baier ready at all times to give 
them the benefit of his experience and to assist them 
in any way possible. 












| Stanley R. Bristow 
24 Central Ave.West Orange,N.J. 
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| F. S. WEBSTER COMPANY REACHES FIFTIETH YEAR 





ALL METAL 


AMCODATER | 
DATING MACHINE 


TWO TYPE SIZES 
STANDARD 


NOV 18 °42 
TINY TYPE 
NOV 18%42 

Write For Discounts 


AMERICAN NUMBERING MACHING CO 
BROOKLYN, NEW YORK 


The ELLIOTT ENVELOPE SEALER 
4 is the fastest office appliance in the 
| \ \ world and easily automatically 

‘ 


feeds, seals and delivers 400 
envelopes per minute with an 
ee average thickness of 


> ~contents. It was greatly 
changed and im- 
My proved in 1937 


= and is a desirable 
8S 


Are . 
' item for station- 
~ J 


Y 
THE ELLIOTT ADDRESSING MACHINE CO. 
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ery stores. 


144 Albany St. 
Cambridge, Mass. 











REPLACEMENT 


ADDING & BOOKKEEPING MACHINE 
TYPE 


IMPROVED FINISH—CLEAR IMPRESSIONS 


38-39, 39-40, 40-41 Double Type in 10 and 16 Pitches 
and 39, 40, 41, 42 Single Type Now Available from 
. Stock. 
Guaranteed to Fit and Function Properly. 


Write for Catalog 


CLOYES GEAR WORKS 


17214 Roseland Road, N. E., Cleveland, Ohio, U. S. A. 
Cable Address ‘‘CLOYESGEAR”’ 
























LEATHER OFFICE | 


FURNITURE 
OF 


DISTINCTION 


PRICED WITHIN THE | 
RANGE OF EVERY. 
BUYER 


Get Our Catalog and Prices Today! 


RAPHAEL SHOPS, Inc. 


707 Broadway, New York, N. Y. 


| 
| 
| 
| 
| 
j 
| 


No. 406!/, 








| pany, 
| which he has been connected for thirty years. 


| ster products, 


(Continued from page 55) 


manager of the company. In 1932, management of 
sales was added to his previous duties. 

With F. S. Webster Company, Charles P. Garvin, 
now general manager of the National Stationers Asso- 
ciation, spent his entire commercial career, in which 


| fertile soil he developed his genius for administration. 


John H. Greim is another old employe with the com- 
leading salesman in the Boston office, with 


A few years before Mr. Malcolm joined the com- 


pany, the entire output of the Webster factory was 


consumed in New England alone. A fine record of 


| achievement for that day and age and fitting start 


for Mr. Malcolm’s plans for world distribution of Web- 
maintaining Webster reputation for 
business practice. 

One after another departments were added with 
the remarkable expansion of business. Branches were 


| opened before the turn of the century in New York, 


Chicago, Philadelphia, Pittsburgh, London, Paris and 
Berlin. The San Francisco office was opened in 1915. 


Build Present Home 


Another highlight in the company’s history occurred 
in 1930 when ground was broken at Cambridge for 
a new $500,000 building in which to house the F. S. 
Webster Company. The courage of Mr. Malcolm is 
attested by the fact that the planning and actual 
erection of the half-million dollar building was under- 
taken when the world was gripped in one of the long- 
est and most intensive depressions in history. 

On November 22 of the same year executives and 
employes as well as a crowd of 200 persons braved an 
incessant downpour of rain and icy blasts to attend 
a cornerstone laying ceremony. There they watched 
Mr. Malcolm wield a silver trowel after placing within 
the cornerstone a copper box containing photographs 
of the company’s founders, copies of editions of the 
city’s three newspapers, a telegram from the Admiral 
Byrd expedition, a box containing Multi-Kopy carbons 
and Star brand ribbons, a letter of appreciation from 
the employes, a complete history of the Webster organ- 
ization and, for remembrance, a sprig of rosemary. 

As a fitting climax to its growth and program of 


expansion the company in 1931 moved into its new 


Cambridge home designed for maximum efficiency in 
production and distribution together with comfortable 
arrangements for its employes. This structure, of 
concrete, brick and steel, with 125,000 square feet of 
space spread over a five-floor area, is one of the most 
modern ribbon and carbon plants today. Flanked by 
the winding Charles River a short distance away and 
with historic Boston upon the opposite shore, the com- 


pany in its new home is prepared to carry out the 


inspired growth which has marked its every year since 
the beginning in the little Malden house basement. 


— 


QUICKEL RESIGNS FROM SCHOOLEY STAFF 


Effective January 1, Tom Quickel changed jobs, leav- 
ing the stationery field to take up farming. Mr. Quickel 
severed his connections with the Schooley Printing and 
Stationery Company, Kansas City, Mo., to “retire” to 
his farm on Route 1, Buckner, Mo., twenty-four miles 
east of Kansas City. Speaking of the farm he says, 
“T feel that it requires my full time and undivided at- 
tention for the next few months.” It is his hope to do 
some writing during the coming year, interspersed with 
occasional activity as a visible records equipment con- 
sultant in his area. 

Mr. Quickel, who is well known in many sections of 
the United States due to his previous service as rep- 
resentative of Postindex, will doubtless call upon his 
sound knowledge gained through the years when con- 
sulted as a visible record authority. 
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Four Complete Grades 


(A) Standard (B) Commercial (C) Utility (D) Non-Suspension 


For the convenience of our dealers, we maintain a 
stock of four complete lines of two, three, four, and 


five drawer uprights. 


In addition we are prepared to supply immediately 
a wide variety of desks, tables, wide and half hori- 
zontal sections and many other items essential to the 


office. 


Write for catalog and dealer prices. 


PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts. Philadelphia 
WAREHOUSES: Philadelphia Los Angeles Chicago 
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University of Minnesota e INSTALLATION BY MILLER-DAVIS CO. 


LIBRARIES, UNIVERSITIES, COURT HOUSES EVERYWHERE STANDARDIZING ON 
LEOPOLD VERSATILE WOOD FURNITURE BUILT AT BURLINGTON, IOWA 


— Te awe OS Ter EC Ro Fae hu oy 
Ps a, 2). aa nis sell coe dune 2:9 2 sis dh ee x maeoperre hia 








A SUPER LINE of 


Storage, Wardrobe and 
Combination Cabinets 


ay 
H] 


& ; 
: if 


Attractive in 
appearance and designed 


to give years of service. 


AN EXCEPTIONAL VALUE 


Write for descriptive 
circulars and prices. 


ANDERSON-HICKEYs COMPANY 


INCORPORATED 


GENEVA, ILLINOIS 


BOE 


q.444 
Baas 


uate 
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MELIND TO CELEBRATE 50 YEARS IN INDUSTRY 


Louis Melind, head of the Louis L. Melind Company, 
362 West Chicago avenue, this year will celebrate his 
fiftieth year in the stationery and office equipment 
industry. 

Mr. Melind began his career in 1889 when he ob- 
tained employment with Sellschopp and Klockmann, 
owners of the Columbia Stamp Works in Chicago. A 
few months later he left that organization to join 
the C. and A. Morgan Company when that firm ex- 
panded its activities to include printing and engraving 
in addition to the manufacture of stencils and metal 
and rubber stamps. 


In 1893 a small shop was opened at 196 South Clark 
street with a sign notifying Chicago that here was 
Louis Melind, dealer in rubber stamps and accessories. 
The official opening occurred on August 1 with the 
entire staff consisting of Mr. Melind and an office 
boy, who were soon, however, to add two more em- 
ployes to take care of the steadily-increasing business. 

In 1900 the company took larger quarters in the 
Abendpost building. Shortly after the firm was incor- 
porated in 1907 another move was made, this time to 
a site at Madison and Wells streets. Here Mr. Melind 
and his organization remained for a decade and then 
moved into the company’s own building which it now 


occupies. 
Oe 


N. S. A. MAKES SERVICE CHANGES 


Beginning January 1 the National Stationers Asso- 
ciation has placed in operation several changes in its 
business reporting services. As a result, “Weekly Peeks 
of Business” will become “Bi-Weekly Peeks of Business” 
issued every other week. The Washington News Letter, 
with which every member of the association is fa- 
miliar, will be issued more often during 1939. 

A new booklet issued by the association contains a 
series of collection letters which have proven valuable 
to members as attested by the fact that more than 500 
requests for copies have been received. Another favor- 
able service is the issuance of N. S. A. Wage and Hour 
Bulletins in which 300 important questions have been 
answered relative to the application of this law. 


> 


CHILLICOTHE (OHIO) HONORS BEARCE 


Edwin F. Bearce, vice-president of the Chillicothe 
Paper Company, Chillicothe, Ohio, was named the 
city’s “outstanding citizen for 1938,” by a secret com- 
mittee of the Junior Chamber of Commerce last month. 


Announcement of the honor was made at a dinner 
on November 11 at the Warner hotel at which Ray- 
mond F. Fletcher was the principal speaker and 
awarded to Mr. Bearce a plaque for his civic con- 
tributions as chairman of the city planning commis- 
sion, chairman of the budget committee of the Council 
of Social Agencies, and his activities in conservation, | 
flood control and Boy Scout affairs—AK 


we 


The Robinson Manufacturing Company, Westfield, 
Mass., last month announced the appointment of three 
more men to its sales staff. The three men and the 
territories they will cover are as follows: Harry M. | 
Cooper, Southwestern district; Standish S. Converse, 
Pacific Coast, and John E. Abrahamson, the Rocky 
Mountain area. 


| 
ROBINSON ADDS THREE TO STAFF | 
| 


*—> — 
SIMPSON TO MANAGE VAN NUYS FIRM 


E. E. Simpson has been appointed manager of the 
Van Nuys Office Equipment Company, which recently 
purchased the business and location of the Southern 
Typewriter Company at 6201 Van Nuys building. 
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30 COLUMBUS PL. 


SPRING CUSHION KEYS 


For Typewriters 


MASTER 
SPEED KEYS 


THE STENOGRAPHER’S 
IDEAL KEY 


You can sell them profitably. 
Write for interesting proposition. 


SPEED KEY MFG. CO. 


BROOKLYN, N. Y. 











Posture 


Chairs 








1417 McGee Street * 








hos" 


POSTURE CHAIRS 


Chair 
Cushions 





All Steel 


ansas City, Missouri 
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DEALERS 
WANTED 


Exclusive Distribution. 





+ 


TYPEWRITER RIBBONS 
CARBON PAPERS for 


i ee i ee Oe ae ee 


WRITE 


liaise wii tan 
a dd, 


CEL-U-DEX CORP 


Send for samples and full particulars. 
CROWN RIBBON & CARBON MFG. CO. 
Rochester, New York, U. S. A. 
Dpetetepeeepebetetntebebeeeteeeeteteteeetedeteeeeeetetets 


Quality Products. 


for all machines. 


all purposes. 
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OR TYPE SUBJECT ON INSERT- 


CUT TO SIZE -MOISTEN and APDLY- 





1 Main Street 
at BROOKLYN, N, Y. 
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Free Samples 
ARE WAITING FOR YOU 


Being believers in that old adage, ‘‘The 
proof of the pudding is in the eating,”’ 
we offer you free samples of our line of 
inked ribbons and carbon papers. 


Performance counts... not words! These 
samples will prove the sterling quality of 
our line. 


A copy of our price list will be sent along 
with the free samples . . . and possibly 
that price list will open the gates to 
GREATER PROFITS FOR 1939. 

Just tear out this ad and pin it to your 
letterhead—it will only take a minute— 
a minute that may boost your sales and 
profits considerably. 


U. S. TYPEWRITER RIBBON MFG. CO. 
Tenth & Sansom Sts., Philadelphia, Pa. 


iz 


a 











SEND FOR THIS CARD 
OF ACTUAL SAMPLES 


HELPS YOU TO BUY 
HELPS YOU TO SELL 


This handy card contains a representative assort- 
ment of the actual signals in the twelve standard 
colors. Made of stainless steel—cannot rust or 
tarnish. A helpful “catalog” for your buyer, a 
convincing layout to show customers. To the 
trade—no charge. Write today. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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PERSONAL APPEARANCE AID 


Many an office appliance store employe falls into 
the habit of careless personal appearance largely be- 
cause he isn’t conscious of the way he looks. 

To overcome this condition, a Western dealer resur- 
rected a huge bureau mirror, and fixed it opposite the 
door leading to the employes washroom. As each em- 
ploye came out of the room one morning, he caught 
his reflection in the big mirror, and read the sign 
below. 

“I am your mirror. I see you as your customer 
sees you, but I differ in this respect. She would 
not be likely to be personal enough to speak to 
you about your appearance. She may comment on 
it with her neighbors, but I have no neighbor. I 
am your true, silent friend. I cannot utter a sound, 
but I do reflect. I tell you if you need a shave, 
haircut, pressing, or shoe shine. If these items 
have been taken care of, throw out your chest, 
turn up the corners of your mouth, and I’ll smile 
back at you and say, ‘Fine.’ Go out and do your 
stuff.” 

Today, with the mirror as a constant reminder, 
there’s no fault to be found with that store’s staff! 
—BART 

_— 
REMINGTON RAND CANCELS PAY CUTS 


Remington Rand, Inc., Buffalo, N. Y., announced last 
month the restoration in full of salaried employes pay 
cuts put into effect last summer. 

The restoration, which will effect between 4000 and 
5000 employes went into effect on January 1. 








TER S 


Edward Duquette, who had been in charge of the Wood 
here, has taken on the New England 


17TrTewri 


Boston, Mass. 
stock Typewriter Company business 
and eastern states. 





Columbus, Ohio.—George A. Roberts, owner and operator of the Typewriter 
Sales & Repair Shop, recently moved from 228 East Long street to new and 
larger quarters at 77-81 South Fourth street. Mr. Roberts has been in the 
typewriter business since 1927, starting at 38 South Fourth street. Increas- 
ing business necessitated the move to larger premises. 


Los Angeles, Calif..Samuel D. Rothman, owner of the Commercial 
lypewriter Company, has moved to larger and more modern quarters at 
111 West Ninth street. 

Seattle, Wash.—The U Mimeo and Typewriter Company has showed 
gains in business since occupying the new premises at 4224 University 
Way. 

Toronto, Ont.—-A. O. Dawson, vice-president, L. C. Smith & Corona 
I'ypewriters of Canada Ltd., is visiting all branches of the firm across 
Canada. He is now on the Pacific Coast and will work eastward. The 
foronto company is at present expanding its offices and warehouse due 
to the fact that all machines for the export market are now being 
produced there.—SJL 

Van Nuys, Calif.—The R. J. Circle Typewriter Company of Hollywood, 


complete branch store at 14523 Sylvan avenue, 
formerly connected with the Los Angeles branch 
has been appointed manager 


has recently opened a 
this city. Cliff Hegness, 
of Remington Rand, Ine., 








NE §$ 


has moved its 


OTHER MACH I 


The Chicago Dictating Machine 
to 28 South Wells Street. 





Chicago, Ill. Company, 


establishment 





PENS AND PENCI 





Lewisburg, Tenn...The Linton Pencil Company will be in production 
early this year. 
Toledo, Ohio—The Orville A. Brown Fountain Pen Shoppe, Spitzer ar 
cade, has been remodeled 
. * * 


Vienna Office Machine Demonstration 
Juromaschinen und Bur vbedarf Zietung (Vienna) is a newcomer to the 
publication field in that country. We note an item referring to a window 
display made by a Vienna firm, which attracts the attention of passe rsby. 
4 moving picture film is displayed demonstrating the action of adding 


ind calculating machines 
” > * 


Empire Edition of Buro Industrie 
The November issue of Die Buro Industrie (Berlin) was the annual export 


It depicted typewriters and bookkeeping machines. Graphs showed 
the leading countries 


number 
the volume of German exports t 
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Sikes Revolutionary 5 POINT PROTECTION 
.......@ Real “SPARK-PLUG” for Your Swivel Chair Sales! 


Available on All Sikes Swivel Chairs 


Only Sikes Swivel Chairs have all these dramatic improve- 
ments ... that save costly destruction caused by scratched and 
splintered chair arms and bases, desk legs and drawers and 
scarred floors. 

Sell 5 POINT PROTECTION and open up a vast and 
immediate new volume of Swivel Chair business. Write for 
full information. 


THE SIKES COMPANY, Inc. 


20 CHURCHILL ST. BUFFALO, N. Y. 





PROTECTION POINT 
NUMBER 3 
Bakelite Scuff Plates 


Exclusive / 





Harmonizing with the 
finish—protect the chair 
base from shoe scuffing... 
eliminate splinters and sharp 
edges . . . prevent scratched shoes 

and damaged hosiery . . . save pre pcr Wer Boe 
repairs and refinishing. feature. 


These scuff 
plates, firmly 
anchored to last 
the lifetime of 









No. 1136-T—36x26" 


© 5 POINT PROTECTION 
ALMA TABLES-— 


No. 1100 Series 
Combination Walnut—Mahogany or Quartered Oak 


—I drawer 









EVERY PROTECTION POINT A 
SELLING POINT FOR YOU 


re) 


ARM GUARDS 





SEAT a 


BAKELITE 
SCUFF PLATES 


2 


BASE SNUBBERS a 


BALL- BEARING CASTERS 

















No 





No 











No. 


No. 


. 1142-T—42x30"—1 drawer 
1150-T—50x30"—1 drawer 
. 1160-T—60x32"—2 drawers 
1172-T—72x34"——2 drawers 


— Also other designs and grades 


ALMA DESK CO. High Point,N. C. | 
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We wish to thank our frienc 
support 


organization a happy and prosperous new year. 


ls for their loyal 
and to wish them and the entire 


INDIANA 
DESK 
COMPANY 


Jasper, Indiana 














Super-values in New 
Indiana Chair Co. 
Leather Upholstered 
Office Chairs 











No. 701 


Quartered oak or 
birch in walnut 
or mahogany 


finish. 





Definitely outstanding in com- 





fort and substantial construc- 
tion, No. 701 is upholstered 
in carefully selected Titetan 
leather. Our upholstered line is extensive and we also make all 


wood office chairs in popular variety as well as teachers, tablet 





and juvenile chairs, jury chairs and stools. Catalog with leather 


color display and full details on request. 


New Indiana Chair Co. @ Jasper, Indiana 













UNIVERSAL 
The Choice of 
Office Machine 


Manufacturers 


Suppose you were putting a new accounting or 
writing machine into service—wouldn’t you 


select the most dependable stand you could 
find? Well, that’s just what a number of of- $ 50 
fice machine manufacturers did when they se- tae 


lected TUSCO They tested for convenience, 

structural strength, stability and adjustment. retail with 
Their findings are your assurance of top notch 

pane Mh drop leaf. 
TUSCO Universal is mounted on 3-inch rubber tired noiseless 
casters, locks rigidly in position and adjusts for any unevenness 
of floor. Side leaf measures 16x181%4 inches, and top is adjust- 
able for practically every office machine in use. Stand weighs 
42 pounds packed for shipment 

We also make TUSCO 100 line, a lighter weight low cost stand 
made with welded joints and bolted cross tubes. It is fitted 
with two cadmium plated casters and two rubber feet, and foot 
lock is available if desired. Top 16x18” and drop leaf 12x18” 
are of Masonite Presdwood. Descriptive folders sent on request. 


TUBULAR SPECIALTY MFG. CO. 


1940 Stanley Ave. Detroit, Michigan 


C. E. Ritter, 2451 E. 78th St., Chicago Representative 
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RIBBONS AND CARBONS 











Cambridge, Mass.The F. S. Webster Company is celebrating its 


fiftieth year’s business. 


Cleveland, Ohio—The Interstate Ribbon & Carbon Corporation has 
been chartered; 250 shares of no par value stock; incorporators—Faith 
Ingersoll, Harry Roemisch and Florence R. Silmer 


New York, N. Y¥.—Frank M. Weeks has joined the sales organization 
of the Allied Ribbon & Carbon Company. 


Toronto, Ont.—A. M. Kennedy, promotion and export manager of the 
Canada Carbon & Ribbon Company, Ltd., has returned to work after 
a year’s absence. Due to the combined efforts of a skillful surgeon and the 
healthful air of Jamaica he is back on the job after three months in 
a hospital suffering from an abscessed lung.—SJL 








ADDING MACHINES 


New York, N. Y.—R. C. Allen, president of Allen Calculators, Inc., 
spent considerable time in England during recent weeks. 


FURNITURE 


Chicago, ttl.__Frank Ryan, widely known for his connection with the 
stationery industry, particularly in the furniture division, and for the 
past several years with the Sanford Manufacturing Company, has re 
turned to the furniture field. He had been engaged many years with 
the Milwaukee Chair Company and also with the Clemetsen Company. 
His present schedule involves calling upon furniture dealers in the South 


New York, N. Y.—H. B. Elmer has been appointed manager of the 
New York wholesale branch of The Globe-Wernicke Company. He had 
been general sales manager for the Eberhard Faber Pencil Company 
many years 

New York, N. Y.-Paul M. Le Beuf has become manager of the Post 
Index division of the Art Metal Construction Company 

















timeeret tt ae 


Boston, Mass.—Al Coelin is a new member of the sales staff of the 
Wilson-Jones Company in the Boston district 








Kansas City, Mo.-D. A. Mac Dougall, traveler for The Stationers 
Loose Leaf Company, will move to Kansas City, with headquarters at 
708 East 7ist street terrace 











CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 





and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “° STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. wm 
11-13-15 Vandewater St., 
? New York, N. Y. 




















NEW TRADE LITERATURE | 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Durabilt Steel Locker Company.— Illustrated almost throughout in color 
ind containing sixteen pages, a new and attractive catalogue has been 
issued to the trade by the Durabilt Steel Locker Company, Aurora, Il. 
The book is enclosed in a handsome yellow and blue cover upon whic h 
appears the company’s trade-mark, the word “‘Durabilt’’ upon a_ back 
ground of a pyramid. Inside are pictures illustrating the Durabilt line of 
lockers with and without trays, cabinets, locker-room benches and pedes 
tals, basket racks and trucks and school wardrobes, There are several 
pictures of installations and the last two pages are devoted entirely to 
the Durabilt Imperial and Commercial lines of steel cabinets 


The Globe-Wernicke Co..-An attractive new catalogue of steel office 
equipment No. 1438 has recently been mailed to the industry by The 
Globe-Wernicke Co., Cincinnati, Ohio. The book contains 164 pages and 
is profusely illustrated, with color employed throughout its length to 
show hundreds of items in The Globe-Wernicke line. Other catalogues are 
provided for wood filing equipment, bookcases, filing supplies, stationers 
products, visible record equipment and steel shelving 


Jasper Seating Company—lIllustrating and describing practically every 
type of office, school and posture manufactured by the well-known Jasper, 
Ind., firm, a new twenty-four page catalogue has been issued by the 
Jasper Seating Company. Printed on a high grade paper, the catalogue 
is listed as the No. 12. Besides carrying sixty-nine separate illustrations 
of the company’s chair line, the book contains a page-high picture of a 
chair which is a repair diagram and shows the technical names of the 
various sections of a chair for the use of those ordering parts from the 
factory 


The B. L. Marble Chair Company.—Wel! illustrated and printed in color, 
a new four-page folder dealing exclusively with the firm’s line of posture 
chairs has recently been issued to the trade by the B. L. Marble Com 
pany, Bedford, Ohio. Reader interest in the folder is stimulated by the 
unusually attractive first page which carries, beneath a large picture the 
caption ‘‘Fatigue Takes a Holiday—when sitting posture is correct.’ 
Inside are pictured several models of posture chairs manufactured by 
Marble while a set of four pictures on the back page shows the ease with 
which adjustments are made entirely without the use of tools to suit 
the individual user of the chair 


> 


German Exhibition on Calculating Technique 


Papier Zietung (Berlin) referred to an exposition in Berlin devoted to the 
technique of adding and calculating machines and devices. The latter in 
cluded divers mechanisms devoted to simple calculating devices which are 


houses 


largely in use by German business 








Prepared! 


People ask for BUSHNELL’S Paperoid Wailets, 
File Folders and Pockets. Known because of 
their many years on the market and continuous 
advertising—preferred because of their perfect 
service. Made in all standard styles and sizes, 





of long fibred hemp rope. 


Better known goods 






are always easier sold. 


Alvah Bushnell Co. 


925 Filbert St. 
Philadelphia, —:: 


Penna. 

















OFFICE APPLIANCES 





NOW! BIGGER AND BETTER PROFITS! 


ACCOUNTING MACHINES 


BURROUGHS — ELLIOTT-FISHER — REMINGTON 
MOON-HOPKINS—UNDERWOOD 


There are more sales, more profits than ever 
before in our master-rebuilt and reconditioned 
Accounting Machines of all types. Also machines 
in the rough. Send for full money-making in- 
formation today. 


International Clearing House of Office Machines 
Buying and Selling All Types 
ADDRESS DEPT. A 





INTERNATIONAL OFFICE APPLIANCES, Inc. 


326 Broadway New York, N. Y. 









Write for Free Tube 














his special 
adhesive holds with a 
sinewy grip —yet Grippit 


can never wrinkle paper .. . if strips 


off like adhesive tape . it is so clean 
that any excess rubs off, leaving work 


and fingers unsoiled 


Harriman-Welts Products Co., 200 Summer St., Boston 















TYPEWRITERS 


ADDING MACHINES 


ROUGHS OR REBUILT 


ALL MAKES AND MODELS 
LARGE STOCKS ALWAYS ON HAND 


MORSE TYPEWRITER CO., Inc. 
305 CANAL ST., NEW YORK, N. Y. 
CABLE: MORSETYPCO 


| EXCLUSIVE DISTRIBUTORS OF NEW BARRETT ADDING 
MACHINES FOR NEW YORK AND NEW JERSEY 











ROLLING UP PROFITS FOR YOU 


if No. 2479 Double Ball Bearing Caster is in 
/ use in most of the country’s leading indus- 
if trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 











protection equipment shown. Write for Cata- 






















log and facts about this profit-earning line. 


FAULTLESS CASTER CORPORATION 
Evansville, Indiana 








above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square 
left) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 





AULTLESS CASTERS 








STATIONERY 


Birmingham, Ala.—R. L. McMeans has returned to the office equip- 
ment field in this city, after an absence of eight years on the Pacific 
Coast. He has joined the Godwin Stationery Company of this city. 





Chicago, I1l._Ed. Shapiro, who had been city sales manager for Hor 
ders, Inc., has been appointed sales promotion manager. C. H. Carlson, 
who had been in charge of outside salesmen, will direct the stores 


Cleveland, Ohio...The Burrows Brothers Company celebrated its sixty 
fifth year of service to the business community a short time ago 


Columbus, Ga.-L. G. Kunze, of the Columbus Office Supply Company, 
has been elected vice president of the Georgia Printers association. 


Nashua, N. H.— Philip Morris & Company has remodeled the basement 
of the store, which increases space for the large stock. 


Toronto, Ont.S. W. Blake, office paper merchant, recently moved his 
office and warehouse from 46 Colborne street to new quarters at 37 
McCaul street.—SJL 


Toronto, Ont.—Enterprise Sales & Distributors, 39 Front street, W.., 
has just placed in the office equipment trade a unique line of price labels 
under the name of Kum-Kleen The label does not require moistening 
ind will hold perfectly on cellophane, glass, all metals, wood, celluloid, 
hard rubber and practically every other non-porous surface. When re 
moved, the label does not leave a trace of adhesive.—SJL 


Toronto, Ont..W. J. Robertson, founder of the firm of National 
Stationers, is still going strong after forty-six years of active operation 
of a thriving business. He is president of the company._SJL 


Ventura, Calif...Maurice Tittman, formerly manager of the stationery 
department of the Bartlett Company, has recently purchased the entire 
stationery stock of that firm and has opened the Commercial Stationery 
Company With a fine establishment at 577 East Main street, Mr. 
Tittman has a large stock which, in addition to office supplies and 
stationery, includes desks, files and safes 


Westfield, Mass...H. M. Cooper, a traveler in the south many years, 
has joined the Robinson Manufacturing Company, He will travel a group 
of southern states, with he idquarters at Houston 


Woodstock, Ont...J. & J. Sutherland, Ltd., dealers in office equipment 
ind stationery, used 47,260 lines of advertising space in the Daily 
Sentinel-Review, The Sutherland firm, which also does a_ wholesale 
business, finds newspaper advertising more effective than mail adver 


tising._SJL 


Worcester, Mass...The Palley Office Supply Company has expanded its 
facilities by fifty per cent 











BUSINESS OPPORTUNITIES 


Wanted Abroad 
Exclusive Distribution for South Africa.—_J. Maddison & Company, 90 
Fox street, Johannesburg, South Africa, seeks exclusive distribution in 
South Africa, specifically on office supplies. A catalogue is planned to 





be mailed to a list of 50,000 The company indicates that it hopes to 
have the assistance of manufacturers in absorbing some of the cost of 
its direct mail campaign The term, ‘Office Supplies,”’ should inelude 
loose leaf and other stationery items, writing material and other acces 
sories for the counting houses This company is agent for the Im 


perial Typewriter Company, Leicester, England Complete information 
regarding the utilities and specialties is requested; also stereotype plates 
for advertising 

Irish Stationer Interested in American Lines... Wilson & Company, 97 


Stephen's Green, South, Dublin, Ireland, wishes to hear from manufac 
turers of all classes of small office devices and specialties. Clips, fasten- 
ers, filing systems and office devices generally, including mechanical and 
static This organization covers all of Ireland. Sole distribution rights 


sought for good office specialties 

Lines Sought for Western Europe... A. Kornet, Maastrichtsche Straat 
79, Scheveningen, Holland, is interested in the sale of novelties for the 
ffice, such as small office devices or attachments; also stationery and 


leather goods 


Wanted Here at Home 


Commercial Stationer Opens on Chicago's North Side.—The Efficiency 
Equipment Company, 360 West Superior street, Chicago, was opened for 
business in December The company plans to carry a full line of com 
mercial stationery and filmg supplies Catalogues and promotional 
literature are desired from manufacturers 

Standard Stationers Open at Jackson. .S. T. Jones and Howard Dear 
have opened a stationery business at 207 South State street, Jackson, 
Miss. The principals have a wide acquaintance in the field 

New Enterprise._The Park Office Equipment Company has opened a 
new store at 2615 East Gage street, Huntington Park, Calif 


> 


Wilson-Jones Quarterly Report 

Net income of Wilson-Jones Company, manufacturers of loose-leaf books 
ind supplies, for the first three months ended November 30, 1938, after 
ill charges, as $24,202. as against net income of $29,689 for the same period 
last year, according to George H,. Dawson, president, in a letter to stock- 
holders today. These earnings were equivalent to 8 cents a share on 272,800 
shares of common stock outstanding, as against 10 cents a share on the 
ame number of shares in the first quarter last year. Net sales in the first 
quarter declined 11 per cent, as against the same period last year and 
compares with an increase of 1 per cent in the first quarter last year over 
the quarter ended November 30, 19386. (Chicago Daily News, December 20, 
88) 


> — 


Vienna Fair in Spring 
Papier Zeitung (Berlin) states that the Vienna fair of 1939 will be held 
in spring, as well as in the fall of 1989. It will run from March 12 to 18 
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This message a Dealer imparted, 
“A campaign for profits I’ve started, 
All craftsmen attest 

‘Castell’ is the best, 


Fair Trade helps the course I have charted.” 


Whelm In 


tects 


y - 
. — 





THE HIGHEST PRICED:DRAWING PENCIL SOLD IN AMERICA 


AW FABER -CASTELC 


/ DRAWING PENCIL *® iN METAL BOX 


UHL STEEL 


Filing Stool Filing Table 


No. 5056 No. 5070 














Backache is the curse of the filing 
clerk. 

But, note the ease and comfort as 
she does her work, using UHL Steel 
Filing Stool and Table. 

Both built entirely of a special cold- 
rolled steel. 

They are strong, rigid, durable, with 
a high grade, lasting enamel finish, 
oven-baked. 


Write for more detailed 
information. 





coatenenniiter=ie 





No. 5070 Ask for 
Filing Table Catalog — 


The Toledo Metal 
Furniture Company 


1662 Hastings Street 
Toledo, Ohio 





No. 5056 
Filing Stool 
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COPYHOLDERS WITH PROFIT 


coe ALA SWE CTE oe 


f181 ST. PAUL STREET, ROCHESTER, MEW YORK 
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A SMART ITEM 
FOR 
SMART DEALERS 


— @ —_. 
THE ROCKIT ARCH 


Reasonably priced, it meets 
the demand for “something 
better” @ Attractive design 
@ Handsomely finished © 
@ Only one moving part @ 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and punchings. @ Sell the 
best and hold customers © 
Dealers write today for prices 
@ Territories for agents. 






ROCKIT 
FILE 





ARMSTRONG & WHITE pittssunGH, PENNA. 











MANIFOLD BOOKS 


STANDARD AND SPECIAL 





Order Books—Receipt Books—Bill Books 
Purchase Books 


IN 
DUPLICATE — TRIPLICATE — QUADRUPLICATE 
——— —— ALSO —________ 


The PREMIER Line of stock Order Books. 6 popular sizes in 
Duplicate and Triplicate. 
STATIONERS MANUFACTURING CO. 


800 East Monument Avenue Dayton, Ohio 















TWIRLIT 200 
DRILLS ie | 


CAPACITY 


150 


SHEETS AT 
ONE 
OPERATION 


The 200 series 
shown here has 
two drill heads, 
adjustable from 15%@ inch minimum center 
to center distance to 41% inch maximum. 
Etched scale with side guide facilitates 


exact register. TWIRLIT is also made in Mitchell Binder Co. 


the 300 series with three adjustable heads 


at $12.50 and the 100 series (without 
guide and scale) at $2.50 Ask about VIRGINIA & BOWER AVES. 





TWIRLIT counter display demonstrator or 
write for descriptive folder. HAGERSTOWN, MARYLAND 











VECO /ndex Tabs 


a> 








Profit by selling "The Preferred Index Tab" 


@ Transparent Celluloid in 7 Vivid Colors @ Flex-ribbed 
@ b-Inch Strips in 3 sizes—/4,”, 3%”, '/2” Extensions 
@ Easy-to-use @ Sure-sticking @ Automatic Aligning 
@ Full Weight Durability @ Stay-Put Inserts @ Flexibile 


The VEIT CO. 1949. Kirby Detroit, Mich. 























SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 

ally advertised! Write Simply tip 
for details nowl pe a 






3468 N. Clark St. 


Meilicke Systems, Inc. chinese iil: 
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MAIL BAGS 


Complete Line of Canvas 


and Leather Mail Bags- 


ptive Circular 


Send for Descrt Discounts. 


and Liberal Dealer 


Canvas Products Corporation 


ialties 
s and Leather Specia 
a O. Box No. ONE 
FOND DU LAC, WISCONSIN 
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FREE HAND 


Reg. U. S. Pat. Off. 





me 


It Can’t Slip Out Until 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is_ thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and sizes. 


FREE HAND BINDER COMPANY 
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43 FULTON STREET, NEW YORK, N. Y. 2 
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Dw 8ST has no terrors for 


SPEED-MO 
STAMP PADS 


Huge capacity and exclusive ink- 
ing surface keep these pads always 
clean and_ efficient. Unsurpassei 
for mills, freight and express sheds, 
and other extremely dusty places. 
Models for every office or indus- 
trial use. DEALERS—write for at- 
tractive offer. 


RIVET-O MFG. CO. 


69 Jason St. Orange, Mass. 


or LOUIS MELIND CO., Western Repr., 
362 W. Chicago Ave., Chicago, Ili 
































Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the recy | al- 
ways right side up. No need to hunt 






9) 
PATENTED 


| ee ee “ihe and fumble to find the place where 
| ie eel the ring opens, if it’s an Adams ring. 
1) Eight Sizes Here is the simplest, quickest-operat- 


ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 


Inside Diameters: 


| No. 00, % In. No. 2, 1% In. 
| No. 0, % in No.3.2 In sheets to lie flat when open at any 
No. 1, t in. No. 4, 2% in. point. The enlarged joint, nicely 


rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked. 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


No. 1, 1% in. No. 6,3 In. 


Come also boxed assorted 
in seven sizes. 





Henry T. Adams Mig. Co. $4),5° (fiir A | 








Increase 





Profits 
Wicth.. 









Floor Protection Products 


Customers prefer Darnell Quality 
Casters, Noiseless Glides and 
Desk Shoes because they “Reduce 
the Overhead that is Underfoot.” 






Investigate! Here ise 
line thet means extra 
profits plus good will és 

for your business. 







DARNELL (a@) 110) 7.0110). F Ltd., Long Beach, California 
36 N. CLINTON ST., CHICAGO, ILL.» 24 E. 29nd ST., NEW YORK, N.Y 
DARNELL CORP. OF CANADA, LTD., TORONIO, ONT 











“L-E-B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A _ VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER ® NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS ® KONTROL BOARD CLIPS 











PROFIT with tHe 
POLAROID* DESK LAMP 


Your customers are interested in 
the New Polaroid Desk Lamp. New 
automatic display unit for window 
or counter shows dramatically how 
it eliminates glare. 


SPECIAL DEAL ON DISPLAY PIECE 


With your order for 6 Polaroid 
Desk Lamps at $16.50 (less your reg- 
ular trade discount), you get the 
automatic display unit, 250 copies of 
‘Free Your Eyes from Glare’ and two valuable samples 
of Polaroid for each of your salesmen. Please give your 
distributor’s name when ordering. 





*T. M. Reg. U. S. Pat. Off. 


POLAROID CORPORATION 


285 Columbus Avenue, Boston, Massachusetts 
































WORLD'S GREATEST PEN MAKERS SINCE 1858 


RE-NEW-POINT FOUNTAIN PEN 


Nationally advertised. Instantly replaceable 
Esterbrook Points styled for every particular 
writing. Retail price $1.00 and up. 

THE ESTERBROOK PEN CO., Camden, N. J. 








Card-cases, any size; loese-ieal envelopes, punched: 
menu covers; factory record protectors; ‘eg holders, 
bill-fold envelopes, stamp containers, ete. Made of 
acetate (slow-burning) transparent cellul We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Recine Ave 4 Chicago, U.S A, 














NEW PRICES 
adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Reliable tyecwaiter & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 
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CORN cen teers 
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STOLL 


REVOLVING CHAIR 
ACTIONS, Etc. 


similar equipment. 


Outright Sale 


or License Arrangement 


The STOLL Manufacturing Company of Switzerland and Great 
Britain, perhaps the foremost Manufacturers in Europe and 
elsewhere of POSTURE CHAIRS and similar equipment, wish 
to introduce their products on a national scale in the U.S.A. 

They will either sell their U.S. patents outright, for a lump 
sum, or they will license an acceptable U.S. manufacturer of 
similar products to manufacture the STOLL Chairs on a 
royalty basis. 

Furthermore, if so desired and warranted, they will partici- 
pate financially in a large scale exploitation of their patents 
in the U.S.A. 


Serious inquiries are solicited from reputable U. S. manufacturers of Posture Chairs and 
Please communicate with the SWISS AMERICAN TRADING 


Company, 371 Fulton Street, Brooklyn, N. Y. 


On Royalty Basis 


U.S.A. PATENTS: 1725312 
1726372 
1755228 
1937254 
2270125 
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Gillies Gothic Lettering Guide 


AMBER ¢ 01 JOR, MADE in 3/16”, 14”, 3%”, 16”, 
56” and %4 Dealers are invited to write for 


illustrated circular showing prices. 


THE TECHNYGRAPH, Techny, Illinois 








NEW 


RUBBER-COVERED 


» =" KOIL-O-MATIK" 
AUTOMATICALLY Coils Cord Out of the Way 


RUBBER COVER prevents scratching of —— 
desks and furniture and abolishes dangerous 
“shocks” and “shorts”. 








“KOIL-O-MATIK” is the only RUBBER | 
COVERED device that actually coils the cord 
out of the way. It prevents Kinks and Snarls W 
and saves Time and Temper. Fits all cords - 
and makes full length always available. 
Packed in very attractive individual box. 

Colorful Display Card free. FULLY GUARANTEED. 

Write at once for very liberal prices and FREE 
SAMPLE. 


THE NEVERKNOT CO., DEPT. I-K 


4525 Ravenswood Ave., Chicago, Ill. 
WONDERFUL FOR IRONS, TOASTERS, DESK LAMPS, ETC. 

































300 New TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicage, U.S.A. 
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nr, VA WE SUPPLY THE ACTION! 
i-th YOU GET RESULTS ON— 
FOUR TYPEWRITER ESSENTIALS 
RIBBONS—CARBONS 
TYPE CLEANER 
TYPEWRITER OIL 


A forceful local advertising cam- 

paign will move all four on every 

sale. Strictly Exclusive. 
RESULTS FOLLOW ACTION! 


Write for particulars 


TYBON CORPORATION 
147 N. 12th St. Phila., Pa. 
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The fastest selling line of 
Steel Cupboards and Ward- 
robes with the Piano Hinge 


from Top to Bottom. 


Write for Information 


~ 


points your way to TOP PROFITS on 
Addressographs, Mimeographs, Multi- 
graphs, etc 


Write Pruitt, 41 Pruitt Bldg., Chicago 


Browne-Morse Company 


Muskegon Michigan 


W '! the two star 
H. A. eradicator 


paper and white 
clothing. Always 





























Stock certificates 
eee 
CORPORATION RECORD 
BOOKS 
Goes Stock Certificates are car 
dail: dix aback tx Regules Litho clothing. Always 


Steel Litho and i speedy — guaran- 
Steel Engraved de teed. 
Goes New Regular Litho Certificate 
No. 44, Black Border and Gold 












signs lor all c lasses 


of —s and cms I int, be autil illy designed, exquisitely 


lines of business. lithographed on high grade Bond. iii 
; Exclusively from 

e Goes Corporation Records provide forms for com Ameateun 

plete re< ord ot corporation organization Products 





J Write for Certificate Samples and Descriptive Record Book Folder. H. A. INK ERADICATOR COMPANY 
1707 Zerega Ave. New York, N. Y. 
ReTeeET EITHOSRACHING COMPANY. 9, ¢ ecb eRAbICATOR 


ES am 
Sales Am ition?! 
ALL E N | | WA ) E i) New York City oe soe of the old fashioned ecall- 
oe) 
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Richard ¢ Loesch Co ing card, as the cartridge from powder and ball. 


Pittsburgh The stationer who insists that his printer or 


aay imo ; engraver uses Wiggins Book Form Card Stock on 

The Chatfield Paper (« the business card orders from him, is loading up 

A 1D) 1D) I N e M A i H I N E Detroit with sure fire sales. For these, in a Compact 

eo. Seaman-Patrick Paper Binder, never fail to hit the bull's eye of 


Grand Rapids appeal. 


CORPORATION oo Toll your printer or engraver to. senteat ang 





ij 3s aoe Co In of these paper merchants 
St. Louis for samples and prices, or 
Tobey Fine Papers, Inc write us direct. 


The John B. Wi (s (5 | \ 


1162 Fullerton Avenue, Chicago 


515 Madison Avenue NEW YORK CITY 











Book Form Cards Compact Binders 
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FOR 1939, Royal will continue the success- 
ful trade policies it adopted when the Royal 
Portable Typewriter was first introduced. 


Royal's policies of Profit-Promotion and 
Protection have already benefited hundreds 


of loyal dealers. These valued friends are also 


gaining prestige and sales from the ever- 
widening popularity of Royal Portables. 


LINK TO LEADERSHIP 


a 

















Rome wasn't built in a day—neither was 
The Heyer Quality Line of Duplicators and 
Supplies! For thirty-six years, since 1903, The 
Heyer Line has been constantly groomed 
and added to, made better with every new 


development, made complete. 


Here is a line of coordinated products 
backed to the fullest extent by 4 reputable 
manufacturer. One catalog — The Heyer 
Catalog—ends countless hours of searching 


for the hundreds of items in the duplicator 


Feld. For when you sell Heyer Products you 


sell a complete line, a profitable line. Write 


for the Heyer Catalog today. 





THE HEYER CORPORATION 


DUPLICATORS 


CHICAGO 


AND 


SUPPLIES SINCE 1903 


ILLINOIS 


of Churchill's Typewriter Repair & 


Sales Co., New Orleans, Louisiana. 


\4 E FIND selling the new 


Underwood Typemaster is follow- 
ing the line of least resistance. We 


firmly believe it’s good business to 





Talking points that 
BREAK DOWN 
SALES RESISTANCE 


1 New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust. 

2 The Champion Keyboard... 
kinder totyping fingertips... 
saves broken fingernails. 

3 “Tuned to the Fingertips”... 
two adjustment features as- 
sure supreme ease of touch. 

4 100% Typing Visibility. 

5 Complete accessibility to 
type-bars and ribbon spools. 

6 Keyboard Controlled Rib- 
bon Shifting Device. 


7 Back spacer on left hand side 
—normal typing position. 











says A, M. Churchill 


sell the machine the world is buying.” 

And therein lies the basic reason 
for many a dealer’s sales policy. 
Underwood builds .portable type- 
writers to stand up, to take punish- 
ment and yet keep on performing up 
to traditional Underwood standards. 

Dealers know that there is a coun- 
try-wide acceptance of the name 
Underwood on a portable type- 
writer. They realize what it means in 
terms of typing speed, accuracy, dur- 
ability, fine writing qualities. 

But most of all they know what 
it means “to sell the machine the 
world is buying.” 

... DEALERS: If you are not now 
selling Underwood Portables write for in- 
formation on the complete Underwood 
line. There is an Underwood Portable 
Typewriter for every purse and purpose, 


retailing at prices from $39.50 up. 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters. . Accounting Machines idding Machines. . 
Carbon Paper .. Ribbons and other Supplies 

One Park Avenue, NewYork, N. ¥ Er 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World’s Business 







Underwood Typemaster Portable 
Champion Model, retailing at $59.50 





Underwood Typemaster Portable 
Universal Model, retailing at $54.50 








DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. Underwood Port- 
aLles are sold “‘overthecounter”’ 
through authorized Underwood 
Portable Dealers. 

All Underwood promotional 
activity is designed to send cus- 
tomers into the Dealer’s store. 





pyright 1989, Underwood Elliott Fisher Company 

















